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Gas appliance manufacturers should 
// 

develop strong dealers”. . . Page 30 





Ves 43 





| His Own Home . . s AUTOMATIC HEAT, Page 71 
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Syphon Jet—Extended Inlet—Extended Lip 


H-100. MUELLER ‘*‘Decatur DeLuxe” All White vitre- 
ous china quiet-action syphon-jet closet combinat- 
tion; comprised of H-200 vitreous china quiet-action 
syphon-jet bowl with extended lip; extended top sup- 
ply inlet; improved sanitary plain flushing rim and 
square bolted base. H-250 vitreous china eight gal- 
lon; colonial design low-down tank with concealed 
top supply high pressure float ball valve with integral 
stop valve; all white colonial pattern double action 
trip lever; positive guide flush valve; H-280 vitreous 
china colonial pattern straight flush casing. All white 
guaranteed open front full saddle seat and cover; 
floor flange; closet bolts and china bolt caps. 


Fixtures such as these are easier to sell because the 
name MUELLER stands for only the finest of labora- 
tory controlled materials and trained workmanship. 


MUELLER CO. (Established 1857). Factory: Decatur, 

Illinois. Branches: New York, Dallas, Atlanta, Los 

Angeles, San Francisco, Chicago. Canadian Factory: 
MUELLER, Limited, Sarnia. 


Trade-mark Reg. U.S. Pat. Office 
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N aturally you're 
interested in the profit 
you make 








--- but you know 
and we know that satisfied 


eustomers mean other profits 


That's why most plumbers recommend Vogels 
when their customers want a frost-proof closet 


or hydrant installed. 


We'll send literature im- 
printed with your name 


and address to help you 





increase your list of satisfied 





customers. 


NUMBER ONE VOGEL 
FROST-PROOF CLOSET 


Simple in operation. Sturdy in construe- 
tion. Half a million in operation. 


JOSEPH A. VOGEL 
COMPANY 
Wilmington, Del. 

St. Louis, Mo. 





VOGEL FROST-PROOF 
HYDRANT 











oA, FF rost-Proof Products 
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STOKES HARD RUBBER 
PRODUCTS FOR THE 
PLUMBING TRADE 


include standard Round and 
Oval Type Floats, and Over- 
flow Tubes with Adjustable 
Guide Arm and Bushing. 


ASK YOUR JOBBER 


Look for the 





Mark of Quality 


Hard Rubber in Every 


Conceivable Form 





MADE BY STOKES 


— the Coyne & Delany 


HARD RUBBER BALL 


— 


— a vital part 


of the well-known 


DELANY VALVE 


By using a hard rubber ball exclusively in place of a soft 
one, the Delany Valve eliminates the greatest objection to 
the low tank. By using a ball made of STOKES Hard Rubber, 
the Coyne and Delany Company are selecting a product as 
near perfection as many years of experience in the hard rub- 
ber field can make it. 


THE DELANY VALVE 
with ball made of 
STOKES HARD RUBBER 


The fact that an article contains some parts made of 
STOKES HARD RUBBER can be a powerful aid to selling. 
Hard rubber can never rust or corrode. It will not swell nor 
soften. It is ideal for under water service. 


Sell your customers on a quality product—and you keep 
them sold. Always ask your jobber for fittings that contain 


STOKES HARD RUBBER PARTS. 
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7 VHE new policy of the American Gas Association, which alters the merchandising activities of the public utility com- 


panies, makes it imperative that every heating contractor keep informed of the latest developments in the situation 


pertamimng to the sale of gas heating equipment and gas appliances. 


E kK. ACKER, chairman of the Commercial Section 

" of the Association, a firm believer in full dealer 
co-operation, has good reasons for his belief. He tells 
how dealers have gone right ahead selling as many 
water heaters in 1931 as in any earlier years. When the 
utility and appliance manufacturers help rather than 
compete with the dealer in heating products, Mr. Acker 
finds that total sales are greater. And P. W. Donoghue, 
president of the National Association of Master 
Plumbers, reports on page 31 how some gas companies 
are co-operating as promised on these new merchandising 
principles—but others are not. The situation ts alive 
with interest for every heating contractor and you will 


want to read this article beginning on page 30. 





L je illustration on the front cover refers 
to an article in the AUTOMATIC HEAT 
section, entitled “Lemonstrates the Desira- 
bility of Gas Heating in His Own Home. — 
lhe heating contractor whose methods are 
described takes prospective customers to his 
own home to show them how such an instal- 
lation actually looks and operates. The 
\UTOMATIC HEAT section contains a second 
article on the subject of gas heat, and, in 
addition, two articles on oil burners and two 


on automatic stokers 





Hy \\V important are good will and public confidence 

to the plumbing and heating contractor? The ques- 
tion is answered in the Plumbing and Heating Merchan- 
dising section in this issue in two articles written by 
contractors, both of whom have used these to advantage 
in their business. “Other things being equal,” says 
George Hall of the W. J. Hyland Co., Inc., Madison, 
Wis., “the volume of sales developed by two outlets will 
he in comparative relation to the public confidence in the 
outlets.” The title of his article is “Public Confidence 
leads to Refrigerator Sales.” The other article is called 
“Create Confidence,” by J. L. Skantz of Duluth, Minn., 
whose “Skantz Says’ advertisements in the newspapers 
have helped lay the foundation for plumbing and heating 


remodeling sales by his company. 


Your Editar 


1. T like DOMESTIC ENGINEERING better than 


any other publication | have seen, and personally 


have received much help and expert advice from it.” 


J. H. Copeland, Jacksonville, Fla. 





OLAN and Olson are back with 
D us again in this issue and the 
boys go looking for a leak in a water 
pipe with a willow twig. That is, 
they get Old Man Timmins from the 
Old Folks’ Home to do it for them. 
But the leak is in a run of pipe 
buried six feet below the surface, 
covered with six inches of concrete 
and on top of that wood block pave- 
ment. The Old Man finds that willow 
twigs “aint what they used to be,” 
and the boys discover that engineer- 
ing methods are the best bet after all. 





4f NCE a Dwelling—Now a Three-Family House,” 

is the title of an article in this issue which is one 
example of what ts actually being done in the way of re- 
modeling old homes to meet new conditions and demands. 
The owner and his wife occupied the entire house, which 
contained fourteen or fifteen rooms. Finally they came 
to the conclusion that it was too large for them and the 
transformation of the residence into three separate apart- 
ments was the outcome. When residential districts 
change over to apartment districts, old homes can_ be 
given new life and value with only a moderate amount of 
remodeling. This article, which is illustrated with floor 
plans, shows what can be accomplished in transforming a 


residence into an apartment. 





OWADAYS when people are travel- 
N ing they usually try and arrange 
their route so that each evening they 
will make some town where there is a 
modern hotel. If driving, they will 
often keep going until late at night to 
reach such a place. The owner of a 
dilapidated hotel is just out-of-luck. 
Now is a splendid time, with lower 
building costs, for plumbing and heat- 
ing contractors to go after this type of 
work. An article in the next issue will 
describe two hotel remodeling jobs 
which have proved to be investments of 
the very highest type for the owners. 


The man who is so busy that he does not have time to read his trade paper is like the 
man who was so busy chopping wood that he did not have time to sharpen his axe. 
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rubber 
yardstick 

will 

give 

you 

some 
amazing 
measurements 


— 

you 

want 
amazement! 


... But if 


you 
want 

the 

truth 
you 

must 

use 

a 

surer 
standard. 
For 
example, 
in 
judging 
heating 
systems, 
an 
isolated 
figure 
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in 

“Ibs. per sq. ft. 
per season’ 
1S 
meaningless 
unless 

32 

variable 
factors 

are 

first 
checked. 
Fail 

to 

consider 
any 

one 

of 

these 
factors 

and 

you 

may 
have 


+s 


a 
rubber 
yardstick” 
result. 


For example: In one case—a depart 
ment store—where steam consumption 
stated in “Ibs. per sq. ft.” 
phenomenally low, investigation dis- 
closed a “scotch” engineer who was 
using the air exhausted from a 
crowded basement to heat the en 
trance vestibules! After allowing for 
this uncounted factor, the system 
was found to be below average. 


seemed 


“ “4 “ 


Altogether, 45 variable factors may 
affect the steam consumption of any 
heating system. We have prepared 
a “check-list” of these 45 variables to 
help you check your steam consump- 
tion figures and estimates. We will 
be glad to send you a copy of this 
check-list. 


Engineers, architects and heating con 
tractors will find the related subjects 
of heating steam consumption analy- 
sis, estimating and heating cost ac 
counting, as presented by Warren 
Webster & Company, of vital inter- 
est. Perhaps for the first time in the 
development of the art and science of 
heating, there is now provided a 


7 


reliable basis for intelligent compari- 
son of heating system efficiency. A 
request for further details will bring 
a Webster steam heating specialist to 
discuss this vitally important subject. 








A Heating System for Every 
Need and Every Purpose 
Heating requirements vary so widely 
that no one type of heating system 
can be expected to provide the great- 

est return on the dollar invested 
the heating equipment for all types 
and sizes of buildings. Realizing this, 
Warren Webster & Company have 
consistently developed an_ entire 
group of Webster Systems of steam 
heating to provide a heating system 
for every need and every purpose. 
Webster MODERATOR _ System 
provides “Controlled - by ~- the 
Weather” heating and makes possible 
new methods of operation and new 
standards of economy. Can be ap 
plied to any existing steam heating 
system of sufhcient size. 


IMPROVED Webster Vacuum Sys- 
tem provides distribution balanced 
from the start—the supply of steam to 
each radiator is so equalized that all 
radiators get steam at the same time 
and in substantially the same propor 
tion, regardless of distance from the 
boiler. May be supplemented by 
HYLO Vacuum Variator, permitting 
manual control by building operator. 
Applicable to new or existing installa 
tions. 

IMPROVED Type “R” System tor 
residences and larger buildings as well, 
combines advantages of steam heating 
with advantages of hot water, but 
without limitations. Meets fully the 
operating requirements of newer 
fuels, newer types of radiation and 
newer thermostatic controls. Also 
provides better-than-ever heating serv 
ice with old radiation and old con- 
tre Is. 

Full details of any or all of these 
systems will be furnished on request. 
W ames i —-hatin ome iny,Camden,N.]. 
Pioneers of the Vacuum System of Steam Heating 


Sessa in 52 Principal U. §. Cities 
Darling Bros., Lid., Montreal, Canada 


-sin ce 1888 
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~ S| ystems of 
Steam Heating 


a1 54 
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| 
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This is one of a series of advertisements discussing the factors affecting heating steam consumption. The purpose of the series is to call 
attention to the methods of heating steam consumption analysis, estimate and heating cost accounting developed by Warren Webster 
& Company to provide a reliable basis for comparing heating system efficiency. Actual detailed facts and figures of steam consumption of 


a number of Webster Systems of Steam Heating, prepared in accordance with these methods, are available for your examination. 
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...Compare 


THIS NEW PUMP 


... With any you’ve ever seen 


OU know quality equipment when you see it. That is why we ask 
you to study this pump. Go over it, feature by feature. Compare it 
with any other pump of similar size. We don’t want any dealer to buy 
a Cid Pump, unless he is entirely convinced that it is by far the best 


pump on the market today. 


When he is convinced. we know how easily he can sell these pumps at 


the new low list price of *65. 


Cid Pumps are made in 3 sizes for shallow well service. and also 


include deep well heads with 4”, 6”, 8” and 12” stroke. 


Ask your regular supply man for complete details, or write to us. 


GOULDS PUMPS 


INC. 
SENECA FALLS...NEW YORK 


Relief valve located inside cylinder; 6 Crank-case and cylinder, cast 
adjustment protected against in one piece, insuring perfect 
tampering. alignment, reducing vibration 


and friction. 
2 Air chamber connection of ground 


flange type; easily removed to ser- Pe tied , ' 
7 Automatic oiling; requires oil refill- 


vice discharge valves; no threaded - : 
ing about twice a year. 


connection to rust and strip. 


% Piston rod easily reached, and aa V-Belt drive has hinged base, 
removable as complete unit with with bolt to raise motor and take 


ordinary screw driver. up slack. 


4 Suction valve covers clamped on 
with heavy yoke; typical power 





Automatic control. 
boiler construction; no threaded 
connections into cylinder to rust 
and strip. 





1. Horsepower motor. 





Stuffing box easily reached; no Ii Large air chamber insures 
overhead casting to interfere. steady flow. 
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THE PUMP WITH RESERVE CAPACITY, RESERVE POWER, RESERVE STRENGTH 


SHALLOW WELL LIST PRICE, 
PUMP ... 280 ATTRACTIVE 
GAL. CAPACITY DISCOUNTS 


MADE BY THE WORLD'S LARGEST PUMP SPECIALISTS 
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MYERS << 





STROKE 


DOWN 











_ DOUBLEACTING 





POWER 


WORKING BARREL- 


Now Indispensable to Every Pump Business 








More water—yes sir—the new Myers Double Acting 
Power Working Barrel, designed by Myers engineers, 
built by Myers pump experts, is now ready to solve many 
of your deep well pumping problems. 


Larger volume from small diameter wells. Smaller pump- 
ing units. Balanced load. Less power to operate. Here 
are but a few of the outstanding features of this double 
acting power working barrel that will enable dealers to 
increase their pump business in the locality they serve. 


Note carefully the illustrations appearing in this adver- 
tisement. They picture clearly a new type of double 
acting power working barrel involving different mechanical 
principles that will be quickly appreciated by experienced 
pump men who have been seeking a practical, common- 
sense, double acting power working barrel for their trade. 


If you sell and install power pumps and water systems in 
territory where deep well pumping equipment is necessary 
and you have not as yet received a copy of our Special 
Bulletin giving complete description, size range and list 
prices of this double acting power working barrel, write or 
wire us for it. Or better still, ask us to have one of our 
representatives call and explain in detail the many special 
features of the new Myers Double Acting Power Working 
Barrel, method of installation and operation. Act today, 
and profit accordingly. 





THEF.E.LMYERS & BRO. co. 


ASHLAND, OHIO. 


PUMPS—WATER SYSTEMS—HAY TOOLS — DOOR HANGERS 
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No Matter What Your Customer Wants 





- + - you can give it to him with 








If he’s a stickler for dependability — 


Hotstream has many advanced and proven features that assure unusual dependability. One is 
its Side Arm Heater, with intake above the sediment line, thereby eliminating all possibility 
of retarded heating, which sooner or later occurs with flame-under-boiler types. 


If he’s the nervous, impatient “wants hot water when he wants it”? buyer — 


he’ll go hard for Hotstream first crack out of the box. All you need show him is the way 
the intense jets of flame keep licking the 
water-laden copper coils. He’ll click to it 
instantly. 





If he’s off of fancy prices, but must 
have tip-top service— 


just show him the Hotstream price tag. And 
then when you count over on your fingers 
the many Hotstream features, and he real- 
izes just how much he actually gets for his 
money~—there’s nothing to it, but arranging 
the installation details. 















Any day now may bring a live Hotstream 
sale into your place-—don’t miss it by not 
being ready. Wire or write for full details 
NOW! 
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THE HOTSTREAM HEATER CO. 


““Makers of Heaters that Heat’’ 
CLEVELAND, OHIO 


Manufacturers of a Complete Line of Automatic Storage 
Heaters, Tank Heaters, Indirect, Gasoline and Kerosene 
Water Heaters 

















No. 20SA Hotstream Auto Dixie Automatic Sturage 


matic Storage Heater, Side Heater. “Internal Type. 
Arm Type, List Price Made in three sizes. 20, 30 
$66.00 Complete and 40 g:illons. List Prices: 


$55.00, $70.00 and 85.00 
















1. Fifteen seconds with e hack saw cuts through a 34-inch 
pipe. 




















). Take the burr out with a Alle. 
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3. Clean the pipe ends and the inside of the fittings with 
sendcloth 





4. Put the flux on both pipe and fitting. Use your finger if 


you prefer. 
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HACK saw, a file, a piece of sandcloth, a can of STREAMLINE soldering 

flux and a spool of STREAMLINE solder wire are all that are required 

for an installation of SIREAMLINE hard copper pipe and fittings. Gone are 
the back-breaking days of threading iron and steel. Science now takes the 
place of sweat. Mueller makes it possible for the journeyman to be again the 
craftsman of the soldered joint. A journeyman’s skill, a few drops of solder and 
a law of nature now combine to make the tightest joint known to the trade. 


The connection between Mueller STREAMLINE hard copper pipe and Muel- 
ler STREAMLINE fittings is positively leakproof. Expansion will not work it 
loose nor will vibration affect it. This Mueller patented joint is stronger than the 
pipe itself. 


Mueller STREAMLINE fittings are supplied in full range and in sizes of 14-inch 


to 6 inches, inclusive. 


If you are not thoroughly familiar with this patented joint, consult your jobber 


or write for our catalog. 


MUELLER BRASS CO. OF CANADA LIMITED, TORONTO, ONTARIO 
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Modernizing Profits? 
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Fred C. Prafcke, Ottawa Heat- 


ing Contractor, Reveals Sure Way 
to Land Hoffmanizing Contracts 


Take the word of Mr. Prafcke, modernizing one-pipe 
steam systems with No. 2 Hoffman Vacuum Valves is 
mighty profitable. And who can talk about profits with 
better authority than a man who actually makes them? 


Here’s his simple system. 


“By hammering away with newspaper advertising, 
letters and personal calls, we are very successful in 
securing No. 2 Hoffman Vacuum Valve installations 
for remodeling jobs as well as new work. A small 
Direct Mail campaign recently brought in 8 profitable 
Hoffmanizing contracts. 


“Sales today are made by getting out of your swivel 
chair and into the street—ringing door bells—pushing 
products for which the manufacturer is providing 
effective merchandising and advertising help. That’s 
one reason why we specialize on No. 2 Hoffman 
Vacuum Valves. The other is because they are most 
efficient and economical—always giving complete cus- 
tomer satisfaction.” 


“7 Just Used 


Offman y 
1 nh et rte th 


alves” 


_ 


Why be content with small, unprofitable repair jobs ? 
It’s just as easy to sell real modernizing work! Sales letters to prospects 





Local newspaper 
advertising 


Get the Facts on Hoffman’s New 


M odernizing Sales Service! 
MAIL THE COUPON! 


Hoffman now offers a complete Free Merchandising 
Service to help you sell one-pipe steam modernizing 
jobs. Including mats of attractive newspaper ads to be 
run over your Company name—a series of strong sales 
letters to prospects—and a booklet full of ideas on 
‘How to Put Across a Modernizing Campaign.” 

Send for these effective sales-makers! Today! Right 
now is the big modernizing season! 





Personal calls on 
home owners 





HOFFMAN SPECIALTY CO., INC. ‘ 
| Dept. RX-73, Waterbury, Conn. 
| Please send me free booklet, copies of sales letters and proofs 
| of newspaper ads from which I can make a selection. | 

N V V (ESET AO ON AED 5 atl eas 
o. 2 Vacuum Valves | | 
DI <ccogscadepaendbaaoeed | 

for one pipe steam systems | 6 
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AN ENTERING WEDGE 


for New Business 


SYLPHON 
AUTOMATIC 
RADIATOR 
VALVES... 


Pick out the most worth while business in 
your neighborhood —office buildings, hotels, 
apartment houses, institutions, larger 
homes. Here are the people who have money to buy. 
Kveryone of them is a prospect for the comfort and 
economy of controlled heat, made possible by Sylphon 


Automatic Radiator Valves. 


Individual room temperature control, the most talked of 
modern improvement in building heating, is the oppor- 


tunity for which the heating business has been waiting. 


A real, sound, new idea. A tangible, saleable necessity with 
popular appeal, and with the power of national publicity 


increasing its popularity every day. Here is a real entering 


FULTON 


jl 
| ATL 
| Sy | 
TEMPERATURE 
CONTROL 


, 


< x \ a >» % 
i , =| 
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~ 


wedée for new business of the most worth 


while class. Get it. 


Sylphon Automatic Radiator Valves—sim- 
ple thermostatic valves that replace ordi- 
nary globe or angle valves—throttle steam 
flow to the radiator to automatically control 
room temperatures accurately, regardless of 
outside weather conditions or room expos- 
ures. [hese valves are self-contained, self- 
powered, self-reliant units—fool-proof, long 
lived — made by pioneers and leaders for 25 years in the 


manufacture of temperature controlling devices. 


Write for further information, prices and liberal discounts. 


Ask for Bulletin TID-250. 


FULTON SYLPHON (0. 


KNOXVILLE. TENN., U.S.A. 


European Representatives, Crosby Valve and Eng. Co., Ltd., 41-2 Foley 
St., London, W. L., Eng.; ian Representatives, Darling Bros., Ltd., 
140 Prince St., Montreal, Quebec, Canada 
REPRESENTATIVES IN ALL PRINCIPAL CITIES IN U. S.A. 
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EAR after year...in job after 
job...the country’s leading plumbing 


and heating contractors consistently use 


— 


Youngstown steel pipe in their installa- 
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eration systems. Such whole-hearted 





























approval must be based on proven per- 
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formance... and it is! 





From experience these con- 





tractors know that Youngstown pipe is 





always true and uniform; they know that 
it cuts, threads, bends and welds easily 
on the job, actually saving installation 
time; and they also know that when it is a ee OT OT ‘ 


once installed, Youngstown pipe assures 





a good, workmanlike job. 


Use Youngstown Pipe on your 
next job and prove to yourself what a 


good pipe it really is. 


THE YOUNGSTOWN SHEET & TUBE CO. 


One of the oldest manufacturers of copper-steel, under 
the well-known and established trade name ~Copperoid™ 


General Offices—YOUNGSTOWN, OHIO 


YOUNGSTOWN : 


GALVANIZED SHEETS PROTECT 





SAVE WITH STEEL 
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On every trap in the “WISECO” Line 
you will find clearly stamped the manu- 
facturer’s name and the gauge of tubing. 
You are always sure when you specify 
“WISECO PRODUCTS” that you get 
what you pay for. It is an important added 
protection to you and your customer. 


Think this over and insist on “WISECO 
PRODUCTS?” in the future. Your jobber 


can supply you. 













J. B. WISE, INC. 


WATERTOWN $2 NEW YORK 
NEW YORK PHILADELPHIA LOS ANGELES 
CHICAGO ATLANTA SEATTLE 


SAN FRANCISCO DETROIT 






THE STANDARD OF QUALITY SINCE 1877 | 
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Make 100% 


on this 
Easy Seller 


ope You can average 100% profit installing Watts Hot Water House 
* aay Heating Unit because of our liberal discount and the ease and 
a speed with which it can be installed. Simple construction makes 
adjustment easy. The large waterways allow for quick filling of 
the system. 


And as important as the original profit, is the fact that you do 
not have to waste time on recalls with the Watts Unit. It is prac- 
tically foolproof and works right, always. 


Water hammer cannot jar screws out of adjustment, as they are 
held firmly in place with lock nuts. The screen in strainer cannot 
collapse, because it is impossible for dirt to pile up in front of 
same. That also prevents slowing up the system. 


Dirt cannot get on the seat of the reducing valve and hold it 
open. Pressure of the relief valve can be changed without taking 
it apart. There are no soldered or loose parts to get out of place. 


The entire Unit is bronze—nothing to rust or corrode. The 
Underwriters’ Laboratories list the entire Watts Unit as standard. 


Why not find out more about this unusual Unit? 
Write for our catalog, or mail the coupon. 







WATTS REGULATOR COMPANY 
Makers of Water and Steam Regulating Devices Since 1874 
249 Lowell Street Lawrence, Mass. 


John G. Kelly, Inc., Distributors, 210 East 45th St., New York, N. Y. 


W.H. Cunningham & Hill, Ltd., Canadian Distributors 
269 W. Richmond St., Toronto 2, Canada 








ee 

- Watts Regulator Co. - 

: 249 Lowell St., Lawrence, Mass. - 

: Without any obligation, please send a free copy of your : 

- Catalog No. 38. : 
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K-3399 (Patented) — SPEAKMAN 
£ Anystream Self-Cleaning Wall Type 
Shower Head with '4 inch I. P. female 
inlet in center of back and arranged to 
operate by a5/16 inch hexagon wrench 
For hospitals and institutions 





K -2601-M—SPEAK MAN 
Metaline Built-in Mixometer 
Shower. Size 14 inch. Mixom- 
eter with metal wall plate 
and metal handle. Bent arm 
with metal escutcheon, ball 
joint and Anystream Self- 
Cleaning Shower Head K-3395 
(Pat. Jan. 2, 1923). 





































16- page booklet 
containing au- 
thoruative infor- 
matonon various 
types of showers 
and shower heads 
for regular and 
special installa- 


trons. 
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SPEAKMAN DEVELOPS SEVERAL 
NEW TYPES OF SHOWER HEADS 
--- ALL INCORPORATING THE 


ANYSTREA™M 
SELF-CLEANING 
PRINCIPLE 
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K-3416 ( Patented) —-SPEAK MAN Any- 
stream Self-Cleaning Unit Control Triple- 
Cluster Shower Head. For use where 
a large amount of water is desired. 


# 
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regular and special 


installations 
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K-3398 (Patented) — 
SPEAKMAN Anystream 
Self-Cleaning Shower Head 
with short flanged arm having 
V4 inch I.P. female inlet. Arm 
can also be furnished with 
large flange drilled for two 
screws or bolts. 


K-3397 (Patented) 

SPEAKMAN Self-Clean- 
ing Head, with '4 inch I. 
P. female inlet and ar- 
ranged to be operated 
with a screwdriver. 


K -3396 (Patented)— 
SPEAKMAN Anystream 
Self-Cleaning Shower 
Head, with 6 inch L. P. 
female inlet, and lock- 
shield arranged to operate 
bv a key. 


These new shower heads are lever-handle, key and screwdriver operated. 


There are types designed especially for golf, country and athletic clubs: 
also types for hospitals and other institutions. 


A feature of all the new heads is that they can never stop up f 


A 16-page bulletin illustrating and describing fully the new Speakman 
Shower Heads is now ready, and will be mailed promptly. Contains 
also information on new special Speakman Showers for school and 
institutional installation. Complete with roughing-in. 


SPEAKMAN COMPANY 


Wilmington 


SPFAKMAN Showers & Fixtures 


Delaware 
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If he recommends 





MULTICELL is Superior 


1. 


ho 


One piece seamless copper con- 
struction means 100% prime heat- 
ing surface 


. Oversize waterways lower steam 


resistance and assure equal pres 
sure at inlet and outlet 


.Smooth surtace spells absence 


from clogging even in dust and 
lint laden air. 








MULTICELL UNIT HEATERS, 


he's a smart boy 


HE contractor who recommends unit heating for large in- 
icon areas marks himself one-two with the modern trend 
in radiation. Then if he specifies MULTICELL UNITS, it's the final 
indication that he’s your man. For MULTICELL offers outstand- 
ing advantages over all other types of unit heaters. 


Operating economy is one big MULTICELL feature. The minute 
a MULTICELL system goes up, fuel bills go down. MULTICELL 
UNITS make the most of every pound of steam pressure. They'll 
shoot heat wherever you want it and maintain an even tem- 
perature throughout the entire area. No cold corners, no hot 
spots, no disconcerting drafts. Moreover MULTICELL UNITS pro- 
pel this heat without the use of dust laden fins that fill the air 
with fine particles of dirt and a generous supply of germs. 

In addition to saving money, MULTICELL UNIT HEATERS save 
space. Profit-producing wall space is never cluttered with pro- 
truding pipes. 

Study MULTICELL’S many points of superiority. It is easy to see 
how it can prove profitable to you and your customers alike. 
If you base the success of your heater installations on the re- 
sults attained, make sure that you recommend MULTICELL 
UNIT HEATERS. Our descriptive catalog is free. Send for it 
now. You can make MULTICELL a new business builder that 
will break all records. 


MULTICELL is Superior 


1. Simple, seurdy construction. No 


slip joints, diaphragms or gaskets 
Expansion and conrraction self 
absorbed. No piping strain 


5. Individual sections removable 


without service interruptions 


». Absolute guarantee against leaks 


and failures due to piping strains. 








MULTICELL 
LOCKPORT 





RADIATOR 


CORPORATION 


NEW YOR K 
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MODERN HEATING 
MAKES 
MODERN HOMES 









MODE, 
REO) 














Get a ‘fresh Supply of ‘Posters “Now! 


“The only way to put a sales idea across is to keep repeating your 
sales message at every opportunity. 


That's what DOMESTIC ENGINEERING'’S remodeling window pos- 


} ters make it possible for you to do. They sum up the remodeling 
sales story on plumbing and heating briefly, effectively. 


Get a fresh supply of them today, keep them in prominent places in 
your window, your show room, on your truck and automobile. Print 
them on your letterheads, envelopes, billheads and in all of your 
advertising. 


Send postage stamps for any of the following amounts of these fold- 
ers. Keep driving the idea of new plumbing and modern heating 
home to consumers. These posters will help! 


100 posters (50 plumbing and 50 heating) 41.00 
50 posters (25 plumbing and 25 heating) 50 
20 posters (10 plumbing and 10 heating) .20 
10 posters (5 plumbing and 5 heating) 10 


“ 


DOMESTIC ENGINEERING 
| 1900 Prairie Avenue Chicago, Illinois 





THE DIFFERENCE BETWEEN AN 
OLD HOUSE AND A NEW ONE 
IS PLUMBING! 
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You 
would think 





you had 





designed it 





yourself 








IF YOU could see the list of recent installations of the Scovill 
Flush Valve—office buildings, apartment hotels, residences, 
public schools, amusement places, to mention a few—you would 
note the growing Plumber’s preference for this valve. Then 
if you studied the valve in its every detail you would feel as 
though you had designed it yourself —for the Scovill Valve 
has every practical thing that the plumber desires. 

Fine eye appeal —all exposed parts highly finished nickel 
or chromium plate. ... Simple installation — requires minimum 
of plumber’s time. ... Adjustment from outside without shut- 
ting off water supply. ... Assured positive action under every 
reasonable pressure—opens with and closes against flow and 
pressure. .. . Self-lubricating plunger. . . . Self-cleaning by- 
pass. .. . Designed for simplicity. ... All materials laboratory 
tested. ... Precision made. 

Scovill Flush Valves are made in a wide variety of both 
exposed and concealed models. Get acquainted with them 
for your unending satisfaction. Write for details. Address: 


SCOVILL MANUFACTURING COMPANY 


PLUMBERS’ BRASS GOODS DIVISION 
WATERVILLE CONNECTICUT 





LENE .«.-e « -e 








Scovil!l Flush Valves ... Shower and Bath 

Fixtures ... Tubular and Miscellaneous 

Plumbers’ Brass Goods for General Plumb- 
ing Requirements. 
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THE HERMAN NELSON CORPORATION 


© 1931 
T. H. N. Corp. 











“Don’t heat outdoors”, say economists. “Schools must be venti- 
lated”, say health authorities. 

The Her-Nel-Co System of Ventilation meets the requirements of 
both economists and health authorities. 

Health authorities recognize that it controls temperature, air motion, 
and humidity within the limits that produce the schoolroom atmosphere 
most conductive to health, comfort, and mental alertness of pupils. 

They recognize that this control is simpler and more effective than 
systems designed to bring a continuous supply of outdoor air into the 
schoolroom. 

Naturally the saving in fuel costs pleases the economists. 

The Her-Nel-Co Ventilator uses outdoor air only when necessary to 
remove excess heat, or body odors, and such outside air as is admitted 
is tempered by admixture with room air instead of being preheated. 

Write for the book, ““The Her-Nel-Co System of Ventilation”. It 
shows why and hew the new system gives good ventilation results with 
savings as high as 50% in fuel costs. 


HERMAN 
NELSON 


HER-NEL-Co 


SYSTEM OF VENTILATION 








A HERMAN NELSON PRODUCT 





Factory at Moline, Ilinois ~ Sales and Service Offices in All Principal Cities 













BELFAST, ME. SCRANTON GRAND RAPIDS DES MOINES MIAMI SAN FRANCISCO 
T J y : : BOSTON KINGSTON, PA. SAGINAW, MICH. MILWAUKEE DALLAS LOS ANGELES 
lhe Herman Nelson Corporation are makers epniwovenD.teaee. manneseune seraceT APPLETON, WIS. OMAHA VANCOUVER, B. C. 
of the Univent System of } entilation, the PROVIDENCE, R. I. PITTSBURGH CLEVELAND MINNEAPOLIS EMPORIA, KAN. TORONTO, ONT 
ad : . a, —_ . HARTFORD, CONN. JOHNSTOWN, PA. COLUMBUS DULUTH KANSAS CITY WINNIPEG, MAN 
Her-Ne 1-Co Syste m7 of Ve ntilation, the Herman NEW YORK CITY ALLENTOWN, PA. CINCINNATI ST. LoutIs DENVER CALGARY, ALTA. 
Nelson Invisible Radiator, the Herman Nelson. SYRACUSE ERIE, PA. TOLEDO BIRMINGHAM SALT LAKE CITY LONDON 
hi H j } } : . ALBANY WHEELING, W.VA. INDIANAPOLIS NASHVILLE BUTTE, MONT. OSLO 
iJ et Heater, and other eating and ventilat- ROCHESTER WASHINGTON, D.C. EVANSVILLE, IND. CHATTANOOGA SPOKANE MELBOURNE 
ing equipment BUFFALO BALTIMORE, MD CHICAGO MEMPHIS PORTLAND, ORE. TOKIO, OSAKA 
: PHILADELPHIA CHARLOTTE, N.C PEORIA, ILL NEW ORLEANS SEATTLE BUENOS AIRES 
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THE BIG 
EO ALTONNER 





NEW 
A Truck Built to Do YOUR Job 


The new Reo Big Four-Tonner is a heavy truck for heavy 
work, massively constructed at all vital points. It is engi- 
neered for safe and profitable high-speed travel. The Big 
4-Tonner engine develops 101 h. p. at the low speed of 2600 
R. P. M., has seven big main bearings, full force feed lubri- 
cation even to piston pins. The cylinder block of chrome 
nickel iron increases valve seat and cylinder wall life seven 
times. Built in three wheelbase lengths, from tractor to van 
types — offered at the lowest price ever 
placed on a comparably heavy 4-ton truck 


of equal specifications! 

















ned ne 


Powerful heavy duty, 
101 H. P. Six Cylinder 
Engine. 

2. Heavy Duty 4-speed 
Transmission. 

3. Brake Booster stand- 
ard equipment. 

4. Chrome nickel cylin- 
ders— wearing 7 times 
longer than grey iron. 
Seven bearing crank- 
shaft. 

2’. Dual wheels standard 
equipment. 

G. Extra long springs; 
hel persprings, stand- 
ard equipment. 

7. Frame reinforced by7 
heavy cross members. 

8. Powerful 4-wheel hy- 

; draulic brakes. 

9%. Heavy duty full-float- 
ing rear axle. 

§@. Extra heavy frames. 
Side channels 10’deep 
y,” thick, with con- 
stant flange width of 
3 inches, 

Bi. Available in three 
wheelbase lengths 
from tractor to van 
type. 


REO MOTOR c_AR COMPANY 


LANSI!I N«¢(, — ro RON TO 
150-inch wheelbase chassis . - « 82800 
170-inch wheelbase chassis ~ i of ee 
190-inch wheelbase chassis ~ « « £2950 


f. o. b. Lansing 


mcgromre DIOO 
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eJenkins PackINGS MAKE JOINTS LEAK-PROOF LONGEST 


~——— oe 
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Compressed Asbestos Jointing 
for superheated steam 


Oiltite: for petroleum solvents 






Prevent Waste, Save Time Jedhinn "06: foi sotiiatill thiuin. 


Gaskets, accurately cut by machine to your specifications ot or cold water, and other fluids. 
from any Jenkins Sheet Packing, are offered in standard 

ring and full-face flange patterns, and in special sizes. 

In ordering the latter, send template or drawing show- ; 

ing inside and outside diameters, and thickness. - Jenarco: for saturated steam, air, vacuum, hot or cold water, and other fluids. 





onnne cannes a 





These Packings banish leaky joints 


ACKING joints with a Jenkins Packing takes no more labor than 

when using any other material. But there is this difference. The 
Jenkins Sheet Packing makes possible a leak-proof joint that is tight 
and stays tight. Tough, strong, durable, it will not crack, crumble, 
become brittle, or squeeze or blow out of the flange. 


Our pocket-size 28-page booklet tells which packing to use for any 
service. It also contains interesting, useful information on other 
mechanical rubber goods. In writing for a copy, ask for Form 3A. 


JENKINS BROS. 


80 White Street 524 Atlantic Avenue 133 No. Seventh Street 646 Wash. Blvd. 1121 No. San Jacinto 
New York, N. Y Boston, Mass. Philadelphia, Pa. Chicago, ! II. Houston, Texas 
JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn.; Elizabeth, N. J.; Montreal, Canada 


See the complete Jenkins BOOK OF VALVES 
Catalogue No. 22A on pages 819 to 866, 1931 
edition of Sweet's Engineering Cetelogues 
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DON'T let those 
UNIT HEATER SALES 











—* 
Get Away Ge y 
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The American Blower Red Book offers 
you Direct Mail Literature ... Sales 
and Advertising Helps... that bring 
Sales and Installations your Way 


‘ys 


if 





VERY day money is being made selling and in- 

stalling Venturafin Unit Heaters. You might just 
as well make it as someone else. The new American 
Blower Sales and Advertising Red Book will show 
you how to do it. It contains samples of sales and ad- 
vertising helps that are yours — entirely without 
cost —direct mail literature, newspaper advertise- 
ments, installation data, window displays, etc., that 
have been purposely designed for your individual use 
Whether you are now handling Venturafin Unit 
Heaters, are planning to take on this line or not, you 
will find our Red Book of great assistance in getting 
those heater unit sales that there are in your territory. 
Fill out and mail the coupon today. 


AMERICAN BLOWER CORP., DETROIT, MICH. 


CANADIAN SIROCCO CO., LTD., WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 




















HEAT WITH UNIT HEATERS 


American Rlower 


>: 3 
sree VENTS 


WRITE FOR YOUR COPY OF THE RED BOOEKE TODAY 


AMERICAN BLOWER CORPORATION (1173) 
6000 RUSSELL STREET, DETROIT, MICHIGAN 


Gentlemen : 
Please send me a copy of the American Blower Red Boor at once. I understand | will not be obligated. 





Name Pe Firm 


Street__ Fe. State 


Veaturafin Unit Heaters for Economical and Controlled Heat 
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Publisher. The Capper Publications 


@ “The A. B. C. presents a spectacle of buyer 
and seller working together to establish equity, 
truth and efficiency—a great contribution to 
business and civilization. The keeping of the 
accurate records which the audits made nec- 
essary, has been an immense contribution to- 
ward greater efficiency in our own business. 
The service rendered by the Bureau would be 
well worth all it costs even if the audit was 


never shown outside the publishers’ offices.” 


MPO hip por 


@ “The Audit Bureau of Circulations has been 
the strong ally of the progressive business 
paper publisher in establishing better standards 
of value for the advertiser. The Associated 
Business Papers has recognized this from the 
start of the A. B. C. For some years now it has 
heen a mandatory requirement for member 
ship in the Associated Business Papers that the 
publication also belong to the Audit Bureau.” 


Ww. 








Cc. LAT T 


President, dssociated Business Papers 


@ Arthur Capper, power in the Senate 
of the United States, founder of the 
Capper Publications. . . 


He finds a plus value in the Audit 
Bureau of Circulations — an extra 
service so potent that it alone, he 
believes, is worth all the considerable 
sums he pays to the Bureau. 


What is it that leaders of the busi- 
ness and agricultural press, in com- 
mon with publishers of magazines and 
newspapers, find so valuable in this 
self-regulatory force in the vast and 
complex field of advertising space? 





Basically, they realize the tribute of 
confidence—justified by results—which 
has come to advertising through the 
work of the Audit Bureau. Business 
trusts publication advertising. Itknows 
what its dollar buys in circulation, 
thanks to the A. B. C. 


But Senator Capper refers above to 
another value in the Bureau — a con- 
tribution to publishing which many 
within the business will recognize. Be- 
cause the A. B. C. needed the whole 
truth about circulations, publishers 
came to keep records that laid bare the 
complete picture. This was valuable 


An advertisement by the 
AU DIT 


BUREAU OF 


Executive Offices « « « Chicago 





to the advertiser. But how much 
more, in actual dollars, it has come 
to be worth to the publisher! 


Advertiser, publisher and adver- 
tising agency alike are needed in the 
A. B. C. Membership is especially 
valuable to the young and growing 
publications in the trade field. These 
publishers, together with every -ad- 
vertiser and every advertising 
agency, are invited to join the in- 
creasing group that makes up the 
Audit Bureau of Circulations. Com- 

lete facts about membership will 
* sent upon request. Write for them. 


CIRCULATION S 
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“We sell Chicago Faucets in preference to 
others by ten to one for the simple reason 
that wherever they are installed, we make a 
booster out of a customer. Time and again 
we have had‘ people come to us as new cus- 
tomers and found out that they had been 
recommended by our old customers. We 
think Chicago Faucets are the best on the 
market; have bought them since they were 
first made and intend to keep on buying 
them. And they are very profitable to sell 
because of the repeat business we get right 
along from satisfied customers.”’ 


Henry Swade, 
Vice-president 
Plumbing Contractors’ Assn. 
Chicago 





The Chicago Faucet Company, DE-10-3-31 
2700-22 N. Crawford Ave., Chicago. 

I'd like to give Chicago Faucets a trial and would 
appreciate receiving your catalog and cut-open sample, 


free. 
Name 


Address 





~ 


id 
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The working unit is standardized for all 
Chicago Faucets. The seat is on the 
unit-—-separate from the body casting. 
There is no wear on the body. To replace 
either the seat or washer, unscrew the 
unit, put on the new parts (which cost 
but a few cents), as easily as you would 
change a light bulb. This dependable. 
trouble-free service on faucets that never 
wear out gets plumbers “in right” with 


everyone they sell Chicago Faucets. 


CHICAGO FAUCETS 





h\) 
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TOLEDO INDUSTRIAL SERIES No. 1 


“TOLEDOS” — 


PUT THIS JOB 
THRU ON SCHEDULE 





Bickelhaupt, Inc., contractors in Rich- 
mond, Va., built this large pumping 
and treating plant at Evitts Creek, near 
Cumberland, Maryland, for the B. & O. 
railroad—a plant with a normal pump- 
ing and treating capacity of 2500 GPM 
and a maximum pumping capacity of 
3750 GPM, and with a complete duplica- 
tion of all facilities, which guarantees 
continuous operation. 


Here is another job where ‘“TOLEDO”’ 
tools were relied upon by the contractor 
to cut and thread the pipe and assure 
perfect connections and tight joints. 


No job is too small nor too large for 
‘**TOLEDO”’ equipment and there is no 
more efficient way of handling piping 
jobs today. ““TOLEDOS”’ will help any 
contractor put his jobs through on 
schedule without loss of time or labor. 


A post card brings you copy of the com- 
plete ‘““‘TOLEDO”’ Catalogue. 


THOUSANDS OF CONTRACTORS RELY ON — 


ad 


THE TOLEDO PIPE 
THREADING MACHINE CO. 


TOLEDO, OHIO 
New York Office: 72 Lafayette St 
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Our Industry 


A Short Time Ago— 


Oil burner manufacturers turned away from the heating 
dealer in favor of the specialty salesman. An official of the 
oil burner association even congratulated them upon their 
success in keeping oil burners “‘out of the hands of plumb- 
ers, steamfitters, and the like.”’ 


Today— 


We just finished reading an advertisement, announcing the 
appointment of a heating dealer as a distributor, in which 
the public is told that every heating plant brings up a new 
problem, so that expert knowledge is required to select the 
right kind of a boiler and the right kind of a burner and the 
right kind of controls. 


Many of the oil burner companies successful in keeping 
their heating products away from contractors also suc- 
ceeded in going bankrupt. 


Today— 


One of our field representatives reports on a talk with a 
stoker manufacturer. [he latter regards his product as so 
nearly fool-proof that installing it is just a simple job for 
any handyman. He is blindly following the path used by 
those oil burner makers who regarded their product as a 
finished machine rather than a part of a complete heating 
installation. 


Tomorrow— 


Those manufacturers who up until now have been trained 
in production but not in distribution will find that success 
comes from building on a strong dealer organization made 
up of skilled plumbing and heating contractors. 




















By E. R. ACKER 


Chairman, Commercial Section, American Gas -Association 


If. future of the gas industry depends upon tts 

ability to fully develop its business. If the indus- 

try fulfills its obligations to the public and to its 
investors, its objective must be the complete and rapid 
development of its markets. Each individual company 
must seek to reach the point at which it can do the great 
est amount of business at a profit, this being the situa- 
tion which is most favorable to the customer and to the 
Mvestor. 

The manufacturer of gas appliances is vitally inter- 
His 
success depends entirely upon the extent to which the 
utilities realize and act upon their opportunities. He 
should therefore, continually urge upon the utility the 
necessity for continuous analysis of its future possi- 


ested in the full development of the gas business. 


bilities and the adoption of sales plans based upon those 
possibilities. 

The competitive situation which confronts the gas in- 
dustry 1s forcing the adoption of promotjonal rates de- 
signed to get the business in competition with other 
fuels. Justification for such rates is not in the present 
business, but in the future business which these rates 
The rates must be made available before 
the additional business which justifies the rate is ob 
tained. For this reason it is of tremendous importance, 
in connection with the analyses now being made by the 
industry, that the business estimated to be available at 
various rates be actually obtained. 

The 


vreater. task than ever before in the history of the in 


will develop. 


sales executives, therefore. are faced with a 


dustry. They must organize for effective selling in a 
highly competitive field and can not afford to disregard 
any of the factors which may influence their success. 
They must consider, of course, the education and com 
pensation of salesmen, the selection and pricing of ap 
pliances, the control of selling activities through proper 
records, and many other questions which have a direct 
hearing upon the success of their undertakings. 


Most Important Sales Problem 


ut in my opimon, the most important consideration 
ly fore the sales eCXeCCUTIVES of the industry today 1s 
the relationship between the utility, the appliance manu- 
facturer and the dealer. The utility can not in this 
present competitive age, fully develop its business alone 
The success of the manufacturer, dealer and utility in 


closely related to their 


dividually is so 
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Dealers Sell More Gas 





‘Our financing plan has gradually evolved from 
merely a financing relationship to one in which 
the utility sells no merchandise directly except 


through the dealer. The operation has been so 
successful that during the past two years of de- 
pression the sales of automatic storage water heaters 
by the group have exceeded those of previous 
years. 


‘| am a strong advocate of full dealer co-operation 
as a result of some years of experience. Its justi- 
fication is economic. The gas business can not be 
fully developed without the development of strong 
independent dealers.’’ 


‘The direct sale of appliances is not one of the 
things which can not be done by others. Ag- 
gressive, competitive merchandising is not com- 
patable with this conception of the utility's job.” 


yroup that the industry as a whole can not realize its 
full development without the complete co-ordination of 
all these interests. During the past few years we have 
experienced sharp controversy both within and with- 
out the industry, over dealer co-operation. [ am a strong 
advocate of full dealer co-operation as a result of some 
vears of experience with it, and I believe that its justifi- 
cation is economic—not political or social. It is my 
personal opinion that the gas business can not be fully 
developed in competition with other industries without 
the development of strong, independent dealers. 


What Manufacturers Should Do 


[ think it is fair to say that, in the past, it has been 
the tendency of the appliance manufacturer to seek the 
utility as the outlet for his product. The utility in turn 
has developed its own dealers, usually selling in com- 
petition with them. I feel that the situation would be 
considerably improved if the manufacturer, with the 
help of the utility, would develop strong dealers to 
handle his product, and, as a result, get one step closer 
to the customer. 

[In this case the manufacturer would have a more or 
less permanent group of dealers, educated and trained 
jointly by the utility and himself, and he would prob- 
ably be in a more stable position than he would be 1f 
he depended solely upon large utility groups whose 
business might fade away over night through change of 
management, merger or other reason. 


What the Utility Should Do 


The utility in turn would be in a position to assist the 
dealers of all manufacturers and could concentrate its 
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Appliances 


activities on those functions which it can perform better 
than any of the other parties interested in the selling 
job. The direct sale of appliances is not one of the 
things which can not be done by others. The things 
which the utility can do better than its manufacturer and 
dealer allies are these: 

I. Carry on continuous market analysis for the use of 

the entire group. 

2. Provide leadership in the planning of sales pro- 
grams with jobbers and dealers, and co-ordinate 
their activities with the development plans of the 
utility. 

3. Finance installment sales. 

4. Provide engineering and technical service to the 

customer on problems of gas usage. 

In my opinion, it is the particular function of the 
utility to render a sales service to the customer based 
on the assumption that the customer should only pur- 
chase such appliances as will allow him to use gas service 
profitably. Aggressive, competitive merchandising is 
not compatible with this conception of the utility’s job. 

It has been my experience in the electrical end of the 
business that with the utility concentrating on the func- 
tions, previously mentioned—that is, market analysis, 
planning, financing and servicing, that the strong manu- 
facturers have been glad to come in and carry on a 
direct relationship, each with their own set of dealers. 
It means work on the part of the manufacturer, assisted 
by the utility, in training and educating the dealer and 
his salesmen. But, as a result, in the case of my own 
company, four manufacturers are each getting a fair 
share of a larger total business than was done when the 
utility purchased from one manufacturer and_ sold 
through dealers which the utility alone had developed. 


Each Branch Benefits 


It appears to me that the present situation is better 
from the standpoint of all concerned—the utility can 
concentrate on analysis and planning, it supports all 
manufacturers which have competent dealers in the ter- 
ritory, rather than one or two, it does not sell in com- 
petition with its own customers, it can render a more 
truly consulting service to its customers; the manufac- 
turer obtains better distribution of his product and does 
not take the risk of losing large accounts over night 
through a change of management in a large utility; 

(Continued on Page 124) 
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President Donoghue Issues Statement 
on Utility Situation 


Since the national convention held in Milwaukee in June, at 
which time the merchandising principles of the American Gas 
Association were presented to our members, we have received 
numerous complaints from members of the National Association of 
lack of cooperation between the local gas companies and the 
master plumbers. Some of these were in the nature of general 
rather than specific complaints upon which it was difficult to take 
definite action. 


Hugh Cuthrell, chairman of the trade and dealers cooperation 
committee, of the American Gas Association, has requested that 
details of any complaints be referred to their Association through 
the National Association of Master Plumbers, rather than direct; 
and whenever specific violations of any of the principles have been 
called to the attention of the National Office, they were at once 
referred to Mr. Cuthrell who immediately responded by promising 
to call the matter to the attention of their affiliated or subsidiary 
companies. 


The National office has receivad complaints from the following 
associations of the lack of cooperation on the part of their local gas 
company, but no report of specific violations: Fort Wayne, Itnd.; 
Muncie, Ind.; Memphis, Tenn.; Yonkers, N. Y.; Little Rock, Ark. ; 
Cincinnati, Ohio; Toledo, Ohio. 


From Laurel, Miss., a definite complaint was made regarding 
the activities of the utilities company in that section of the country, 
and we have been advised by the A.G.A. that they have taken up 
this matter with their member company and hope shortly to advise 
us relative to same. 


Erie, Pa., referred to the National office a number of specific com- 
plaints which we have reported to the A.G.A. 


Since the complaint made by the Fort Wayne, Ind., Association, we 
have been advised by the President of the Indiana State Associa- 
tion an agreement has been effected with the Northern Indiana 
Utilities which has been put into effect at Fort Wayne. 


In a letter, mailed July 20th, by the President of the National Asso- 
ciation, to all state secretaries, and to the trade publications, atten- 
tion was called as to the proper procedure where any local associa- 
tion, or any member believes they have been unfairly treated by 
their local gas company. This letter contained a copy of the 
merchandising principles adopted by the American Gas Associa- 
tion, and wherever a complaint has been made of any violations, or 
lack of cooperation on the part of the gas company, we have 
referred same to Mr. Cuthrell. 


In many parts of the country our local associations of master 
plumbers have for some time enjoyed harmonious relations, and 
have received proper cooperation from the gas companies; but in 
some sections of the country this has not been true, and wherever 
any of the principles adopted by the A.G.A. are being violated, the 
local associations should appoint a local committee to confer with 
these companies and state specifically just what sections of said 
principles are being violated. ; 


Sufficient time has not elapsed since our national convention to give 
these merchandising principles a fair trial, nor to judge the benefit 
we expect to derive from the policy adopted by the American Gas 
Association. If the National office receives no complaints from its 
affiliated local associations and members, we naturally assume 
their relations with the local gas company are satisfactory, and that 
the “Principles” which have been adopted by the American Gas 
Association are not in any way being violated by their member 
companies. 


As President of the National Association of Master Plumbers | 
have confidence that the “Principles” adopted by the American 
Gas Association relative to the sales of gas appliances will be far 
reaching and will be of great value not only to our membership 
throughout the country but also to those gas companies who will 
follow the lead of their national organization. 


P. W. DONOGHUE 


(Signed 


















Now 


Fig. 1—The dwelling which was 
changed to a three-family house 


HE house shown in Fig. | 
changed hands, and for a 








Once a Dwelling— 


a Three-Family 
House 


This article is offered by way of indicating what 


time the new owner and actually iS being done in remodeling old homes to 


his wife occupied the entire 
house, — fourteen or fifteen 


meet new conditions and demands. When resi- 


rooms. | dential districts change to apartment districts, old 
Finally, as in so many other ; : : 
instances that we know of, the homes can be siven new life and value with only 


owner came to the conclusion 
that so many rooms were en- 


a moderate amount of remodeling. Plumbing, in 


tirely unnecessary for two peo- most cases, forms the major part of the work 


ple. Transformation of the 
residence into three separate 


apartments was the outcome. By HARRY S. DAVIDSON 


Just who it was that first 
suggested this change we do 
not know. If it wasn’t a 
plumbing contractor it ought to have been. We mean by 
this that it ought always to be a part of the plumbing 
contractor’s business, and a part of the business of his 
loyal workmen, to be everlastingly on the lookout for just 
such opportunities for business as this. Probably 
you will agree as we go on with the story of the re- 
modeling of this home, that of all the contractors 
who had a part in the reconstruction work, the 
plumbing contractor got the largest slice. 
We show the three floor plans in Figs. 2, 3 and 4. 
A close study of 
-"s these plans will repay 
o ¢ © anyone who is _inter- 
| ested in the general 
|} 8800 proposition of. remodel- 
re 1 i o ing. 
[ 1] We doubt whether 
UT) we could point to or 
be we i «= = conceive of another old 
= a wale | residence which could 
| be transformed into 
three separate apart- 
ments with as little dif- 
ficulty or with as little 
expense for taking out 
and putting in_parti- 
tions, new windows, 
etc., as this one. Our 
opinion is that it was a 
clever piece of work. 
Fig. 2—First floor plan The rooms were 








large, and that will almost always make this particular 
kind of a remodeling job easier to execute. 

In the basement there is a laundry with three-part 
laundry tubs and a large sink, but as this does not 
enter into our story particularly, we have not shown 
the basement floor plan. No change was made in the 
basement fixtures. 

On’‘the three floor plans all new plumbing fixtures 
and all new partitions are shown by broken lines. 

Some of the old-time residences did not have the 
abundance of plumbing 
fixtures that modern lux- 





. — = —_ —, | 
urious homes have. | | 
Therefore it is not sur- if | 
prising that this one had [| "Abem || 


beside the two basement | 
fixtures, only one bath | 
room, which was on the 
second floor, a first-floor 












. ; = 
kitchen sink and two || 
bed-room lavatories on | 
the second floor. | OF son 
The kitchen on _ the | | 
first floor is an unusually =| _ wa a eae 
een Oe —— = 2. — 
large room, so that to ||| es 
partition off a space 7 ft. I — be . 
x 8 ft. in one corner for Pored || ory, 
; . lear : 
a bath room, with addi- J | bea Ding 
1 Ai fches oom ul 
tional space for a closet, || | « 
still left a much larger ——"——___“"—"*—_— 
kitchen than most women Fig. 3—Second floor pian 
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preside over nowadays. 

The locating of this 
bath room is the only 
feature of the remodel- 
ing that we feel like criti- 
cising. It seems to us 
that if it had been lo- 
cated in the right hand 
corner, on the outside 
wall, it would have been 
better. This would have 
meant the closing up of 
the door opening into the 
sun porch, but natural 
light and _ ventilation 
through a window would have been gained. 

This brings out one of the most interesting fea- 
tures of the remodeling. The city plumbing code 
demands that all inside bath rooms shall be venti- 
lated to the outside atmosphere. This point was 
cleverly covered by the construction of a 2 ft. x 4 ft. 
ventilating duct running from the bath room at the 
ceiling, through the neighboring closet, and across 
the ceiling of the sun porch. This duct is shown in 
Fig. 2, and it is very clearly seen in Fig. 5. 

An amusing feature is the fact that for some time 
after the changes were made, the first floor family 
was considerably bothered with flies and mosquitoes, 
until it was discovered that the outside opening of 
the ventilating duct had never been screened. 

While it was impossible to provide this 
bath room with direct sunlight, a good sub- 
stitute was made by. putting in a window 
which opens into the kitchen. 

Now let us see what happened on the sec- 
ond floor, shown in Fig. 3: 

The original bath room was located some- 
what in the same general position occupied 
by the new one. ‘The fixtures were old-type, 
however, and were replaced by modern fix- 
tures. 

In this case also, the remodeling was done 
in a large room which was almost as large as 
the first floor room just underneath it. The 
available space was split up into a kitchen 
and dining room. To be sure, neither of 
these two rooms is any too large, but under 
the circumstances, the arrangement in our 
opinion is excellent. 

Perhaps we should explain that the owner 
is occupying this second floor apartment, and 
































Fig. 4—Third floor plan 


Fig. 5—One of the remodeled bath- 
rooms. This is an inside room and 
the opening near the ceiling is one 
end of a ventilating duct which 
runs horizontally a distance of 
nbout 12 ft. to an outside wall. See 
plan in Fig. 2 
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preferred the remodeling of kitchen and dining room 
as shown in Fig. 3, to any other arrangement. 

A view of the second floor kitchen, or kitchenette 
if that term is preferred, shows the small sink that 
was installed. 

The third floor presented quite a different proposi- 
tion than the other floors. ‘To start with, it was a 
small apartment and could be made into nothing 
else. Under the method followed, no changes in par- 
titions had to be made. By using a small storage 
room for the bath room, this part of the problem was 
very satisfactorily solved, an abundance ot light be- 
ing admitted through the skylight. This saved the 
breaking through of a window, which by the way, 
would have had to be a dormer window. It should 
be stated that the skylight was put in when the house 
was originally built. 

A general idea of the third floor bath room connec 
tions are to be seen in Fig. 7. 

A close study of the connections will show that 
the kitchen sink connects through the partition into 
the bath room stack. 

It appears to us that an undue amount of venting 
was used, considering the fact that this was a top 
floor group of fixtures, closely grouped around the 
stack. We believe all four fixtures could have been 
stack-vented, thus saving the expense of individual 


vents. 
Considerable credit should be given for locating 
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the three bath rooms and also the three kitchen sinks. 
The three bath rooms are fairly well in line, one with 


the other, so much so in fact, that one stack was 
used in serving the three. 

In the two of them discharge 
into the same stack, and the third floor sink enters 
the bath room stack 

The three refrigerators also use a single stack. To 
be sure, in order to enter this stack. 


case of the sinks. 


two of the re- 
trigerator wastes had to be run several feet, but no 
difheulty has arisen from this fact. 

Fig. 8 shows several of the drainage lines brought 
together in the basement. 

It will be noted that one of the lines connects into 
the 4 in. stack through a saddle hub. This of course 
is considered poor practice, but as a matter of fact 
this connection dates far back of the time of the re- 
modeling. This line of waste runs to one of the bed- 
room lavatories on the second floor, the other bed- 
room lavatory being served by the waste at the left, 
which enters the 4 in. line near the basement floor. 
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Fig. 
Piping in 


t—The exposed 
this wiew 
shows how the vent 
connection into the 
stack was made above 
the rim of the sink 


It is evident that these two 
lavatories were installed after 
the original plumbing system 
had been completed. Other- 
wise no doubt some other ar- 
rangement would have been 
made to overcome the disad- 
vantage of the long runs that 
were required. 

We like to make a study of 
these overhauling or remodel- 
ing jobs, in order to empha- 
size one or two points that 
seem to stand out in almost 
all of them. 

The principal point is this, 
that in many, many instances 
future possibilities for new 
equipment or replacements 1s 
almost entirely lost sight of. 
Now see what has already hap- 
pened in the case of this house, 
and what is probably in store 
tor the future. 

When the original plumbing 
system was installed, no doubt 
that appeared to be the end of 
it. Later on, however, the two 
bedroom lavatories were in- 
stalled. Then when the big remodeling job came, the old 
bath room was replaced, two new ones added, two sinks 
and two refrigerator connections and a refrigerator stack 
added. At the same time the three apartments were 
provided with oil heat by converting the old hot water 
boiler. 

Now as to future possibilities. Since the present 
oil burner equipment was installed, great improve- 
ments have come about, and, moreover, the present 
equipment has not proved entirely satisfactory, and 
before another winter comes new oil burner equip- 
ment is to be installed. 

In addition, to keep pace with the demands that 
tenants now make, it is not going to be long before 
automatic refrigeration is provided for the three 
apartments. 

Then, in addition, we imagine that when the owner 
catches his breath, more modern laundry equipment 
will be installed in the basement. 

And so again we see that modern improvements in 
materials and modern demands for increased com- 
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rig. 7—The illustration above shows 



















the third-floor bathroom connections. 
The kitchen sink connects through the 
partition into the bathroom stack 


forts are continually working up new jobs for the 
plumber, and he makes the big mistake of his busi- 
ness life if he dogs not everlastingly keep his eyes 
and ears open to detect thei approach before the 
other fellow does 


ig. S—At the left is a view of 
several of the drainage lines 
brought together in the base- 
ment. The saddle huh, the insatal- 
lation of which is considered 
poor practice, is a part of the 
aystem which was installed be- 


fore the building was remodeled 





A‘Trump Bleeder 


Connection . . . « 
described by EARL BROWN 


for use where a low basement 





or boiler room ceiling makes any 
other type of bleeder connec- 


tion impossible. . . 1... . 
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Fig. 1 


44§°LL bet we can’t use one of your bleeders on the 
Arnold Hospital job,” said Mr. Kaiser, as I walked 
“We will be lucky if 
we can install a full size steam connection without trying 
to use a bleeder.” 
“What’s the trouble?” I asked. 
regular bleeder. 


into his shop the other day. 


“The plans show a 
Has anything been changed?” 

“No; your boys in the drafting room simply made a 
mistake,” he replied. “Apparently they measured the 
boiler room ceiling height incorrectly, because the piping 
arrangement shown on the plan requires between 30 and 
36 in. from the top of the boiler to the ceiling, whereas 
the actual distance is about 18 in. Had I discovered the 
error in time I might have obtained permission from the 
architect to use a lower boiler, but the boiler was speci- 
fied and I ordered it as soon as my contract was signed. 
Actually I did not know of the mistake until after the 
boiler was in place. Then my foreman told me about 
it. I guess there is nothing to do now except to forget 
the bleeder. I don’t want to do that, either, because I 


36 





learned my lesson on the Paul job. Believe me, they will 
be used on all of my jobs if possible, but I’m afraid it 
can’t be done on this one.” 

I suggested that we walk over to the job to see what 
could be done. Upon our arrival at the job we found 
conditions just about as Mr. Kaiser had described them. 
In addition, the boiler room ceiling was so crowded with 
plumbing pipes, electrical conduits, etc., that the only 
open space available was on the right side of the boiler. 
This was bad enough, but we almost gave up in despair 
when we found that the boiler room ceiling was twelve 
inches higher than that of the rest of the basement. 
This coinplicated matters further, because the steam 
mains have to run on the basement ceiling and there was 
no room in which to drop to this lower level. Otherwise 
we might have used a bleeder connection with the steam 
main connected to the side of the header. The situation 
seemed impossible to remedy, but I felt I simply must 
find a way out. 

“T guess even you will have to admit that a bleeder is 
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hopeless with this set-up,” was the way the steamfitter 
foreman greeted me as he walked into the boiler room. 
This served to make me more determined than ever, 
so I replied, “I haven’t given up yet,” but down 
in my heart I knew this was more to bolstér up my own 
confidence than because I really hoped to find a solution 
to the trouble. 

I browsed around for a while hoping against hope that 
I could find a way out. Then suddenly I remembered a 
scheme that my old friend Morris had told me about. 
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Side view 
Fig. 2 
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He was our service man down in the Carolinas, where 
they have low basements. As a result of these conditions 
he had worked out a clever bleeder arrangement with 
the separator tee installed in a vertical position at the 
side of the boiler. This required no additional head 
room. However, the scheme could be used only with a 
boiler having a considerable height from the water line 
to the top of the boiler. The boiler installed met this 
requirement, so we decided to try to work out this 
scheme. The result is shown in Fig. 1 and Fig. 2. 

After carefully figuring the space required for the 
piping we found that by using a special close nipple be- 
tween the second elbow and the separator tee we could 
locate the latter so that the bottom of the side outlet 
was 18 in. above the water line. This distance should 
never be less than 12 in. and preferably never less than 
18 in., in order to provide a reservoir or storage chamber 
for the water which is removed from the steam. This 
water is usually mixed with air and steam, which forms 
a foam so light and bulky that ample storage space should 
be provided for it. 
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The storage chamber should be the full size of the 
steam connection, but may be reduced to 2 in. or 2% in. 
by means of a reducer located slightly below the water 
line. 

The operation of the separator tee, as shown in Fig. 
3, is like some of the other forms of separator tees ex- 
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plained in previous articles. The water is separated 
from the steam because it is heavier and tends to go 
straight ahead when the lighter steam turns into the 
main. 

When we first suggested this method, Mr. Kaiser did 
not like it, because he had never seen it before and 
doubted if it would work. When we explained the op 
eration of this connection he changed his attitude toward 
it and agreed to use it. 

While we have used this bleeder arrangement with 
good success, we do not recommend it except where the 
other types cannot be used. Due to the fact that the 
height of the storage chamber is usually limited, this 
type of bleeder passes water into the main sooner than 
some of the other types do. Nevertheless, it is a good 
“trump” to have in your hand for the unusual job. 


Types and Sources of Gas 


There are two general types of gas available in this 
country, namely, natural and manufactured. 


Natural gas is obtained from wells and usually is found 
stored in the same pocket with oil. The calorific value 
of natural gas is comparatively high, ranging from 
1,000 to 1,100 Btu per cubic foot. The gas often con- 
tains a number of different hydrocarbons, but methane 
almost always is present in the greatest proportion— 
usually about 90 per cent. As compared to the manu- 
factured variety, natural gas has a somewhat slower rate 
of flame propagation, that is, it does not burn as rapidly 


as manufactured gas. Natural gas usually sells for 50 
or 60 cents per 1,000 cu ft for such purposes as house 
heating. 

Manufactured gas is obtained either from the destruc- 
tive distillation of coal or by the action of superheated 
steam on hot coke. In the former case, the product 1s 
known as coke-oven gas and the latter as blue gas or 
water gas. Water gas usually is enriched with gaseous 
hydrocarbons obtained by an oil cracking process. Manu- 
factured gas usually has a heat content of 500 or 600 
Btu per cubic foot. 





























On the Job with 
Dolan & Olson 





Old Man Timmons twigs for water through six inches of concrete 


[DD you ever go looking for water : 
with a willow twig? No? Well, The boys SO CWIS8INg tor ‘eo leak, but 
neither did Me and Hank, but we 


installed a mess of pipe in a new building, Find in the end that the old engineering 


a building without a basement. It was nec- 


essary to install about 600 ft. of 2 in. pipe 


in the ground, about 6 ft. below the level methods are stil| the best bet atter all 
ot the ground floor. 
We looked at the various and sundry 
kinds and makes of pipe on the market and suggested the hour of 2 a. m., the old phone bell rang and rang 
the type that we thought best suited for this particular and rang. I finally arrived at the conclusion that it 
installation. But the engineer decided on another kind was going to ring until someone answered it, and as 
of pipe and directed us to buy and install that particular no one else was stepping to the front, Yours Truly 
kind of pipe. hopped out of bed onto the cold floor, grabbed the phone, 
We followed orders; installed the pipe; subjected it and listened to an excited individual in spite of the 
to a thorough test; then had the holes filled in; the fact that a blast right out of the North Pole was making 
ground was tamped into place, covered with a concrete me wish that I had selected fur-lined pajamas instead 
pavement six inches thick and on top of that they of the near-siik kind. 
installed a wood block pavement. It finally dawned upon my benumbed brain that the 
And all was as merry as a wedding bell, until one chap at the other end of the wire was the watchman 
night when the village clock was just about to peal forth at the big plant and that he could hear water running, 


38 





ere asin : De 5 ge 
Serre een . 






October 3, 1931 


that he had looked high and low for it without success, 
and so he knew that there must be a break somewhere. 

Boy, O Boy! I told him to hold the fort, jumped 
into my clothes, hopped into the rattler and breezed over 
across town in a way that would have made even Barney 
Oldfield jealous. 

Arrived at the big plant, found the watchman, fol- 
lowed him into the new section and sure enough there 
was the sound of running water all right, so I turned 
off the control valves and it stopped. Then looked and 
looked and looked, but could find no trace of a leak. 


Where Was the Leak? 


That was a hot cup of tea. A bad leak and not a 
drop of water showing. Morning came and I was still 
on the job and just as far from a solution as when I] 
had started. Went over to the shop and talked it over 
with Hank and all of the gang. Lots of theories, but 
nothing very hot. Looked like Me and Hank would 
have to start ripping up perfectly good paving blocks 
and concrete paving, and at our expense. 

Then the various salesmen came in and they offered 
suggestions, none of which were any better than those 
that we already had, until one of the lads suggested that 
if we could get hold of some chap that could work a 
willow twig that he might be able to find that leak just 
as he would find water underground for a well. That 
looked like a good way to evade a pawing and digging 
hill and the next trick was to find a willow-twigger. 

“vidently not a very paying proposition, or else they 
were all bashful, because we could not find any of them 
listed in the classified sections of either the city directory 
or the telephone book. But Nels, the newest helper in 
the shop, had a hunch. Says he, “I'll bet if you go 
over to one of those Old Folks Homes you will find 
some old bird there that used to live on a farm and I'll 
bet he'll know how to twig for water.” 

That listened like a good hunch, so Me and Hank 
rolled out to a Home, where we had done some work 
and where we knew the superintendent; told him our 
troubles. He grinned and said that it was a new one 
to him, but he had a hunch that Old Man Timmins might 
know the game because he had batted around quite con 
siderable between the end of the Civil War and the 
present time. 

Called in Old Man Timmins and he readily agreed 
that twigging was one sure way to find water; in fact, 
he had done considerable twigging. One time while 
twigging for water he had come across a body of water 
so close to the surface that it not only bent the twig but 
actually pulled it right out of his hand, and he showed 
us his hand to prove it. 

We borrowed the Old Man for the day. Then started 
for the bottoms to get the right sort of a willow twig. It 
was some search, but we finally rounded up a half dozen 
twigs that looked just “fair” to the Old Man. They 
were not exactly good, but he had an idea that they 
might possibly work. 

A Willow-Twigger at Work 

On the way back, the Old Man got considerable hun 

gry, so we stopped and filled him up with some good 


food, filled his vest pocket with some good cigars and 
planted another one between his teeth. Then he was 
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set to twig. Arrived at the big plant and showed Old 
Man Timmins exactly where the main lay and told him 
to do his stuff. 

In some way, the word got round that Dolan and 
Olson had a willow-twigger looking for a water leak 
below the floor of the new building and every man and 
woman in the plant that could get away from his or her 
usual duties came in to look things over. 

Perhaps the crowd was too much for the Old Man! 
Perhaps he didn’t have the right sort of a willow twig! 
And perhaps the paving over the natural earth destroyed 
the affinity which the water was supposed to have over 
the willow twig. But the fact remains that the twig 
refused to twig in spite of the fact that Old Man Tim. 
mins walked blocks and blocks from one end of the 
building to the other, back and forth, back and forth. 

To make the holiday complete we should have had 
the Little German Band or the grind-organ and the 
monkey, along with a peanut vender, a hot dog man, 
the lad in the once white suit selling cones, and the boy 
with the drinks that are “goody, goody, goody, goody, 
all the way down.” 

Finally gave it up as a bad job. Got the razzberry 
from almost everyone in the place. Loaded Old Man 
Timmins in the car and started back tor the Home. 


They Try Engineering 


He swore, and he sure could swear, by all that was 
sood and holy that this was the first and only time that 
he had ever twigged for water without getting results 
and he wanted to go out and select some different twigs 
and try it again. But it didn’t sound very hot to Me 
and Hank, so we left him at the Home and agreed to 
come back and get him again if we didn’t find the leak 
i some other way. 

Back to the shop. Plenty of conversation. Plenty 
of suggestions. Plenty of ideas, but nothing that looked 
to be all wool and a yard wide until one of the salesmen 
blew in with a rush. He was so out of breath that he 
could hardly talk. Finally got down to breathing almost 
normal and said that he had been talking to Leonard, 
foreman in the H. K. Shop, and Leonard had suggested 
a method by which the leak might be located. 

Me and Hank listened and it sounded so good that 
we rounded up a couple of the boys and had them get 
busy. First we had them make a plunger, using 3-1n. 
pipe, flanges and gaskets, this being just the right size 
to make a tight fit on the inside of the pipe which was 
leaking. 

Compressed air was available in the big plant, so we 
piped a line over to the end of the water main, installed 
a valved and gauged connection, after first shutting off 
the water supply at the other end. Then turned on the 
air, under high pressure, and found that it blew right 
through the line and out of the break in the pipe with- 
out moving the indicator on the gauge. That was just 
what we wanted. 

Then we disconnected the water line at the supply 
end; shoved in the plunger, alternately turning the air 
on and off and extending the plunger by adding to its 
length with short pieces of pipe coupled to the end of 
the plunger line. 

We expected to reach the break and pass it; then find 


(Continued on Page 135) 
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i 7 N the previous chapter 


some of the generalities 
which apply to all heat- 
ing work were discussed 
and the various methods of 
calculating radiation were 
outlined. It now will be the 
idea to apply these prin- 
ciples to a practical example 
: and to show just how to 
ys bring the work from the 
me point of receiving the arch- 
itect’s drawing down to a 
final heating layout ready 
' for estimating and final ap- 
yo, proval. For this purpose 
" refer to the plan of a 
bungalow shown in Fig. 4. 
There is no cellar under the bungalow and only a furred 
ceiling over the rooms, which are about 9 ft. high. The 
sizes of the windows and outside doors are indicated and 
the floor construction will be one thickness of floor boards 
supported on wood joists in the customary manner. The 
ceiling over the rooms will be wood lath and plaster 
and it is desired to maintain 70 deg. Fahr. when it is 
zero outside. The combination kitchen and dining room 
are on the north side. 











In a job of this character the first cost is usually the 
most important item and always must be kept in mind 
in considering what system of heating should be used 
and how it should be installed. As the length of pipe 
run would be small in any case and as there is no 
cellar, it is quite likely that a gravity system of hot 
water would be selected as the cheapest satisfactory 
method of heating. It will be noted that there is a 
large living room across the front of the bungalow 
with an enclosed porch between this room and the front 
door. Back of the living room is a combination dining 
room and kitchen, with the two bedrooms and bath, with 
a small closet for bedroom No. 1 but no closet for bed- 


room No. 2. 


Last week, at South Bend, Indiana, a short course in 
gas heating was conducted under the sponsorship of 





Purdue University. The final session was given over 
to a discussion of what the heating contractors present 
wanted to know about heating so as to assist them 
in making better gas installations. As a result, most of 
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Taking Off Surfaces Involving Btu. Losses 


The first thing to do in any heat calculation is to take 
off the quantities of wall and glass surface for the walls, 
ceiling and floors where colder spaces are adjacent. 
Walls with another warmed room on the other side will 
not cause any neat loss and so may be neglected. In 
the bungalow under consideration all the outside walls 
are cold walls as well as the entire ceiling and the entire 
floor. The space above the ceiling, however, will assume 
a temperature approximately half way between the room 
temperature and the outside temperature, and the same 
approximation applies to the floor. The areas may be 
listed as follows: 

Bedroom No. 1 
en as eal ws ace 10x9 or 90 sq. ft. gross 





1 Window Teer 15 sq. ft. glass 

75 sq. ft. net wall 
Ee i book at a ed 13x9 or 117 sq. ft. gross wall 
fl 3x5 or 30 sq. ft. glass 

87 sq. ft. net wall 
ea cee 12%x9 or 113 sq. ft. 
a EE a 2x2 or 4 sq. ft. 


117 sq. ft. total floor 
6) ee Same Floor or 117 sq. ft. total ceiling 
Cubic Contents ....117x9 or 1053 cu. ft. 
Bedroom No. 2 
ne énGaveavewus 12x9 or 108 sq. ft. gross 
i Ea ee 5x3 or 15 sq. ft. glass 





93 sq. ft. net wall 
SE a cask & oe ice 11%x9 or 104 sq. ft. 
ERS a 11%x9 or 104 sq. ft. 
Cubic Contents ....104x9 or 936 cu. ft. 


Living Room 
ne £6cc¥ 0s eewa 11 x9 or 99 sq. ft. gross 
,. . a ee 3x5 or 15 sq. ft. glass 


84 sq. ft. net wall 
- £2 ee le eC 54 sq. ft. gross 
ge eee or 00 sq. ft. glass 


54 sq. ft. wall net 
BEE oi ios wens be ate 11x9 or 99 sq. ft. gross 
oe 3x5 or 15 sq. ft. glass 


ooo 


84 sq. ft. net wall 

















































































and Small Structures 


the session was spent in discussing the estimating of 





heat losses from buildings and the greatest interest 
was evidenced in the Btu. method. In this article, 
the second of his new series, Harold L. Alt discusses 
in considerable detail the Btu. method of figuring 
heat losses from residences and small structures 





i ge Ow gee Ke 17x10 or 170 sq. ft. 
ae 17x10 or 170 sq. ft. 
Cubic Contents ....170x9 or 1530 cu. ft. 
Enclosed Porch 
_— See ee 6x9 or 54 sq. ft. gross ” , 
1 Window .......... 8x5 or 15 rs ft. se First the Use of the 2-20- 
ees 200 rule will be illustrated 
39 sq. ft. net wall in detail with the ceiling and 
ae 14%,x9 or 130 sq. ft. gross floor treated the same as 
ie i ie 8s ace 3x7 or 21 the outside wall. This is 
2 Windows ........ 3x5 or 30 because the thickness and 


heat resistance of the ceil- 
ing and floor construction 
is so small that even with 
a furred space above the 


51 sq. ft. glass 





. , 79 sq. ft. net wall 
) “er 6x9 or 54 sq. ft. gross 








1 Window ...........5x3 or 15 sq. ft. glass ceiling and a closed in space 
citadel below the floor the heat 
39 sq. ft. net wall losses are approximately the 
Ns wa 8 exon 13%x5% or “75 sa. ft. same as for an outside wall 
Ceiling ........ 13%x5% or 75 sq. ft. with zero on the outside. 
Cubic Contents ..... 75x9 or 675 cu. ft. Each step in the calculation 
Combination Dining Room and Kitchen will be shown in the present 
i Te sieve .....,19x9 or 171 sq. ft. gross case, but it should be thor- 
1 Window ...... 3x5 or 15 oughly understood so that in proceeding to later examples 
1 Door ......... 2%xi7 or 17 the more abbreviated form of calculation will be readily 
, Wee ca sews 1%x5 or 8 grasped. | 
40 sq. ft. glass Figuring the Radiation by the 2-20-200 Method 


The various steps employed in calculating the radia 
181 sq. ft. net wall [he various steps employed 


tion by the 2-20-200 rule are illustrated in the fol 


PE gis eusc ot 18%x7 or 130 sq. ft. ; 
Be in. eb a 2%x2% or 6 sq. ft. lowing : 
re Bedroom No. 1 
Karr 124 sq. ft. i a: be enes 4 _.75/20... 3.75 sq. ft. rad 
Ceiling ......Sameas Floor or 124 sq. ft. Cte... n-ne. om... 08 
Cubic Contents ....124x9 or 1116 cu. ft. aE 
Bath 11.25 

By bas + 6 eb tee een 8x9 or 72 sq. ft. gross Added for E. Exposure 10% 1.12 
Pe: SD <5 '-6 4 Sore kca wwe ea or 00 sq. ft. glass - 

gitie 12.37 

72 sq. ft. net wall i EE baw aww eae 87/20... 4.3 
Re re 6x9 or 54 sq. ft. gross ae, =|) ee | 
YY saree 4x2 or § sq. ft. glass 

ian 19.3 

46 sq. ft. net wall Added for S. Exposure..... 00.0 
Pe ss 6 as ee se 6x7 or 42 sq. ft. eae 
ie tlk s 6x7 or 42 sq. ft. 19.3 


Cubic Contents ..... 42x9 or 378 cu. ft. (Continued on Page 131) 


























This is the way 





the basement of the building looked before it was given a modernizing 


treatment 


Minneapolis Proves Again That 
It Pays to Modernize 


By EDNA KNOWLES KING 


Manager, Home Modernizing Bureau of Minneapolis 


INNEAPOLIS finds that a practical demon- 
stration of the Home Modernizing Bureau's 
Pavs to Modernize,” creates a 
vreat deal of interest in modernizing. 

[In the spring of 1930 those most closely associated 
with the Minneapolis Home Modernizing Bureau ex- 
pected that more than $4,000,000 would be expended 
in modernizing in the city in 1930. This was not an 
idle hope or a rash expectation, either, for $4,497,070 
had been spent in modernizing in 1929, an increase 
of $2,289,985 over the previous year. These high ex- 
pectations were not fulfilled, however, for the mod- 
ernizing done in Minneapolis in 1930 amounted to 
$2,644,675, considerably less than 1929's total, but 
$437,590 more than in 1928, and 1928 was considered 
a normal year. 

In the fall of 1930 when the Minneapolis Bureau 
was looking about for ways of making Minneapoll- 
tans more conscious of keeping abreast of the times 
with their homes, J. A. Edgecumbe, president of the 
Edham Shingle Co., and a director of the bureau, 
offered a home that he owned for demonstration pur- 
The directors of the bureau decided to accept 
the offer and a motion was made to give all possible 
support to the project. The Minneapolis Tribune, 
one of the leading newspapers of the city, was made 
a co-sponsor of the project. 

The aims in modernizing the house were to em 
phasize the economy of modernizing during the win- 
ter months and to demonstrate that it pays hand- 
somely in increased value to modernize. | 


slogan, “It 


pr ISTS. 





The house, one of the landmarks of the Kenwood 
district, a fine old residential section of the city, was 
Gothic in style. It was made thoroughly modern in 
design and equipment at a reasonable cost, thus pro- 
viding an example for all contemplating moderniz- 
ing. Detailed figures of the cost were published as 
soon as definitely known, thus making estimates of 
hoth general and partial home modernizing possible 
by comparison. 

When the project was launched, a point highly 
conducive to modernizing was brought out—it be- 
ing that a house may be modernized in about one- 
fifth of the time it takes to build a new home, and 
also that modernizing costs are from 10 to 15% less 
in the winter than in the spring and fall. 

Modernizing was begun in December, and two 
weeks after the work was started, the modernizing 
of the exterior had been completed, a new heating 
system installed and work on the interior was well 
under way. 

No details of modernizing were sacrificed for 
speed, however, and the completed job was a per- 
fect example of the practicability and reasonable 
cost of reconstruction. 

The cost chart for the exterior showed a total 
expenditure of $2,267.24. The expenses included 
tearing off the old dormer and bay windows and 
porch and other Victorian gingerbread, it costing 
$81.55 to do this; roof work, $512.71; sidewalls, 
shingle and labor, $644.97; millwork, consisting of 
new blinds and entrance and window frames, 
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$516.38 ; general labor, $314.00, and painting the trim, 
$197.63. 

As the Modernized Home was larger than the av- 
erage house, making the cost greater, it is necessary 
for those making a comparison of costs to keep the 
difference in size between the house and the indi- 
vidual project in order to approach a correct esti- 
mate. 


New Heating System Brings Great Change 


Modernizing the heating system was one of the 
most important changes made in the house. L. H. 
Johnson, one of the directors of the Home Moderniz- 
ing Bureau, directed the modernizing of both heating 
and plumbing in the house. 7 

Speaking for his group, Mr. Johnson, as a unit in 
the Home Modernizing Bureau, says, ‘We are in- 
terested in participating in the modernization of this 
fine, old house, as the project promised to demon- 
strate to the public three important points: First, 
when a house is well-located and is fundamentally 
sound, it pays to modernize; second, winter is an 
economical time to modernize, and present low prices 
are favorable to modernizing; third, changes may be 
made in a home in so short a time that the home 
life of the occupant is not seriously disturbed for a 
long period. 

As the aim in modernizing this house is to make 
no unnecessary changes, those planning the mod- 
ernizing contemplaied continuing using the combina- 
tion warm air and hot water system that was in the 
house. 

Investigation revealed that in this particular home 
it would be false economy not to put in a new heat- 
ing system, as the old system was antiquated and 


In a poor condition and was not economical of 
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fuel, hence, the old system was torn out and a new 
one installed. The old system was used to heat the 
house while a new system was put in. It took only 
four hours to change from one system to the other, 
not a long enough time for the house to cool off to 
a marked degree. 

All who saw the basement betore the old system 
was torn out, appreciated the benefits derived from 
the new system. Valuable space was released by the 
removal of the old space-consuming system. While 
this space has not been utilized for a recreation room 
as yet, should it be desirable to put such a room in 
later, it would be a comparatively simple matter to 
arrange a large, pleasant room in the basement 
where it was utterly impossible heretofore. Much 
smaller than the old furnace, the new boiler is typical 
of the efficient, convenient-sized boilers offered 
today. 

It was necessary to install a modern sink in the 
kitchen, as the convenience of the person working 
in the kitchen 1s so dependent upon kitchen plumb- 
ing. The sink installed was a two-compartment, 
acid-resisting sink, measuring 22x27 inches. 

There were two bathrooms on the second floor ot 
the model house. It was necessary to modernize 
only one of these. The bathroom left unchanged 1s 
a large room tiled in white, a splendid example of a 
blue ribbon bathroom of twenty years ago. 

The bathroom modernized was 100% more beau 
tiful and convenient than the old one, while its cost 
was not nearly as great as that of the original bath 
room, a tribute to today’s offerings. 

In the modernized bathroom the walls were tiled 
in sea-green tile to a height of 414 ft. above the floor. 
The 5% foot tub, the 22x27 inch lavatory and noise 
less toilet are white. The tile used for the floor 1s 





And this is the way the basement looked after the doctors of modernization had com- 
pleted their work 
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an attractive combination 
of several shades of green, 
red and black. 


Architectural Changes 

The only change in par- 
titions was in the living 
room where one wall was 
removed so that what had 
been a den is now a part of 
the living room. This en- 
larged living room is now 
a very attractive room with 
a modernized fireplace and 
four windows. 

While almost no architec- 
tural changes were made in 
the interior of the house, 
the appearance was entirely 
changed through redecorat- 
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where cheerful yellow cur- 
tains and green linoleum 
and soft cream walls made 
the room a pleasant place 
to work. 


Modern Plumbing and 
Heating Interest Visitors 


Perhaps you are wonder- 
ing why I should assume 
that you, a_ reader of 
DoMESTIC ENGINEERING, 
should be even slightly in- 
terested in any phase of 
modernizing outside of 
your own field. We found 
that in this project thou- 
sands who visited the house 
to get new ideas in furni- 
ture, draperies or wall 





ing. The cold, formal en- 
trance hall was given an 
atmosphere of  cordiality 
and welcome by covering 
the walls with a_ paper 
showing an interesting pic- 
torial design. 

The broad, sweeping 
stairway, while exception- 
ally well-built and in a fine 
state of preservation, 
needed color changes in 
woodwork to balance the 
interesting note established 
on the walls. 

The living room walls 
were covered with a two- 
tone, five-inch Colonial stripe paper in umber shades, 
similar to papers used by our forefathers during the 
foundation of our country. This paper lends a quiet 
dignity not to be surpassed in this type of home. 

At the start the dining room seemed to be an 1m- 
possible room to make attractive, circular and pan- 
elled in oak to shoulder height, with a ceiling, hand 
decorated with innumerable scrolls, French rococo 
designs and cherubs floating in an ethereal back- 
vround. As there was no outside light save that 
which entered through French doors opening on to 
the sun room, the problem was very difficult. The 
ceiling was made a light-reflecting ivory; the wall 
panels were given several coats of sand-toned 
enamel, slightly darker than the ceiling, but still 
infinitely lighter than the original wall color. Thus, 
astonishing and delightful changes were brought 
about very simply. 

The entire house was furnished by the L. S. Don- 
aldson Co., one of the members of the Home Mod- 
ernizing Bureau of Minneapolis. High spots in the 
decoration of the house were the interesting book 
room with its windows draped in green and its 
quaint maple chairs upholstered in colorful glazed 
chintz, with lamps close at hand so that one might 
read comfortably no matter what chair he or she is sit- 
ting In. 

The women were much interested in the kitchen 





This will give some idea of the treatment accorded one of 
the bathrooms in the remodeled house 


paper, came back to have 
another talk concerning the 
heating or the plumbing. 
No matter how efficient a 
new heating system may be, 
it does not seem to be in- 
teresting enough to bring 
people out to see it. On the 
other hand, modernizing in 
general appeals to people. 
Mrs. Jones and Mrs. 
Brown are both anxious to 
get new ideas before they 
have the living room re- 
papered. And they want to 
see how the linoleum that 
they saw in the store looks 
when it is used on the floor. So they get together some 
pleasant morning and visit a model home, carefully tak- 
ing notes on everything that interests them. Friend 
husband hears a detailed story of the visit at dinner that 
night! He only half listens to the part of the story 
that has to do with darling draperies in the orchid 
bedroom, but he is interested in learning whether 
or not the heating and plumbing were changed, and 
the chances are, if he is considering making any 
changes in these items, he suggests that he and the 
wife visit the house that evening. This is not an 
imaginary act of what might take place in a home, 
but is what actually took place in over 20,000 homes 
in Minneapolis during the two weeks period that the 
house was open. Nearly 40,000 people visited the 
house in the two weeks, half of them coming a sec- 
ond time and bringing with them either their hus- 
band or a friend. Those visiting a second time were 
not allowed to register and were not counted as new 
visitors. As the house closed the eighth of March, 
it is too early to tell how much business will be de- 
veloped from this project, but $5,000 worth of busi- 
ness was definitely accounted for before the house 
closed. 

The Minneapolis Modernized Home is the first 
modernized home in the city that has been thrown 
open to the public. In the beginning of the under- 

(Continued on Page 135) 
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“Other things 


being equal, 
the volume of 
sales devel- 
oped by two 
outlets will 
be in compar- 
ative relation 
to the public 
confidence in 


the outlets. 
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MERCHANDISING 








This statement is quoted from the 
article in this section, written by 
a contractor: 


Public Confidence Leads to 


Electric Refrigerator Sales 


And there is another article by 
a plumbing and heating dealer: 


Create Confidence 





















































N analyzing our sales methods, and 

we cannot say truthfully that we 

have any designed exclusively for 
refrigeration, we will avoid the ques 
tion of the merits of the products we 
sell, or the so-called customer accept- 
ance of these products here or else- 
where. For the reason that we re- 
ard ourselves as selling refrigeration 
service, rather than retrigeration, this 
inay be said to constitute our line of 
attack. 

[In selling any mechanical appliance 
tor home use, whether it be plumbing 
cquipment, heating equipment, or any 
other, the tradition ot competence 
ceveloped by the dealer selling the 
product is of as much importance as 
the product itself. It may be a radi 
cal thesis to insist that a good dealer 
can sell a bad article, but he would 
hardly be worthy of the term “good 
dealer” if he attempted to sell a bad 
article, or continued to sell such an 
article after it had proved inefficient 
or detective. Therefore, other things 
being equal, the volume of sales de- 











Awimndow that is 

an education wi 

water heating 
and softening 


Public Confidence Leads 


to Electric Refrigerator 


Sales... . 


veloped by two outlets will be in com- 
parative relation to the public confi- 
dence in the outlets. 

Public utilities are successtul mer- 
chandizers, not because their contact 
is more personal, not because they 
sell better material or install it more 
efficiently, but because the customer 
has chosen to endow them with a tra- 
dition of stability and competence 
that unfortunately cannot be gener- 
aliy credited to the average retailer. 


The Value of Tradition 
And here we ignore price as a de- 
ciding factor in the sale. Price, or 
low price, is seldom the deciding fac- 
tor in selling domestic service equip- 


lf 


By GEORGE HALL 


W. J. Hyland Co., Inc., 
Madison, Wisconsin 


ment; at any rate in that market in 
which we have endeavored to sell our 
product. 

It may be said that 90 per cent of 
all material handled by plumbing and 
heating dealers, exclusive of con- 
tracts, is bought and not sold. By 
that I mean that the initiative is with 
the customer and not the dealer. 
Now that is a situation that may be 
favorable to the merchandizer who 
builds up this tradition of compe- 
tence. If John Jones, the customer, 
says to his wife, “We'll buy the new 
equipment from John Smith (the 
plumber) because we know that he 
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during 1930. 





Good Luck for 1931 


We take this opportunity to ex- 
press our Sincere Appreciation 
for the patronage and support 
accorded to this organization 
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ing the coming year. 


This being a time for resolutions 
—we resolve to offer you the 
greatest possible service and the T} 

finest equipment obtainable dur- ue 


lwo neWws- 
paper advertise- 
ments on this 














of us. 


So we wish you the best of luck 
—and when you need your 
plumbing and heating equip- 
ment repaired or replaced think ewill’’ advertising 


page give an idea 
of what Mr. Hall 
means when he 
speaks of “good 

















Remember-— 


We Sell 


Oi Burners 
Stokers 





Refrigerators 


Softeners 
Humidifiers 
Pumps 
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will sell us material proper for our 
needs, that he will install it properly, 
keep a staff of men who know how 
tv repair it, carry parts for it, and 
give us service,’ John Smith, the 
Plumber, has made a sale that should 
lead to future business, both with 
John Jones and with his friends. 
All sales 
are made by members of the firm, 
possibly most of them by the writer. 
We offer to our employes a 10 per 
cent commission on all equipment of 
any kind sold by them, and we re- 
gretfully say that we pay too few 
such commissions. Most of our sales 
have been in what might be termed 
the better class homes, with quite a 
percentage to apartments. Possibly 
8O per cent of all sales are cash, or 
cash in thirty days. 

Our advertising is more or less of 
a general character. We endeavor 
here to emphasize that we are selling 
a domestic engineering service that 
we are prepared to guarantee, that 
in short, we know. This may sound 
egotistical, but if such publicity is 
backed up by actual demonstration, 
if every effort is made to properly 
complete each operation, the percent- 


We employ no salesmen. 


age of success will be astonishing, as 


people want authoritative advice. 


Selling Domestic Engineering 


We of course find prospects in 
every usual way, many through our 
repair men, many from other cus- 
tomers, and every ice card is a pros 
pect. These are contacted by letter 
and personal call, and where neces- 
Sary are brought to our office to see 
a demonstration. 
to note that probably ten ice boxes 


Yet it is interesting 


this year have been sold without the 


customer ever seeing them until they 


were delivered. Again, this 1s an 
acceptance of us rather than of our 
product. 


We try to carry in stock a com- 
plete assortment of equipment, but 
no more than one of each, and plenty 
of repairs. The repairs are more im 
portant than the new equipment. 

Refrigeration is only one element 
of the things we sell. Any success 
we may have had in selling refrigera- 
tion is based on the same methods 
that we use to sell a new sink faucet. 
Our constant endeavor is to bring to 
our customers the best in material 
and labor, in service, that we can. If 
we are successful in this, prospects 
would take care of themselves. 

In connection with newspaper copy 
on refrigerators, most of our tear 
sheets have been sent away for in- 


cal Retrigerator 





spection. Generally we carry a 
weekly ad in both local papers. This 
might be termed institutional adver- 
tising. In addition we have repre 
sentative space in opening announce 
ments for all public and private 
muldings in which we may _ have 


worked. For particular campaigns 
we carry special copy. .\ large ad 


was our announcement of the new 
refrigerator. This month we have 
heen emphasizing water heaters; our 
program for next month will be oil 
burners. 
Identifying the Firm 

The trucks that we operate, three 
lords and a Buick, are painted in 
similar fashion, with the firm name 
carried in monogram type on_ the 
doors, as shown in the ads, and the 
remainder of the sides devoted to ad- 
vertising oil burners, refrigerators, 
etc. All operations under way carry 
job signs, illuminated where possible. 
In addition, at the present time we 
are carrying four billboard showings 
for a six months’ period, three regu 
lar and one illuminated, and have 
taken a share in the Madison Electr: 
Dealers’ Bureau. 
this bureau furnishes us with truck 
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streamers, tire covers, etc., and car- 
ries radio broadcasting; in all of 
which we participate. 

We do not ring doorbells, unless 
it, exceptional cases. By that I mean 
that we do not simply start down a 
street on a butting in campaign. Our 
prospects are obtained through our 
jobbers, other customers, building 
permits, removal notices, and such, 
and for ice boxes we take house num- 
bers where ice cards are showing. 
lhe directories in that case give the 
tenant’s or owner’s name. All of 
these are carded; and a letter is sent 
out. This letter can be changed for 
the various appliances that are in- 
volved, but the idea remains the same 
in every case. In accordance with 
our letter we telephone for an ap- 
pointment, the result of this call gen- 
erally classifies the prospect—good 


or N. G., 
Follow Leads Promptly 


In many cases the customers call 
o1 come to our store; in that case we 
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8/13/30 
Dear Madam: 

Just the other day it 
occurred to us that you 
would shortly be consid- 
ering the purchase of an 
Electric Refrigerator. 

We handle the ( ) 
Line, which is now giv- 
ing such magnificent 
service in many homes and 
apartments in the city. 
It is a quality refriger— 
ator, made in suitable 
sizes and designs and 
reasonably priced. An 
illustrative folder is 
enclosed. 

May we telephone for an 
appointment? 


Respectfully yours, 


THE W. J. HYLAND 
PLUMBING CO. 











This letter goes to “tce card” 
prospects 





contact them right away. For in- 
stance, this week we sold five water 
heaters and one water softener where 
the customer came into the store, one 
refrigerator over the telephone and 
another probable sale from a store 
visit. These might be termed good 
will customers. 





An oil burner window. Note the re- 
frigerator just inside the door 


/ 
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The sales letters we use are not 
primarily intended to sell the appli- 
ance we mention, but in the most 
casual and graceful way possible to 
effect the opening we want. 

While we have not always been 
able to do so, we have tried to send 
out monthly a sort of chatty sales 
letter, mentioning some feature or 
appliance that we sell. This summer 
we have not been able to get to it, 
but for the fall we hope to start up 
again. These letters go out*to our 
regular customers and to a selected 
additional list, and have distinct 
value, both for specialty selling and 
for keeping the firm name before the 
customer. With this letter we do ask 
for permission to call, just merely get 
a thought across. 

That’s about all there is to it; ex- 
cept, when the sale is made, to see 
that the customer is satisfied, and 
that is most important of all. Repeat 
business does not require the same 
effort and is, therefore, more profit- 
able. 
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Heating, water heating, and oil burning equipment in the window of Skantz 


“ Create Confidence 


Bros., Duluth, Minn. 


tH | 


Says x i Skantz, whose “Skantz Says 


advertisements in the newspapers are still 
remembered, and have helped lay the 
ground work for remodeling sales 


EMODELING and moderniz- 
ing have been the greater vol- 
ume of our business for years 

back. To prove this, we still have 

our first heating job to install in a 

new dwelling in this city of 110,000 

population, in our ten years in busi- 

ness; still we specialize in heating. 

The majority of the people we deal 

with are of the middle class, and in 

order to sell them in a proper way 
we must not drum too much on mod- 
ernizing and remodeling to begin 


with, but be sure to simmer down to 
these two items, economy and facts, 
and back your statements and show 
results (from jobs previously done. ) 
Then they are sold regardless of price 
and thus we gradually drift into talk- 





mn « 


ing modernizing, providing it 1s 
within their means. You can, 1n most 
cases, get their financial and credit 
standing before you approach them, 
and the balance of the information 


while you are talking to them. 


Getting Started Right 


But remember, do not try to dig 
into their personal affairs too much 
until you have created a confidence, 
and they look up to you as a man 
who will give them correct and true 
answers on any question they may 
ask. Then, at the height of the con- 
versation, suggest time payment of a 
certain period you think the prospect 
can stand. The prospect will then 
commit him or herself to additional 
49 


remarks in regard to his financial 
ability. This will be 


to close the deal, as he will not re 


useful to you 


veal to everybody. ‘Thereby 


have eliminated price competition and 


you 


can sell on quality, economy, and 
necessity, and be able to give your 
customer a real job on a fair and 
honest return of profit. Then, after 
the job is done and paid for, the price 
is forgotten, but the work 1s there 
to advertise tor you. 

If your customer should then hap 
pen to turn out to be a cash buyer 
and come back on price (perhaps he 
or she has a savings fund, or can 
see some way to borrow money to 
Save 
then 


interest ), 
and good 


finance charge and 
stick to quality 
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There are “ways and ways” of Sse- 
curing favorable publicity. This let- 
ter was successful 








workmanship, without knocking any- 
one else. 
Following Repair Jobs 

How do we get the prospects and 
We keep in 
personal contact with every customer, 
even if it 1s only a faucet repair 
job. We know through credit re- 
received, before journeymen 


how do we sell them? 


ports 
are sent out on repair jobs, if the 
customers are subject to further sales 
as far as paying abilities go. Then we 
make a casual call in regard to job 
done, inquiring if job was done satis- 
factorily, and at the same time sug- 
gest changes in whatever fixture 
needs changing. Or, if it is a heat- 
ing job, talk saving of fuel. We 
! never overlook a chance to have our 
journeymen report the condition of 
plumbing and heating. 

If nothing is accomplished at that 
time, we wait and give our customer 
free inspection of their heating and 
plumbing early in fall or practically 
the year around, as the occasion seems 
fit, and always try to gain informa- 
tion of their neighbors and friends 
in regard to their plumbing and heat- 
ing. Prospects are, therefore, easy 
to get. 

We are located where there is a 
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A Business and Protessional 
Directory of Firms and In 
dividuals Who Offer Expert 
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majority of the middle class and 
home owners. We know that there 
are sixteen million homes without 
bath tubs or heating in the United 
States, therefore we stand the best 
chance of creating more business. 
They may not have the ready cash, 
but why not draw to their attention 
the fact that when the average man 
buys a home it is not for cash. It 
is in the form of a down payment, 
mortgage, and contract they are obli- 
gating themselves to. When the house 
is paid for and they need a heating 
plant or some other important plumb- 


ing or heating necessity, suggest time 
payment. 


Meeting Objections with Time 
Payments 


Most of them will immediately ob- 
ject as they don’t like to spend all 
of their savings. This is the way | 
overcome this objection in most 
cases: “Mr. Smith, we will assume 
that you have enough money laid 
away to pay for this improvement, 
which you are entitled to. Why not 
leave this money in the bank as a 
sort of insurance that you can lay 
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your hands on at any time in case 
of sickness or death, or some other 
unforeseen expense. Mr. Smith, at 
your age, what would you have to 
pay per thousand per annum on life 
insurance?” The customer will then 
see that the percentage of interest 
is greater on the insurance than on 
“the time payment plan. For a mo 
ment he will then agree that it is a 
good idea to leave the money in the 
bank and pay for the job from earn- 
ings, and if a payday or two 1s lost, 
he will still have the bank account 
to fall back on. Or, 1f he has no sav- 
ings, you have had enough time to 
create interest in the time payment 
plan, and he is going to ask a lot of 
questions from then on. LGe sure to 
answer the questions truthfully and in 
a simple way, if necessary, to make 
yourself understood the first time, as 
the customer may not have heard ot 
this before. It may be absolutely new 
to him, and he doesn’t like to ask 
again, thinking you may consider him 
ignorant. By this time you have 
gained enough information and con 
fidence that your customer 1s not go- 
ing out for other bids, and you, with 
a fair return, can do a good job. 

We are financing some jobs our- 
selves, but we are mostly taking ad- 
vantage of manufacturers’ and some 
local finance plans. Between 
and the finance companies, we were 
able to increase our volume of busi- 


sales, 
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f plumbing window. Note the “back 
drop” of shower curtains 





Mr. Skantz gives the following 
example of the effect of his news- 
paper advertising : 


“One day at the office the telephon 
Fang, and we were asked to qo to a 
certain address and estimate on hot 
water heating. This was a new cus 
tomer, and I promised we would do 
so, but after hanging up T made the 
remark to a journeyman employe that 
! was afraid I would not be able to 
get around to tt. 
said, “Could you take enough time to 
figure the job if I go out and get the 
dimensions of the rooms and the lo 


The journeyman 


cation of the radiators?’ I said | 
would, 

“Tt was all taken care of and the 
date made with the customer one 
evening. When I arrived and intro 
duced myself the customer said, 


‘What's Skantz got to say today?’ 
I said, ‘Sign on the dotted line. He 
looked the contract and said, 
‘You are higher than the other bid- 
ders,’ and I remarked, ‘Maybe there 
is a reason for that.” After a few 
explanaiory remarks, he signed the 


contract.” 


over 
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ness in 1930 over the year of 1929 by 
110 
creased it over 200 per cent if we 
could have rotten capable help to sell 


per cent, and could have in 


This change in condition caught us 
absolutely unprepared for this rea 
son: There is no plumber or steam 
fitter that is a real salesman. He is a 
mechanic and has been used to put 
ting in his eight hours without any 
worry where the job and money came 
from, and we know or must wake up 
to the fact that everything must be 
sold nowadays. 


Developing Salesmen 


Where are we going to get thie 
salesman? -A know 
what he is talking about and must 
evidently have experience in plumb 
ing and heating. 
to our journeymen that we will give 
them a sort of schooling in selling 


salesman must 


We have suggested 


and let them help to sell. They can 
work up their customers’ desire for 
something new while they 
working and if necessary, 

they are through with their repair 
job, and the time spent on the job 
signed up for, they can stay as 
long as they want to deliver more 


are 
when 


sales talk, which will more 
work for them plus commission 
But there are only a few plumbers 


that have adopted this method. 


mean 


We are now trying out a new 


make salesmen. We are 


Wav to 
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breaking in a young man as book- 
keeper and shop steward, and in 
this way he will get familiar with 
the plumbing and heating, and in 
a short time we will send him out 
to sell. 

You cannot advertise remodel- 
ing and modernizing in newspa- 
pers and get the public interested, 
unless you advertise articles for a 
dollar and give them that much 
more for an additional penny, but 
you must advertise in the newspa- 
per as much as you possibly can 
stand to keep your name betore the 
public. Direct mail advertising 
we use only when a wholesaler or 
manufacturing concern has a series 
of circulars or letters, which will 
not involve any more money than 
what the profit of one sale out of 
one hundred mailings will pay for. 


Why Personal Calls Are Important 


Personal calls are the most effec- 
tive for many reasons. We are all 
fully aware of what a part of the 
public thinks of the plumber. Why? 
For the simple reason that the pub- 
lic doesn’t know anything about 
plumbing or heating. Some of us 
may say, “Why should they 
know?” I say, “They should know 
because we all like to know what 
we are getting for our money. Why 
shouldn’t our customer know what 
he is getting for his money, and 
be convinced that he is getting his 
money’s worth?” 

We are taking a personal inter- 
est in all of our customers (provid- 
ing they are good pay) and have a 
heart-to-heart talk to convince them 
that we are just as important as 
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any other craft or profession. As 
soon as you have created confidence 
and respect, you can demand a 
price which will enable you to do 
a job properly. Getting back to 
letting the customer know what he 
is getting for his money, you can, 
by simplified explanation or 
sketches of proposed work, fami- 
larize your customer with the im- 
provements so that he can see them in 
his mind. Then you have created 
interest and brought him up to 
your level in knowledge of the job. 
That is the way we sell most of 
our jobs. 

Here is another important factor 
which must be taken into consid- 
eration in selling. That is the first 
and last impression made on the 
customer. If you approach a cus- 
tomer roughly he will in most cases 
walk away, or slam the door; and 
if the job is not satisfactory, the 
last impression is even worse than 
the first, for when the door is slam- 
med the matter is over and for- 
gotten. But if the job is faulty— 
how it spreads! 


Study Your Prospect 


You cannot approach all pros- 
pects alike as they are all of dif- 
ferent character and opinions, so 
you must adapt yourself to a study 
of the public. What are your pros- 
pects’ hobbies, and the problems 
they like to discuss? Then you 
are making a social visit, and grad- 
ually working into a business visit, 
and have a chance to sell them. 





A heating display, carrying the mes- 
sage of modernization for old homes 
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Here’s my opinion: You are no 
more than the other party thinks 
you are, so make a good impression 
and back it, and finish up (like a 
story book) with a good ending. 
Then they will always speak well 
of you, and recommend you and 
send you business which comes to 
you easily, without any effort or 
sales talk. 

There are two more subjects on 
which I am going to touch, which 
a lot of plumbing and heating engi- 
neers overlook; that is, credit ex- 
tension and bookkeeping. The 
minute you receive a call to send 
out a service man and you promise 
to send him, you are thus extend- 
ing credit to an unknown party. 
We tell a new customer that we 
will have a man on the job in a 
short time, or call them back. 
Meanwhile we get their paying 
habit, which is always available 
through local credit associations. 
If their credit is found unsatisfac- 
tory and if they are persistent, tell 
them that your man is coming, but 
that he has a C. O. D. We have 
gained instead of lost on this 
method of doing business for this 
simple reason: for whatever of 
these jobs we get, we get the cash, 
and we have less to charge off the 
books, and thereby reduce collec- 
tion charges to a minimum. We 
never try to get any job unless it 
is from a customer with good pay- 
ing habits and with profit on the 
job. A strict bookkeeping system 
must be kept and the cost and 
profits of every job separately in 
order to check on yourself against 
possible loss. 
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Increase your sales by installing 
Moderno in old buildings on the 
“Standard” Time Payment Plan. 


“Ctandard”’ 


PLUMBING FIXTURES 
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a new note in closet design 


“Standard” designers have made a distinct departure inthis new closet combination. 
Gone is the bulging front of the bowl. In its place is a straight front of pleasing 
lines which harmonizes perfectly with the straight lines of the tank and the base. 

Gone also, from view, is the flush connection. Note particularly that the tank 
appears to rest directly upon the back shelf giving a more compact and attractive 
appearance. 

There is “Standard” quality as well as modernity in the Moderno. And it can 
be sold at a price your customers will be glad to pay. 

lt will be good business to display the Moderno at once in your window or 


display room—new designs attract immediate attention. 


Standard Sanitary Mfg. Co. 


PITTSBURGH, PA. 
Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 











Editorials 


The Schools— A Selling Field 


NE of our very good friends sends 


























































us a long clipping from a small town 
newspaper. The title of the article is “Importance of 
School Sanitation.” It indicates the interest of a public- 


spirited editor in a subject that is of vital importance 





to every community. 


The article is a practical one, and not merely a bit 
of copy written to fill space. After indicating the diff- 
culty, in that particular county, of securing authoriza- 
tion for funds to be spent on a survey of school con- 


ditions, the article points out that the state plumbing 





inspector is bound by law to make at least one inspec- 
: tion of every school building a year. 

Here is where the master plumber should enter the 

picture. As this article points out, in many cases water 
supply conditions are deplorable and even dangerous. 
And, as was indicated by the article, “Handwashing 
Facilities in Schools,” published in Domestic EN- 
GINEERING of September 5, the equipment for cleanli- 
ness is sadly lacking in the majority of schools, or at 
least 1s inadequate. 

Any local group of master plumbers—or any in- 
dividual master—showing enough public spirit to see to 
it that the minimum number of inspections are made, 
will open the school field. Master plumbers in supply- 

ing what is lacking will find it is good business. But, 
beyond that, master plumbers have children of their 
own in the schools; and by seeing to it that conditions 
of sanitation are kept up to the mark, they perform 
both a personal and a public service. 

The article in question goes beyond the matter of 
water however, and takes up the subject of ventilation, 
upon which Domestic ENGINEERING has also pub- 
lished a number of articles. 

| lt would seem obvious that any properly organized 
effort to focus attention upon sanitation and ventila- 
tion in schools would bring to our readers business 
from the school field, to help tide over the present 


period of small volume in new work. 


Acquaintance with the members of the school board, 
and a thorough knowledge of the plumbing and heating 
arrangements in the school, or schools, coupled with 
the presentation of a properly worked-out arrangement 


should be productive. 





A Heating Trend 


NE undoubted effect of the spread 


of natural gas has been a great in- 
terest in heating on the part of the home owner. Even 
in communities where gas rates are yet too high for 
the average owner to use it as a heating fuel, the very 
fact that it looms as a possibility has caused a great 
deal of talk about home heating. Stokers and oil 
burners, as well as gas boilers and burners, have 
benefited by this new interest. 
sut there is discernible, also, a growing feeling that 
some day there will be provision for air conditioning 1n 
the homes of this country. Some homes now have such 
equipment, of course; many more will have it installed 
as each year goes by. 

The main question of interest for our readers 1s this: 
Who will install the home air conditioning plant of the 
future? Will it be regarded as purely a sheet metal 
job? Or will it be a combination of piping and sheet 
metal work? In any event, the alert heating contractor 
is studying this new development with an eye to future 
sales. There is going to be opportunity, of course, to 
add to existing heating plans various accessories to con- 
dition air in the home. But there are also developments 
in equipment with which heating contractors should 
familiarize themselves so as to be in position to take ad- 
vantage of the growing market in home air condition- 


ing. 


A New Heating Text 


N ITS last issue, Domestic ENGINEER- 

ING commenced the publication of a 
new study of heating in residences and small structures. 
The reasons back of this new series of articles are 
obvious. In the last few years, fundamental studies in 
heating engineering have been made. There have been 
introduced into heating a number of accessories and 
specialties. In order that they may be properly in- 
stalled, their relationship to the heating plant must be 
thoroughly understood. In addition, there have been ad- 
vancements in heating practice not touched on in older 
text books, because these developments had not yet been 
worked on—or even thought of. 

Heating contractors will find this new material valu- 
able in putting them abreast of heating practices of 
today. Heating is not a static science. It is moving 
forward, particularly with the spread of interest in 
automatic heating, and the growing possibilities of con- 


ditioned air in the home. 
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PENBERTHY 
AUTOMATIC 
ELECTRIC 
SUMP 

PUMP 


PENBERTHY 
AUTOMATIC 
CELLAR 

DRAINER 

(Water Operated) 






ENGINEERING 


HE plumbing contractor need not be told the 
ja advantages of using copper and bronze 
in the construction of equipment for the removal 
of seepage water from basements, elevator 
sumps, scale pits, piping tunnels, etc. 


Penberthy Automatic Electric Sump Pumps and 
Automatic (water operated) Cellar Drainers are 
built of copper and bronze throughout. . they 
cannot rust. 


The design and workmanship of Penberthy 
Pumps are as outstanding as the quality of the 
materials used in them. Consequently, these 
pumps are trouble-proof as well as rust-proof. 


There is a type and size of Penberthy Pump for 
every purpose. Sump covers for both electric 
and water operated units can now be supplied 
at slightly additional cost. Penberthy Pumps are 
stocked by leading jobbers everywhere. 


PENBERTHY INJECTOR COMPANY 


Established in 
1886 DETROIT 


Canadian Plant 
Windsor, Ont. 


PENBERTHY PUMPS 


REMOVE SEEPAGE WATER 
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My Lady’s Hands 


| fie home maker who keeps her 
home at the tip-top of efficiency 
has always the problem of keep- 
ing her hands in good condition. 
Anything that cuts down wear and 
tear on the skin will help her 
meet that problem. A\n automatic 
water heater—a water softener 
to give her velvet-soft water for 
use—plumbing fixtures that are 
easily kept clean—these are aids 
to beautiful hands. Wed be glad 
to have the ladies of the com- 
munity visit our display. 
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For one column space 


Dear Madam 

It is over-fatigue that robs us of 
youth and its zest. Particularly in the 
case of the women of the nation who are 
its home makers is this true. The 
desire to keep the home in tip-top con- 
dition leads to a prodigal expenditure 
of energy. 

But here, as in the business world. 
it is possible to reduce the drain on 
the energies by a little study. Manufac- 
turers of plumbing equipment have had 
expert assistance in many directions, 
with this object in view. Such an ap- 
parently small matter as the proper height 
of the kitchen sink has been studied in 
order to eliminate the tiring caused by 
bending when the sink is too low. 

Then there is the automatic water 
heater, which eliminates so many of the 
difficulties of heating water in the old- 
fashioned way, with its delays and un- 
necessary handling. The water softener 
brings to the use of the housewife water 
that is velvet soft and gentle in its 
action on the skin. Porcelain and meta] 
surfaces have been so improved that it 
is no task to keep them spotless with 
a mere touch with a dampened cloth. 

I should like very much to have you 
visit our display. You will be inter- 
ested in these newer developments, each 
in its own way designed to aid you in 
saving energy. If you will telephone, 

I shall be glad to arrange to be here 
when you call. Or drop in on your next 
shopping trip. 
Very truly yours, 
HARRY BROWN 


A plumbing sales letter 


(In this space Your Name, Etc.) 














| 
| 
] 











O sales argument is so powerful with women as 
that of personal beauty. The copy in these pages 


stresses plumbing and heating as aids to beauty, because 
they eliminate the kind of drudgery in the home that 
ages women so quickly. See below for details. 

















Plumbing to Keep 








The copy on these two pages 
is for the use of readers of 
DOMESTIC ENGINEERING 
—without charge. If you wish 
to use the illustrations, they 
are sold at $4.20 for twelve 
—three months’ service. 


lf you are using any of 
this copy, send us samples. 
We like to keep in touch 
with what our readers are 
doing. 
WV 
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the Home Maker 


Too often, the planning of a home is completed 

| without a sufficient understanding of the fact that 

| a little more thought given to plumbing arrange- 

} ments might mean the difference between drud- 
gery and efficiency to the home maker. And 

| inexpensive changes to equipment in the older 

type of home will be as effective in reducing . 

} household drudgery. We offer expert plumbing 

| service to home owners and prospective owners. 

See our displays—or phone for an appointment. 


(In this space Your Name, Etc.) 


A two-column newspaper ed 























BEAUTY HINTS FROM 
THE PLUMBING 
CONTRACTOR 


While not claiming to be a beauty 
expert, Harry Brown, local plumbing 
contractor, feels that in his shop will 
be found aids to beauty. 

“Take the matter of a woman’s 
hands,’ he says. “It is difficult for 
the home maker to keep her hands 
in perfect condition. Yet, if she has 
the benefit of a water softener in her 
home, the velvet-soft water will be 
greatly helpful to her. The softener 
will eliminate the harshness of the 
water which does the harm. 

“There are other products here that 
aid beauty by eliminating drudgery, 
speeding up house work and giving 
the home maker more time to give to 
the care of her personal charms.”’ 


Haend this publicity item to your newspaper 









Sell Something More Than Heat 


The copy angle used in these heating advertisements is a 
powerful one. The average American husband does not 
want his home to be a ‘“‘sweat shop”’ for his wife—and 
this copy will bring to the attention of both of them the 


need for automatic heating. 


A two-column newspeper ed 


When Something Goes 





Wrong with the Fire 


During the day, when the furnace or boiler will 
not deliver heat, and it turns out that clinkers 
have formed, and must be broken up and taken 
out of the fire pot—who does that job? It 
really isn’t a woman's job to wrestle with the 


clinker bar or poker. 


Sometimes that condition 


means a complete rebuilding of the fire. With 


automatic heat—no matter what the fuel—such 
drudgery is not known and the lady of the house 


has even, comfortable temperature all day, with- 


fire. 


out time and energy wasted fussing with a balky 


(In this space Your Name, etc.) 


WHO CRANKS 
THE CRANKY 
HEATING PLANT 


“The man who wouldn't own an 
automobile that he had to crank,’’ 
says Harry Brown, local heating con- 
tractor, “‘often has a cranky heating 
plant in his basement that requires 
more nursing than a model 1910 auto. 

“The difficulty is, of course, that 
his wife has to do the nursing during 
the day, with a resulting loss of time, 
energy, and good nature. Because it 
isn’t a woman’s work to wrestle with 
a clinker bar, or spend an hour coax- 
ing heat up into the house. 

“In the home where there is auto- 
matic heat—and it can be had with 
any fuel—the lady of the house won't 
have to think about the boiler or fur- 
nace. It will take care of itself, for 
from twelve hours to a whole heating 
season.’”’ 


Give this publicity item 
to you local newspaper 





Your Window 


Window displays need 
change. If you have a per- 
manent display of fixtures and 
equipment, make changes in 
lighting—use the free floor 
space for changed displays of 
accessories. Property owners 
who pass your window will 
never be particularly drawn to 
it if it remains the same in every 
detail for months at a time. 
Change—even small changes 
—is what draws attention to 


a window. 

















What's Wrong 
With This Picture ? 


HE answer to that question is 
not difficult to find. This house 
lacks any form of modern autome- 
tic heat No matter what the 
fuel, if ic was served by automatic 
heat, there would be no need for 
the mother of the family to turn 
janitor, wasting valuable time and 
energy 
With coal, oil, or gas, you may | 





have even, comfortable tempera- 
ture throughout the day in your 
home, and without the necessity 
for ‘nursing a temperamental 
furnace or boiler. 

Telephone for an appointment 
and we Il explain how your heat- 
ing plant may be made more 
convenient. 


(In this space Your Name, Etc.) 








A single column ad 


Dear Madam 

How many hours of your day, during 
the last heating season, did you have to 
spend coaxing the furnace or boiler 
when other things were waiting for your 
attention? 

Once a fire gets temperamental, it 
may very well take an hour or more to 
locate the cause and get a good fire 
going again 

Frequently that means not only your 
lost time, but wasted fuel, a cold house 
for a time, and no end of annoyance 
because of tasks delayed. A whole day 
may be thrown off schedule 

No matter what fuel you are burning, 
we can give you a heating plant that will 
be automatic -- or at least semi-automatic 

- thus relieving you of any need for 
thinking of it during the whole day 
Some forms of automatic heating will care 
for a fire twenty-four hours, without 
attention Others will care for it all 
season 

Whatever type of heating plant you 
have, and whatever fuel you may be burn- 
ing, we suggest that you telephone us for 
an appointment. Without the slightest 
obligation to you, we'll be glad to check 
over the heating plant and tell you just 
how far we can go in relieving you from 
its tyranny In many cases, the result- 
ing economies more than pay for the 
needed changes 

Very truly yours 
HARRY BROWN 


A heating sales letter 
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What has 
happened to 


that tough 
old saiter ¢ 


electrolysis as does no other. For lead- 
ing engineers agree that only Time’s 
Test proves pipe values — and only 
Puddled Iron Pipe such as Reading 
makes has successfully passed all the 




















FROM many quarters, the query has 
come—**What has happened to Time, 
that Tough Old Tester, who made his 
bow to the world in Reading Iron 
Company advertising ?’’ You’ll know 
the answer soon! Tests of Time. 

Time, who has proved the greater 5 Responding to many requests, Time, 
endurance of Reading Puddled Iron that Tough Old Tester, is planning to 
Pipe through nearly a century, is still return to these pages. Watch for his 
the best possible witness that Reading next appearance—he has some valu- 
Pipe resists rust, corrosion, strain and able pipe pointers for you! 
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For information and quotations address 


| Reading Products: Pipe . . R b A D i N G i R Oo N C Oo M p A N y ene ear 


Tubing . . Casing . . Sucker 
General Offices: 401 N. Broad St., Philadelphia, Pa. ness.” It contains facts that 


Rods .. Nipples. . Couplings 
needs to know, 


: — J, a. 
Nails .. Boiler Tubes. Adanta, Baltimore, Boston, Buffalo, Pittsburgh, Cincinnati, New York, Detroit. 
Houston, St. Louis, San Francisco, Seattle, Chicago, 
lulsa, Los Angeles, Kansas City 


READING? onPIPE 


Science and Invention Have Never Found a Satisfactory Substitute for Genuine Puddled Iron 
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Profit from 


HERE is nothing like talking to 

a man face to face and with no 

third party around, if you want 
to get at the facts as he gets them. 
You often come nearer to finding 
what he really thinks than you do 
when that same man is on his feet 
talking on the same question at his association meeting 
or at a state convention. 

Well, earlier this summer we made a cruise through 
northern and western Massachusetts, visiting all the 
plumbing contractors we could find who had not gone 
fishing, and we got much information on various matters 
of interest, from our personal contact with them. 

In two instances we ran onto groups of large pros 
perous towns which were just at that time getting started 
under newly adopted plumbing codes, with newly ap- 
pointed plumbing inspectors, newly purchased testing 
plugs, etc., etc. In both cases, the improved conditions 
had been brought about by the members of the trade 
being brought together and shown the great advantages 
there were in properly organized plumbing operations. 
For many years these towns had been large enough to 
come under the state law, but no step had been taken. 
It needed direction and instruction and the overcoming 
of a few difficulties, and the state association was the 
guiding angel that attended to all this. 

There seemed to be in these several towns a general 
spirit of optimism—a consciousness that a right step had 
been taken which after a time might reasonably be ex 
pected to lead to improved business conditions among 
the plumbing trade. 

An opposite experience came to us when we visited 


two neighboring towns possibly 40 or 50 miles away 


from the two groups we have mentioned. These two 
towns had probably five or six plumbing concerns each, 
and years ago had adopted a plumbing code. Whatever 
the causes may have been we do not fully know, but for 
years the code has been a dead letter—still on the books, 
but with no one making a serious attempt at abiding by 
its requirements. There was regret in each of these 
shops that these poor conditions had come about, and 
the hope expressed that correct conditions might some- 
time come about. 

We could hardly help thinking that in all probability 
two principal conditions were to blame for the present 
hit-or-miss plumbing situation. In the first place, we 
do not believe that observance of the code regulations 
would ever have been given up if the plumbing con- 
tractors in these two towns had stood squarely and hon- 
estly back of its enforcement. Another factor that time 
and again enters into these situations is the character 
of the plumbing inspector. It goes without saying that 
he needs to be an honest official and he needs to know 
plumbing. We do not know whether this factor entered 
in any way into the failure of the plumbing laws in 
these two towns, but we do know that it often does. 





Plumbing Laws 


By R. M. STARBUCK 
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(ne of the surest ways to set up a 
condition hard to overcome, is to ap- 
point as plumbing inspector a man 
actively engaged in the town in the 
plumbing business. Another excellent 
method of wrecking the administra- 


tion of a plumbing code 1s to appoint 
as plumbing inspector an individual who has no knowl- 
edge of plumbing. We know of cases where a carpenter, 
a night watchman or a machinist has been appointed to 
this position. 

Turning away from such conditions as these, we can 
point to another instance, also in a good-sized town in 
western Massachusetts, where the plumbing trade to 
the last man knew that the plumbing inspector was abso- 
lutely square in his inspections and dealings, without 
political strings, and dependable in every respect. It 
was a joy to see the respect the trade had for this 
particular official. 

We have presented these different aspects as we per- 
sonally found them, in order to bring out just one point, 
and that is that if plumbing laws are to be properly ad 
ministered, especially in towns, they must have the honest 
support of the plumbing trade. 

The first instance we pointed out was that of the 
two groups of towns just entering upon organized ad- 
ministration and enforcement of a plumbing code and 
plumbing laws. Ten years from now, or perhaps five 
years from now, we would like to go back into those 
towns and take note of conditions. If the plumbing 
trade has stood back of the code, we shall know pretty 
well that it is still functioning, but if they have been 
tricky with it, tried to beat it wherever and whenever 
they could, then we weuld expect to find the code in the 
discard and plumbing installed “any old way.” 

sefore bringing our sermon to an end we want to add 
another item that just happened to come to our atten- 
tion, which has a bearing on this same proposition. This 
one comes from Michigan, where not long ago they 
were fortunate enough to pass a state plumbing code, and 
where great effort is being put forth to maintain it. 
Under such circumstances one would just naturally sup 
pose that there would be a general tendency on the part 
of all the plumbing trade to stand back of the state law, 
defend it and help to make it a success. 

It seems that in the Michigan law it is provided that 
any individual must have a state license who installs or 
repairs plumbing in any city, village, township or county 
having a system of waterworks or sewerage. The con 
verse of this requirement naturally is that a plumbing 
contractor doing business exclusively in sections having 
neither waterworks nor sewage systems would not be 
required to obtain a state license. 

It seems that one of the Michigan master plumbers 
who is doing work exclusively in sections not requiring 
a state license, was not aware of his exemption, and in 

(Continued on Page 134) 
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THIS VIEW SHOWS 
A BRANFORD UNION 
ON THE HYDRAULIC 
TESTING MACHINE 
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ulous. Besides it's hard on the pup. 
on the pocketbook. 


these tests prove conclusively that to 
buy Branfords instead of excess weight 
iS an economy measure you cannot’ 
aHord to overlook. 


They are safe—dependable—easy 
to handle and best of all you buy 
ALL union — not excess weight. 











BRANFORD, CONN. 


Branford Unions have been given the 
most severe tests known. The results of 
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The same thing is true about unions. 
Excess weight is useless. A\nd it’s hard 
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MALLEABLE IRON FITTINGS CO. 
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Organize New Jobbing House at Flushing, N. Y. 


On September 1, Clarke & Van Nostrand, Inc., 
commenced business in Flushing, L. I., N. Y., as 
wholesalers of plumbing and heating supplies. Both 
Mr. Clarke and Mr. Van Nostrand are well known 
to the trade in their locality having been connected 
with Ketcham & Van Nostrand for many years. 


* 


E. S. A. Secures Prominent Speakers for 
Annual Meeting | 
The Eastern Supply Association will offer two widely 
known speakers at its coming annual meeting, to be held 
at the Hotel Astor, New York City, on October 14 and 
15. On the morning of the 14th the meeting will be 
addressed by Dr. Stephen I. Miller, formerly secretary 
of the National Association of Credit Men. At present 
he is associated with R. G. Dun & Co. Mr. Miller's ex 
perience makes him an authority on financial and eco 
nomical problems. 
On October 
Joseph P. Day, one of the leading real estate operators 
in the country. Mr. Day has formulated a new plan for 


15, the meeting will be addressed by 
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the financing of small homes, which he will explain. His 
message is expected to be of considerable interest to the 
members. He will also discuss real estate values, particu- 
larly in the New York metropolitan district. 
* 

Hajoca Corp. Moves Philadelphia Showroom 

Hajoca Corp., Philadelphia, Pa., recently transferred 
its showroom activities in that city from 1710 Fairmount 
avenue to the Hajoca building, at Walnut street bridge 
and 3lst street. In the new showroom, which has just 
been opened to the public, six thousand square feet of 
space is devoted to exhibits of plumbing and _ heating 
equipment. 
Several of the twenty-four shower baths are in constant 
operation. Gauges tell the prospect just how much water 
is used in a five, ten or fifteen minute shower. Another 
exhibit shows how the filling and draining of a bath tub 


Motion is featured in many of the exhibits. 


can be speeded up. Hot water is supplied the various 
fixtures by an electric automatic water heater which is in 
constant operation. the 
operation under different rates can be computed for the 


By means of charts, cost of 


interested prospect. 
are colored ones. with harmonizing accessories 


Many ot the fixtures on display 








A view of the attractive new showroem opened recently in Philadelphia, Pa., by the Hajoca Corp. 
It is located in the Hajoca building, at Walnut street bridge and 3ist street, one of the busy sec- 
tions of the city 
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The new showroom is located in a prominent section of 
the city where it attracts the attention of a large number 
of people each day. 


* 
New Wholesale House Organized in 
New York City 


Harry Resnicow announced on September 16 his re- 
tirement as president of the Paramount Plumbing & 
Heating Supply Corp., New York City. Almost simul- 
taneously he announced the formation of a new whole- 
saling business, to be known as Plumbers’ Supply House, 
Inc. The new business is located at 262 W. 145th street, 
New York City. Mr. Resnicow is president of the new 
firm and Albert Friedberg is secretary and treasurer. 

© 
Re-organization Plan of National Radiator Corp. 
Becomes Operative 


Notice has been made of the re-organization of the 
National Radiator Corp., Johnstown, Pa. Deposits to 
date under the re-organization plan and agreement, dated 
February 11, 1931, amount to more than the 8&1 per cent 
of outstanding debentures and substantial percentages 
of the two classes of outstanding stock, and, accordingly, 
the re-organization committee has declared the ‘plan 
operative. Security holders, in order to participate in 
the plan, must deposit their debentures or stock with 
the depositary on or before the close of business October 
15, it is announced. 

The re-organization committee consists of Rudolph B. 
Klershem, chairman, Charles ©. Cornell and John H. 
Waters. New officers have not vet been appointed. 

* 


Dayton Rubber Mfg. Co. Completes New Building 


The Dayton Rubber Manufacturing Company of Day- 
ton, Ohio, makers of belt drives, standardized fractional 
horsepower drives, fan belts, ete., has just recently 
erected another building to furnish additional warehous- 
ing and shipping facilities, as shown in the foreground 
of the accompanying illustration. 

This.is the ninth unit to be erected by the Dayton com- 
pany since it moved to its present location in 1921 and 
represents an investment of approximately $30,000. The 
building 1s 160 x 180 ft., of brick, concrete and steel. 
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Opens Branch Office in Washington, D. C. 


Richmond Radiator Co., Inc., New York City, has 
opened a branch office in Washington, D. C., according 
to an announcement by A. H. Schroth, vice president of 
the company. The new office is in charge of R. F. 
Campbell. He has been with the company for several 
years and has been associated with the heating and ven- 
tilating industry for approximately twenty years. 

* 


Wholesaler Opens Branch in White Plains, N. Y. 


Behrer & Co., wholesalers of plumbing and heating 
supplies, New York City, opened its new branch at 
White Plains, N. Y., October 1. The branch occu- 
pies a beautiful new building on Westchester avenue, 
having 45,000-sq. ft. of floor space. It is under the 
management of A. G. Behrer. 


€ 
Hester Bradley Co. Moves to New Quarters 


The Hester Bradley Co., of St. Louis, Mo., moved on 
October 1 into its new quarters at 2835 Washington ave- 
nue, which are quipped with a modern showroom for 
the display of its several lines of materials. This com- 
pany for the past eighteen years has represented the 
Kewanee Boiler Corp., Nash Engineering Co., Warren 
Webster & Co., and Boyleston Steam Specialty Co. 

The company was formerly located at 4200 Forest 
Park boulevard, in St. Louis, for a period of nine years, 
but these quarters were found to be inadequate. The 
firm also maintains offices in the Exchange building, in 
Memphis, Tenn. 

® 
American Blower Corp. Plans Expansion Program 


The American Blower Corp., Detroit, Mich., a sub- 
sidiary of American Radiator & Standard Sanitary 
Corp., New York City, has purchased a seventeen acre 
site in Detroit as the site of its future home. The 
property 1s at Tireman avenue and the Detroit terminal 
railroad. 

While construction work will probably not be started 
until some time next year, the corporation will, according 
to C. T. Morse, vice president, erect on the new site a 
thoroughly modern plant for the manufacture of air 
handling apparatus. “The new factory,” Mr. Morse 
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In the foreground is the new addition to the plant of the Dayton Rubber Mfg. Co., of Dayton, Ohio, which 
provides the company with increased warehousing and shipping facilities 
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Buy a Blowpipe 


THAT WILL GROW WITH YOUR SHOP 











Below—The Prest-O-Weld De- 
tachable Valve Body is supplied on 
all new-type Prest-O-Weld Blow- 
bibes. 









Above—Ten seconds is 
all you need to change 
blowpipes. 

Left—TlThe four new- 
type Prest-O-Weld 
Handle Assemblies: 
C-105, W-105, CW-105 
and W’-106. 


Tue most economical way 
to build up a complete set 
of welding and cutting 
blowpipes is to start with 
one new-type Prest-O- 
Weld Blowpipe equipped 
with the Prest-O-Weld 
Detachable Valve Body. 
This body fits the handles 
of two sizes of welding blow- in ten seconds without discon- 





pipes, a cutting blowpipe, and necting the hose or using a wrench. The PresO-Weld Type W-106 

. ° . . ‘eldiag Rlow pipe with the Prest- 

a cutting attachment. When you The time- and money-saving O-Weld Detachable Valve Body pro- 

c vides automobile repair and sheet metal 

want to add one of these to your features of this remarkable device ee ie ee ockien becuse 

Sane : : ‘ welding and soldering. This blowpipe 

original equipment, instead ofbuy- recommend it to every welder or will adequately perform all the light 

, d . : , welding jobs ordinarily encountered in 
ing the complete blowpipe you shop owner interested in doing shops of this kind. 

, ’ : Prest-O-Weld Type W-106 Welding 

buy only the handle, which costs fast work with the lowest possible Blowpipe complete with five tips, lighter 
; and wrench $21.00 

much less than a complete blow- investment in apparatus. Prest-O-Weld Type W-106 Handle 

. : Assembly, with aps. lighter and wrench 

pipe. All the handles are inter- Ask your jobber to demonstrate pmo dR ed ce Dla or 

changeable and can be snapped the Prest-O-Weld Detachable ———— ee 








on to the Detachable Valve Body Valve Body for you today. 





District Offices 








THE LINDE AIR PRODUCTS COMPANY _,...., mt rae 
: — ’ ; Baltimore El Paso Philadelphia 
Unit of Union Carbide and Carbon Corporation Birmingham Houston | Pittsburgh 
Boston Indianapolis hy pe ‘ 
<7 Ww Buffalo Kansas City Salt Lake City 
126 Producing Plants UCC 627 Warehouse Stocks Chicago Los Angeles San Francisco 
Cleveland Milwaukee Seattle 
IN CANADA, DOMINION OXYGEN COMPANY, LTD., TORONTO Denver Minneapolis Tulsa 
LINDE OXYGEN ; PREST-O-LITE ACETYLENE ' OXWELD APPARATUS AND SUPPLI&S UNION CARBIDE 
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PITO > 
A510 Ok 
SINK FIXTURE 


For homes where only the best will do, or where the housewife takes a 


particular pride in dressing up her kitchen, this Capitol Sink Fixture is, we 
believe, the handsomest and finest-built fixture anywhere obtainable. 








Chrome-plated throughout, the soap dish and handles are also of metal. 
Or, at your option, china soap dish and china. handles can be furnished. 


Eight-inch centers with either female eccentric or male adjustable coup- 
lings. Especially suited to the new, low-backed sinks. 


Made in plants where precision workmanship is the only kind tolerated, 
this fixture is as finely made as the most modern industrial methods enable. 
It is an aristocrat in its field. 


| The better plumbing supply houses throughout the country display and 
: furnish Capitol fixtures. 







Bohn Aluminum & Brass Corporation 


APITOL BRASS DIVISIO 


MANUFACTURERS OF BRASS VALVES, BOILER TRIMMINGS AND PLUMBERS’ BRASS GOODS 


DETROIT ~ MICHIGAN 
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said, “has been made necessary because the present 


buildings on Russell street, some of which have been 
occupied since the founding of the firm fifty years ago, 
have become inadequate.” One of the important consid- 
erations influencing the decision to increase production 
facilities, according to Mr. Morse, is the rapid develop- 
ment of air conditioning for homes. James Inglis is 
president of the American Blower Corp. 


- 
Gas Appliance Manufacturers Meet at Detroit 


Makers of gas burning appliances organized some 
months ago the manufacturers’ section of the American 
Gas Association. This in turn was divided into three 
divisions, made up of manufacturers of water heaters, 
space heaters and ranges. The first annual meeting of 
this section was held in Detroit, September 17-18. 

Committee reports were submitted on the subjects of 
cross licensing of patents, standards of practice and 
safety ordinances. ‘The situation created by the new 
merchandising principles of the American Gas Associa- 
tion was discussed. The work of these manufacturers’ 
divisions is just organized and a later meeting, planned 
in several months, is expected to take action on the sub- 
jects covered in the committee reports. 

The water heater division is headed by Hartley Wal- 
ker, president Pittsburg Water Heater Co., chairman; 
Leo Friedman, president, Cleveland Heater Co., vice 
chairman; Frank W. Shuell, president, EverHot Heater 
Co., chairman of the cross licensing of patents com- 
mittee; Scott Fowler, president, Lovekin Water Heater 
Co., chairman of the standards of practice committee. 

George A. Humphrey, president General Gas Light 
Co. is chairman of the space heater division; E. C. 
Adams, president, Adams Brothers Manufacturing Co., 
vice chairman; W. L. Sharpe, president, Ohio Foundry 
& Manufacturing Co., chairman of the safety ordinance 
committee; Carl Froelich, vice president, Continental 
Stove Co., chairman of the standards of practice com- 
mittee; E. C. Adams, chairman of the cross licensing of 
patents committee. 

* 


Export Plumbing Supply Corp. Is Formed 


H. H. Sommers, formerly of the American Plumbing 
Mfg. Companies, Woodside, Long Island, N. Y., has 
taken over that firm and formed the Export Plumbing 
Supply Corp., with main office and warehouse at 49th 
and /Oth street, Woodside. The new business will be 
confined mostly to exporting, although some local whole- 
saling will be carried on. 

* 


Over 700,000 Electric Refrigerators Are Sold 


In spite of general trade inactivity between 700,000 
and 800,000 household models of mechanical refriger- 
ators have been sold thus far this year, says a survey 
by Standard Statistics Company. Although the active 
spring and summer seasons usually are followed by 
pronounced dullness, sales campaigns promise greater 
than normal fall business this year, the review said. The 
commercial field for mechanical refrigeration likewise 1s 
reported becoming increasingly more important and full 
1931 statistics probably will reveal a marked gain in sales 


over 1930. 
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‘Practical Promotion of Profits’’ Is Theme for 


C. S. A. Meeting 


The annual convention of the Central Supply Asso- 
ciation will be held at the Palmer House, Chicago, 
October 28 and 29, as announced in a previous issue. An 
executive committee meeting will be held October 27 
and a complete report of its work for the fiscal vear end- 
ing September 30 will be rendered at the convention. 

It has been suggested that the entire convention be 
built around a theme thought which will give the mem 
bers something definite to take back with them and lend 
inspiration for renewed effort to readjust their business, 
not only to meet the present conditions, but to prepare 
them to handle business recovery, when it comes, on a 
profitable basis. 

The theme suggested is “Practical Promotion of 
Profits” and the idea to be carried out is one based on 
firm fundamental principles, namely, adherence to sound 
business practices, elimination of unfair competitive 
methods, application of common sense methods in guid- 
ing the business destiny, and enthusiastic effort to carry 
on the work profitably. 

Some of the subjects which may be profitably dis- 
cussed for the purpose of framing recommendations to 
be made for definite activities of the association are 
market analysis, trade promotion, credits, contractor re- 
lations, revived trade practice rules, merchandising prob- 
lems of the industry, etc. 

It has been suggested that an open clinic be conducted 
for the combined trade practice committees operating in 
ach of the states covered by the association, for the pur 
pose of exchanging individual experiences in their com- 
mittee work for the benefit of committee members in all 
sections. The Credit Bureau secretaries will also meet 
to discuss their problems and exchange experiences. 

It is planned to conduct a separate wholesalers’ meet 
ing and a separate manufacturerers’ meeting, the manu 
facturers’ meeting to be conducted after the wholesalers’ 
meeting so that recommendations coming out of the 
wholesalers’ meeting. to manufacturers on subjects affect- 
ing that branch of the industry may be considered by 
the manufacturers jointly before presentation on the con- 
vention floor. * 

At an executive committee meeting in Chicago on 
September 10, President William B. Talbott appointed 
a program committee to prepare and approve details for 
the convention program. 

¢ 


Sales Organizations Are Combined 
Effective September 1, 1931, the sales organiza 
tions of Keasbey & Mattison Company and the Am 
bler Asbestos Shingle & Sheathing Co. were com 
bined, all sales now being handled by Keasbey & 
Mattison Co. Factories and main offices of these 
companies are located at Ambler, Pa., where as 
bestos and magnesia products have been manufac 
tured since 1873. 

The following officers have been elected for Keas- 
bey & Mattison Co.: Dr. Richard V. Mattison, chair 
man of the board of directors; A. S. Blagden, presi 
dent and general manager; W. J]. Donahue, vice 
president; Royal Mattison, vice president; U. G. 
Funk, treasurer; Joe Walker, secretary and assist 
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Waldorf-Astoria Hotel, New York, N. Y. 


Solid Nickel Silver ® 


Plumbing Fixtures by: 


Standard Sanitary Mfg. Co., Pittsburgh, Pa. 


and 


Sloan Vaive Co., Chicago, Ill. 


Architects: 


Schultze & Weaver, New York, N. Y. 


General Contractor: 


Thompson - Starrett Co., New York, N. Y. 


Piumbing Contractor: 


John McMillan Company,inc., NewYork, N.Y. 


ou would expect it... 


October 3, 1931 


THE WORLD’S MOST FAMOUS HOTEL HAS 


SOLID NICKEL SILVER* PLUMBING FIXTURES 


Solid Nicke! Silver® trap and wash 
basin installation for new Waldorf. 
Astoria Hotel. Mfd. by Standard 
Sanitary Mfg. Co., Pittsburgh, Po 


* SILVAR) is the name used by 
Standard Sanitary Mfg. Co. to 
identify its Nickel Silver used in 
plumbing fixtures. This is a solid 
white metal and contains a high 
percentage of Nickel. 


® Naturally, you'd expect New York's 
new Waldorf-Astoria...proclaimed the 
most famous hotel in the world...to have 
Solid Nickel Silver®* plumbing fixtures. 

Throughout this magnificent hotel 
guests will admire the rich, gleaming 
beauty of this modern high Nickel 
alloy. Years of hard use and repeated 
cleaning will not mar its lifetime attrac- 
tiveness. It has the necessary resistance 
to soaps, cleaners, disinfectants, acids 


and corrosive fumes. It's easy to clean 


THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL ST., NEW YORK, N. Y. 


‘ 
Miners, refiners and rollers of Nickel Sole producers of Monel Metal 


..easy to care for. And it’s as tough 
as bronze, which means longer wear- 
ing valve seats. 

When choosing quality plumbing fix- 
tures you can do no better than follow 
the Waldorf-Astoria’s fine example. 


Specify Solid Nickel Silver* 
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ant treasurer ; George F. Stone, sales manager; Ralph 
E. Frey, manager, building material sales; John L. 
Shoemaker, manager, magnesia sales; Wm. Jacob- 
sen, manager, fibre sales; Harry W. Tuman, man- 


ager, textile sales. 


Branch offices of the combined sales organizations 
are located in Baltimore, Boston, Chicago, Cincin- 
nati, Cleveland, Detroit, Milwaukee, Minneapolis, 


New York, Philadelphia, Pittsburgh, St. Louis and 
Washington. 
® 
Gas-Aiire, Inc., Changes Name 


Announcement has been made by S. S. Allan, secretary 
of Gas-Aire, Inc., Cleveland, Ohio, that the firm has 
changed its name to Robbins & Myers Gas Appliances, 


Inc. 
e 


New York Golfers’ Credit Group Plans Party 


The seventh annual dinner and dance of the Jobbers’ 
Credit Association, Inc., New York City, will be held at 
the Commodore Hotel, in that city, on Saturday, Novem- 
ber 7. The following are members of the entertainment 
committee : 

Fred J. Schill, Schill & Burford, Inc., chairman; T. W. 
Powers, Asco Supply Co.; J. K. O'Neil, Crane Co. ; 
S. C. Breihof, Dimock & Fink Co.; H. C. Leavy, Sam S. 
Glauber, Inc.; W. A. Doncourt, W. H. Hussey & Son, 
Inc.; L. Sherman, E. F. Keating Co.; Samuel Levine; 
J. Ryan, Pierce, Butler & Pierce Mfg. Corp.; E. E. Basch, 
Regent Plumbers’ Supply Co., Inc.; Charles Schwartz, E. 
Schwartz Plumbing Supply Co., Inc.; J. Reitzfeld, 
M. O’Neil Supply Co.; Mortimer Smolka, I. Smolka 
Plumbing Supply Co., and J. Weil, Weil Bros. 


Business 
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Moves Minneapolis Office 
The Pillsbury Engineering Company, mechanical en- 
gineering firm, has moved its Minneapolis offices from 
2344 Nicollet avenue to the fourth floor of 1200 Second 
avenue South. 
® 


Death of Herman O. Lange 
Herman O. Lange, for the past thirty years president 
of Ferguson & Lange Foundry Co., Chicago, died re- 
cently as a result of heart disease. He was born in 
sromberg, Germany, on May 14, 1855. Prior to the 
organization of the Ferguson & Lange Foundry Co., Mr. 
lange had been in the lumber and banking business at 

Muskegon, Mich., for nearly twenty years. 

* 


Death of Robert H. Griffith 

Robert H. Griffith, manager of the Griffith Pipe & 
Supply Co., Vancouver, Wash., died at his ranch home 
near that city on September 13. He was in his 46th 
year. 

Mr. Griffith was well known in the plumbing and 
heating business on the Pacific coast. He was vice 
president of the Peerless Pacific Co. in Portland, Ore., 
for many years before that firm was merged with the 
Consolidated Supply Co., Portland. Later he entered 
business in Los Angeles, where he remained until a few 
months before his death when he settled at Vancouver, 
Wash. 

He was a member of the Masonic lodge and of Al 
Kader Temple, Portland. He is survived by his widow, 
Sadie Griffith, of Vancouver, and his mother, in Los 
Angeles. 


Personals 








GEorRGE W. Best was elected a vice president of the 
Sloan Valve Company, Chicago, at a recent meeting of 
the board of directors of 
that company. Mr. Best is 
widely known in engineering 
circles throughout the coun- 
try and his many friends will 
be glad to learn of his pro- 
motion. Prior to assuming 
his new office, Mr. Best 
served the Sloan Valve Co. 
in the capacity of special 
representative. He has been 
with the company for ap- 
proximately ten years. Prior 
to that he was associated 
with C. A. Dunham Co., Chi- 


cago. 





George W. Best 


Leon B. Hampton, manager of the Salt Lake City, 
Utah, branch of Crane Company, Chicago, has been 
chosen chairman of the new industries committee of the 
chamber of commerce of Salt Lake City. He has long 


been active as an officer and member of that organiza 
tion. 

SIDNEY SAMUELS of the Paramount Plumbing & 
Heating Supply Corp., New York City, has assumed the 
duties of the president until such time as a new one 1s 
appointed. This step was made necessary by the retire 
ment from the presidency by Harry Resnicow 

Ik. B. FRASER, manufacturers’ agent of Brooklyn, 
N. Y., has been appointed representative for the Amer- 
ican Sanitary Mtg. Co., of Abingdon, IIl., in Westchester 
County, N. Y., and northern New Jersey. Mr. Fraser's 
headquarters are at 1819 74th street, Brooklyn. 

A. J. WAGNER has been appointed special representa 
tive in the eastern territory by the Crystal Oil Burner 
Corp., New York City. Mr. Wagner will devote a large 
part of his time to sales activities in New England, 
New York and New Jersey. 

J. L. STULSAFT, manufacturers’ agent, has been ap- 
pointed by the Woodbridge Ceramic Corp., Woodbridge, 
N. J., to manage its New York City office at 501 Fifth 
avenue, and to represent the corporation in the New 
York metropolitan area. 
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# CO-OPERATION 


If ever a time existed when co-operation was 
necessary, it is right now...and Crane Co. is 
prepared to do its share. There are markets; there 
are ways of making both sales and profits. Crane 
Co. can tell you about them. So if you are looking 
for ideas you can cash in on, visit your Crane 
branch and discuss with a Crane man where 


potential plumbing and heating sales lie today. 


CRAN E | 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVENUE, CHICAGO 


NEW YORK OFFICES: 23 WEST 44TH STREET 


Branches and Sales Offices in One Hundred and Ninety Cites 


VALVES FITTINGS 
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New England Metal Products Golfers Meet 


About twenty-five persons turned out for the meeting 
of the New England Metal Products Golf Association, 
held at the Metacomet Golf club, September 24. 

Stephen E. Kindelan, of the Providence Plumbing 
Supply Co., was the host of the day, assisted by George 
Phillips of the Phillips Lead & Supply Co. One of the 
guests was Robert L. Ottke, vice president, brass sales, 
Standard Sanitary Mfg. Co. A special guest prize was 
won by Harry Taylor of Providence, with a net 83. 
Among the members who received prizes were: J. 
Nicholl M. A. Lynch, W. R. Weiss, E. B. Lane and 
W. C. Rice. The scores for the afternoon round follow: 

G. N. G H. N. 
81 W. H. Taylor....109 22 8:7 
87 +. L. Tillinghast.136 45 91 
85 J. E. Washburn..118 97 
89 W. R. Weiss....119 74 
86 
112 
76 
74 
87 
73 
79 
79 
15 


G. F. Elliott....113 
_ 129 
. W. Hillman...110 
. W. Hubbard. .122 
5. E. Kindelan. ..132 
B. 83 
A. Lynch.... 96 
Murdock 112 
. S. Nicholl — 
E. Phillips ..117 

. Cc. Rice 
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« 
New York P. & H. Golfers Play Westchester 


On September 23 the Plumbing and Heating Golf 
Association of New York held its regular monthly 


GUESTS 
Reager 
Gelshenen 
Taylor 
Pope 
Hober 


25 
20 
38 
19 


99 24 


_ tournament over the sporty Westchester Country club’s 





| Carmer; second to D. M. Forgan, and third, to C. 


courses. The privileges of this beautiful club, located 
at Rye, New York, were obtained through the courtesy 
of J. F. Murphy, D. S. Warth, John Weil, Al. Deichsel, 
Lee Kelley and Ralph Mork. 

In Class A for plumbers and steamfitters, first prize 
went to N. Moneypenny; second to J. Weil, and third, 
to E. Halloran. In Class B, first prize went to E. 
Beer; second to V. Duffy, and third, to M. Jarcho. 

In Class A for manufacturers and jobbers, first prize 
was taken by C. H. Denicke; C. A. Falk took second; 
and J. Woods, third. J. E. Ryan was first in Class B; 
W. Mittleman, second, and J. J. Lanigan, third. 

Among the guests, first prize was awarded to K. V. 
Haas. 


Plumbers and Steamfitters 

rH. 
50 
50 
33 
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A new editorial service for the growing 

number of heating dealers who are bring- 

ing higher standards of comfort and con- 
venience to the American home 


In this Issue: 





Demonstrates the Desirability of Gas 
Heating in His Own Home 








Pointers on O:1l Burner Service and 
Installation 


——-— 


‘““A Wonderful Future for the Domestic 
Stoker’ 


Selling Satisfaction with Gas Heat 


Oil Burner Dealer Uses Domestic 
Engineering Sales Helps 


Find Automatic Heat Prospects for 


Stokers in Old Homes 
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IIlustrating No. 324-B Barber Automatic Burner 
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BARBER 
AUTOMATIC GAS BURNER 
No. 324-A with Magnetic Gas Valve 


BARBER BURNERS? 






AS is the modern heat; there’s no question about that. The ; 
question has been with the cost of it and now there’s no | 
longer a question about that. 





Not when you're the Barber Gas Burner dealer in your territory 
and when you can offer home owners all of the safety, comfort, 
convenience and moderate cost of Barber Burners. 


The Barber line of burners is complete. There’s one to meet 
every pocketbook limitation and Barber Burners are famous the 
country over for their efficient burning of every particle of fuel, ¢ 
their 100° satisfaction under any and all conditions. : 
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Barber has devised a sales plan, too, that is as efhcient, as quick in 
closing sales, as the burner is when it goes to work in the base- 
ment. 


The combination of the two—Barber Burners and the Barber 
Sales Plan—-will make you hundreds of dollars in extra profits 
through this season if you start today. 

The public wants automatic heat and it’s willing to buy and pay 
for it right now. You can’t beat the Barber proposition and you 
can’t begin to tie the Barber Burner. Investigate today! Write us 
for full details of the Barber Burner’s efficiency and of the Barber 


plan of helping the dealer sell. 
BARBER 
QutomaticJetGas he Barber Gas Burner Co. 
BU RNER &. 3702-4 Superior Avenue me « « CLEVELAND, OHIO E 


installed in a Round Boiler 
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This is one view of Mr. Swackhamer’s basement—a thoroughly modern one 


Demonstrates the Desirability of Gas 
Heating in His Own Home 


Ts contractor believes that demonstration is good 
salesmanship. So he burns gas in his own home and 


has a modernized basement. 


He offers not only gas 


heating, but sound advice on the beautifying of the base- 
ment after automatic heat is installed. 


T IS a business axiom that a salesman must first 
sell himself on a proposition before making a suc- 
cess selling it to others. A. L. Swackhamer, of 

Swackhamer Brothers, plumbing and heating deal- 
ers, Dover, N. J., is getting results with gas-fired 
boilers because he uses this sales system. Here are 
two photographs showing the gas boiler installation 
in this dealer’s own cellar and he finds that it helps 
him clinch sales for this product when other appeals 
fail. 

“Seeing is believing,’’ said Mr. Swackhamer, “and 

I believe that every plumbing and heating dealer in 
a gas-for-house-heating territory, should install a 
gas-fired boiler in a modernized cellar in his own 
home to show prospects the big advantages of this 
type of heat. Of course, we use illustrations show- 
ing different kinds of livable basements, but pictures, 
while effective, are not as convincing as the real 
thing and it is not always convenient to take a 
prospect into the home of a customer who is using 
gas fuel. 
Shows Actual Costs 

“Furthermore, the question of upkeep always 

leaves a mental hazard in the mind of a prospect. 


7 | 


He questions the fact that he can heat his home ata 
reasonable figure and when he sees that the plumb- 
ing and heating dealer is not going bankrupt as a 
result of high gas bills, he usually concedes that the 
expense is not so overwhelming after all. I always 
bring out my gas bills to show a prospect that while 
the upkeep is higher than with coal, it 1s not more 
than a few dollars a week. He need not take my 
word nor the gas company’s word for it. There are 
the actual gas bills as rendered, and the prospect 
can judge from the size of my home about what he 
will pay in his house. 

“Of course, it is advisable to modernize a cellar 
after installing a gas-fired boiler, so that you have 
an attractive place to stage the demonstration. The 
additional expense is small and it will double the 
sales appeal, because the prospect can readily see 
the big advantage of the beautiful basement over the 
old-fashioned coal bin dug-out.” 

Mr. Swackhamer also says that it pays to give 
tips on cellar decoration, because many gas boiler 
purchasers prefer to do this work themselves, and 
even if a prospect calls in an outside decorator, he 
appreciates advice on cellar modernization from the 
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plumber who has already remodeled his underground 
floor. In the first place, it is absolutely necessary 
to make sure that a cellar is damp-proof and water- 
proof before remodeling and the plumber should 
make an inspection of the basement in this regard. 
Occasionally Mr. Swackhamer gets an order for a 
sump pump after such an inspection. 

This plumbing and heating dealer learned a great 
deal about cellar modernization as a direct result of 
remodeling his own cellar and he offers the following 
suggestions to other plumbing and heating merchan- 
disers so that they may pass them on to their gas- 
fired boiler customers. This craftsman says that 
sometimes such decorative tips play a big part in 
closing a sale. The prospect gets enthused when he 
finds that he himself can remodel his cellar at a 
small expense and the gas boiler sale is bagged. 


Suggestions for Basement Remodeling 


Modernized cellars may be built up with composi- 
tion board, then painted, otherwise, cement paint can 
be used right over the masonry. Although light 
colored white or yellow paint will itensify the light, 
it is better, if possible, to rely on window openings. 
A practical as well as decorative means of deepening 
shallow cellar windows is to build semi-cylindrical 
light wells with concrete walls outside each window. 
Cement floors may be covered with cement paint 
specially prepared for this purpose and in the case 
of new homes, a coloring matter may be mixed with 
the cement before the floor is laid. There are com- 
positions for flooring which may be marked off into 
squares while wet, giving somewhat the effect of 
tile when the floors are finished. These floors should 
be cast on a perfect layer of cinders and gravel. 
Lighting fixtures should be simple but adequate. A 
single unshaded bulb will not suffice and is likely to 
detract from the home-like atmosphere desired. 
Where the cellar is being used for a children’s play- 
room, it is advisable to place wire guards over the 
electric light bulbs to prevent injury to the kiddies 
through broken bulbs. 

A livable basement will not be livable, says Swack- 
hamer, unless it is bright and cheerful, which effect 
may be procured with the proper colored paint. A 
dark cellar can be 
made brighter, a sun 
less cellar warmer 
and a dismal cellar 
more cheerful by the 
use of proper col 
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ors. Then too, electric light bills can be cut be- 
cause some colors reflect more light than others. 
Red, for example, absorbs much light, whereas, 
yellow absorbs little. Blue, green and gray are cool 
colors and they make a room look smaller, there- 
fore, they should be used in a small, sunny modern- 
ized cellar, one which protrudes over the ground 
level and has numerous windows. Yellow and orange, 
or shades, tints and hues of these colors, are ad- 
vancing, therefore, they make a room look smaller. 
They are best where the sunlight is lacking or not 
very bright, especially if the cellar is large. In creat- 
ing cheerfulness in a cellar warm colors are indis- 
pensable. In choosing the color scheme for a base- 
ment, avoid the use of bright color over a large area. 
It is upon color intensity as well as upon color har- 
monies that good results depend. For example, blue, 
lavender and red provide some excellent decorative 
effects in modernized cellars, but too much blue 
alone will depress, the excessive use of lavender and 
purple will cause nervousness and a room in solid 
red in time will cause even a normal person to be- 
come extremely irritable. 

In choosing the decorative scheme for a modern- 
ized cellar the general rule of a dark floor, lighter 
walls and a very light ceiling should be followed 
with few exceptions. Cream or ivory is generally 
best for a remodeled basement ceiling, supplying 
sufficient light without the glare of a dead white. 
“Color plays a big part in successful cellar modern- 
ization,” explained Mr. Swackhamer, “and I think 
that it is within the province of the heating engineer 
to give decorative tips of this kind. There are numer- 
ous books on color in home decoration, which the 
plumbing and heating dealer can consult in this 
matter.” 

A. L. Swackhamer has a home that is “plumbed” 
and heated in the modern manner. He says that all 
good members of this craft should maintain homes 
that are up-to-date from the standpoint of plumbing 
and heating equipment. Swackhamer’s domicile is 
equipped with an electric dishwasher sink, a water 
softener, humidifying radiator, electric refrigerator, 
gas water heater, remodeled bathroom and the latest 
gas appliances. All of these home installations have 
paid for themselves 
by helping him 
close sales with 
wavering prospects 
whom he invited to 
his home for dem- 
onstrations. 


Another view of Mr. Swackhamer’s basement, reclaimed as recreation 
room for the family 





Pomters on 
Orl Burner 


Service and 


Installation 


By J. K. STONER 


HERE are several major points to be checked in a 

heating system before installing an oil burner and 

they are listed in this article according to our experi- 
ence. Numerous difficulties may be encountered when 
the new burner is installed or when servicing the exist- 
ing job and these things should be familiar to the heat- 
ing contractor before he attempts to contract for the in- 
stallation and servicing of a burner. According to our 
records, the points to be checked in a heating system in 
the preliminary survey are: heating surfaces, smoke 
pipe, chimney, capacity of boiler, piping and radiators. 
The difficulties which may be encountered in servicing 
are named as follows in the order of the probable fre- 
quency of their occurrence. ‘This is based on our records 
of service calls. They are: the thermostat, the mechan- 
ical oil controls, the electrodes if used on ignition, the 
fuses in the switch box, the motor, the oil pump, the oil 
reservoir and the boiler draft regulator. 

In going over our file of service calls, similar com- 
plaints were grouped and a list was prepared and ar- 
ranged in the order of the frequency of their occurrence 
as follows: (1) When the thermostat is pushed above 
room temperature, the motor will run but will not throw 
any oil, (2) the motor will run and throw oil, but will not 
ignite, (3) when thermostat is shoved above room tem- 
perature and motor will not respond, (4) using a clock 
thermostat, the burner cuts off and starts in at the wrong 
time of day, (5) the burner roars and throws an irregular 
flame. 

We have noticed that quite a few of the oil burner 
service calls could be eliminated easily if the owner would 
follow his instruction sheet and check his own difficulty. 
It seems as though most owners do not care to take any 
of the responsibility of running their own burner. After 
a person has invested several hundred dollars in some 





type of mechanism, it seems to me that he should at 
least show enough interest to learn how to start and 
stop it. 

The main oil tank may be dry. If there is oil in the 
tank, the oil pump may be out of adjustment. The 
leveling device’ or float which regulates the amount of 
oil in the burner reservoir may be stuck. There may be 
dirt in the oil line. These probabilities cover the answer 
to the most frequent difficulty which we have listed under 
item number one. In case number two the electrodes on 
the ignition may be covered heavily with a carbon de- 
posit. If a gas pilot is used, the supply of gas may 
have been cut off during the day and may not have been 
relighted. On a magnetic gas pilot, the wiring may be 
defective. In case number three the circuit breaker 
may need to be thrown as a result of the thermostat 
being set above the room temperature until the burner 
has lighted and then set below the room temperature and 
within a short length of time again set back above the 
room temperature. A back draft also will cause this. 
The circuit breaker generally is located alongside of the 
motor or on a relay board. The burner may not re- 
spond because the electric current has been cut off. A 
fuse may be burned out or perhaps the motor brushes 
are at fault. In case number four the thermostat clock 
usually is allowed to run down. Then it 1s reset 
and rewound getting the time out of adjustment with 
the day and night control so that the burner starts up 
at night and cuts off in the morning. Case number five 
results when the draft door on the boiler has not been 
set properly to allow the correct amount of air to enter 
the burner and mix with the vapor. The flame adjuster 
on the burner has been set too wide for the size of the 
boiler. 

The difficulties we have defined according to the com- 
plaints registered by owners are not exhaustive since 
there may be mechanical defects in the mechanism or 
defects in the installation which require replacements. 
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We have been fortunate in escaping troubles due to de- 
fective parts and faulty installations. 

When our service man is called on the job to adjust 
an oil burner and the owner has not given any hint as to 
what may be the trouble, he makes the following observa- 
tions in the order given, (this is not a hard and fast 
rule and exceptions often occur): (1) Check the fuses 
and throw the main switch on, (2) See that the ther- 
mostat 1s set above the present room temperature and 
otherwise adjusted so that if burner is in an operating 
condition it will start the motor, (3) Check the mechan- 
ical controls on the burner, (4) Check the ignition. If it 
is an electric ignition and if it goes on, but if the motor 
does not start, then check the motor, (5) if the motor 
runs and if the ignition lights, check the oil, (6) If there 
is oil in the main storage tank then check the pump, 
(7) If the pump is working properly, give the oil line 
and the floats careful attention. In this way the service 
man scores his troubles from the start and by so doing 
he works from the minor difficulties to the major ones 
and saves himself labor if minor troubles are the cause 
of the call. If a major defect is involved, he has 
thoroughly proven this by working from the known to 
the unknown. 

We have found that most all oil burner trouble calls 
can be divided into three major classes—electrical, 
mechanical and combustion. By using this division in 
explaining the operation of the burner to a new user, 
the contractor can educate his customers to the point 
of clear understanding. 

In checking a detective system, our service man is re- 
quired to examine each major part of the burner, one at 
a time. For instance, first the electrical controls, next 
the fuses and switch and then the mechanical operation 
of the burner and the combustion. If the burner attempts 
to start and throws an irregular flame, the combustion 
chamber 1s examined and all draft doors and check 
dampers are regulated to give the most satisfactory type 
of flame. 

The use of bad oil has been the source of manv of 
our calls. People are attracted by some low priced oil 
which is not standard and consequently different each 
delivery. We recommend a certain grade of oil which 
is handled by competent and reliable companies, but 
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home owners often are misled by cheap prices which 
breed cheap oil. 

We never have had any trouble with oil burner eff- 
ciency due to a lack of a good heating system because 
we always examine the owner’s plant before even at- 
tempting to install oil heat. Chimneys have caused us 
some trouble due to excessive draft. In such cases we 
spend a considerable amount of time in adjusting the 
drafts and checks so that the burner is not handicapped. 
With each burner installation we usually recommend 
new smoke pipe unless it is a new job or unless the old 
pipe is extraordinarily good. 

A damp cellar often has been the source of minor 
electrical troubles which start in the summer. Our 
recommendations are that the owner leave the doors of 
the boiler open as well as the cellar windows during the 
summer months so that the air passes through the cellar 
and boiler and prevents the mechanism from becoming 
damp or corroded. 

One service call showed that in one case the fill cap 
on the outside storage tank had been left unscrewed. 
Water had run into it, thus diluting the oil. 


We have observed oftentimes service calls have lead to 
the development of a good understanding, on the part 
of the home owner, concerning his heating plant in 
general. In fact they have served him as an education 
in heating. For example the fact that the water should 
be changed occasionally in the steam heating system 
was learned by one owner of an oil burner when she 
was talking over some minor difficulty with us. 

The purpose of this article is to show that the majority 
of service calls on oil burner installations are not due to 
the inefficiency or defectiveness of oil heat, but are 
caused by the deterioration which takes place in any 
mechanism having movable parts. In a good many cases, 
the owner makes a mountain out of a mole hill and be- 
comes excitable at once when things do not function cor- 
rectly. 

In our case, oil heat has proven its worth just as the 
automobile and, not unlike the car, needs repairs and 
attention of the best type. 

It is well for the contractor who is contemplating 
handling automatic heat to know of the things he may 
expect to encounter in his installations. 
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To sell more oil burners 


You need a complete line 
but all under one brand, 





The Metropolitan Tower, 
Riverside Church, Holland 
Plaza Building, typical 
home and oil truck shown 
here, symbolizePetro-Nokol 
oil beat being enjoyed by 
more than $50,000 from 
coast to coast. 
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one policy...Here’s why. 


Sell three different brands of burners ...and you live in 
a house divided against itself. One says, do this... the 
other says no! Policies clash. Favor one and displease 
the other two. What chance of 100% co-operation? 
How can any one of three manufacturers give you all 
he has for you... when you are giving him but a frac- 
tion of your support? 

Yet a complete line of equipment is vital to success. 
For one-fourth of your market is calling for a rotary. 
Another sixth can best be served with a heavy fuel oil 
domestic burner. Fully a third of your business can 
come from sales of a pressure type with electric igni- 
tion and pump. And big jobs represent a very happy 
one-quarter of your volume. 

Petroleum Heat & Power Company is the only manu- 
facturer offering a specific burner for every heating 
need. Under one brand, one policy, one program. As 
a nation-wide public service enterprise, we have dem- 
onstrated that different types and sizes of heating 
plants require different types and sizes of burners. 

Under this unified leadership, Petro-Nokol dealers 
have increased their business 100% this year over last. 
Yet their inventory stocks are as small as many dealers 
selling only one type of burner. Our method of oper- 
ation solves that problem. 

In addition to the only complete line...they have 
all the price advantages of the $295 Rotary. The 
priceless sales help and guidance of outstanding mer- 
chandisers. The most effective newspaper advertising 
campaign in the industry. And, the tremendous advan- 
tage of representing the oldest and largest oil heating 
organization in the world. 

It will pay you to discuss this matter further with 
one of our representatives, or to write direct to 


the factory. 


PetTRO-Noko]| 


PETROLEUM HEAT & POWER CO. 


World’s oldest and largest oil heating organization 


Main Offices and Plants: Stamford, Conn. 
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A.A. Pinski, of Great Falls, 

Mont., wrote this brief ar- 

ticle. He is at the head of a 

soundly managed plumbing 

and heating organization, 

where constructive ideas 
“rule the roost” 


N 1924, we sold our first stokers. At that time our 
city was expecting natural gas, and everyone was 
anxiously waiting for this wonderful fuel. Their 
hopes have been realized. We have had natural gas for 
more than two years now. In the face of this situation, 
we made no particularly strenuous effort to sell our 
stokers, as we figured the sale would be very limited, 
and would not pay us to put on an intensive campaign. 
Just Kept “Plugging” 

During this period, our efforts were confined to con- 
sistent periodic newspaper advertising, a periodic dis- 
tribution of envelope circulars and a follow-up of those 
who appeared to be hot prospects. 

Our stokers, to a large extent, have sold themselves. 
Our sales arguments are, automatic operation, constant 
uniform heat, added comfort, less ash, less attention, less 
strain on boiler, elimination of smoke, and the great 
economy of operation and saving in cost of fuel. The 
most effective sales argument is referring prospect to our 
installations. Up to this time, we have installed a satis- 
factory number of stokers, in a city of 35,000 population, 
at a very handsome profit. 

Our relations with our customers has been exception- 
ally good. In every instance the stoker has proven highly 
satisfactory and economical. Servicing has given us very 
little trouble. 


A Pinski Bros. 
stoker installation 


“A Wondertul Future 
for the Domestic Stoker 


Heating Dealer Logical Outlet 


Our experience would indicate, that in a community 
that is entirely dependent on coal, the domestic stoker has 
a wonderful future, and should be a very profitable side 
line for a live master plumber or fitter. 

It belongs to our business, as much as the installa- 
tion of the heating plant. Still a large percentage of this 
business is going to coal dealers and handy men, who 
have vision enough to see the profits that can be realized. 

The domestic stoker is well worth the attention of 
every dealer in a community that is dependent on coal. 
The turnover is rapid, the labor outlay is very small, and 
good mechanical installation will eliminate outside com- 
petition. A poor installation will give a lot of trouble. 
It can be placed on a par with heating or plumbing in- 
stallations. 

The installation pictured on this page is in the Tribune 
Building. In this particular instance, the fuel bill for 
coal was about $1,000 a year and the stoker cut it to 
$400, with far more satisfactory and uniform heat 
throughout. 

We are proud of our profession, our individual busi- 
ness and our organization. We have the heartiest co- 
operation of all our employees, and we like to take the 
public at large into our confidence. Our observation has 
shown us, that this is the surest way to build public 
confidence and good will, and sets a wonderful back- 
ground for the advertising of our wares. 
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He got the_ 





Surprise \— 





J of his life 
\ 


One of the country’s most prominent heating con- 
tractors was astounded when the new Combustioneer 


proposition was put up to him. Here’s why: 


He found a stoker that is entirely automatic from coal 
feeding to ash removal. A quality product that main- 
tains safe, steady heat—eliminates the smoke nuisance 
and provides a saving in fuel from 30% 
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able and popular seller to his business. 


He found Combustioneer automatic coal burner sup- 
ported by a reliable, sound, manufacturing organiza- 
tion—a pioneer in a fast growing industry—backed by 
national magazine and newspaper advertising with 
scores of helpful selling aids. A Merchandising Manual 
unparalleled in the entire field of selling. 








to 50%. A life-saver to industrial, apart- 
ment and home users of coal. And at a price 


time was ripe to get in on the ground 


that is the lowest ever offered for automa- 
tic heat equipment. 
Further investigation showed that the 


floor in a new industry—to add a profit- 


Combustioneer’s dealer franchise carries 
with it a complete plan for getting bus- 


iness without lost motion, and quickly. 
What more could any dealer ask? 


We would like to talk with you about a 
profitable dealership. 








TEN POINTS OF SUPERIORITY 


l. Burns coal—the safe, reliable fuel,-cleanly and econ- 
omically. 

2. Burns less quantities of coal and the lower priced sizes. 

3. Thermostatic controls insure exact temperature regu- 
lation. 

4. Increases boiler efficiencies. 


5. Gives constant, even, steam pressures. 


6. Eliminates smoke nuisance. 

7. Absolutely safe. 

8. Renders a distinct service to every user. 
9 


. Thousands of installations prove that the public is 
hungry to secure the benefits of clean, automatic heat. 


10. Automatic heat—at the lowest price ever offered. 


COMBUSTIONEER, INC. 





MAIN OFFICE: yy 


4 


GOSHEN, 
INDIANA 


BRANCHES: 
CHICAGO 
DETROIT 
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.-RIDE WITH 





THE FAVORITE 


Dealers everywhere are finding the Electric Janitor the fastest 
selling regulator in the field. Fully electric, motor driven, its 
simple, strong construction assures reliable, friend-winning 
performance. It is the finest mass market temperature control 
for coat fired heating plants in the field. Every home needs 
an Electric Janitor. No home, regardless of the size of its 
income can afford to be without the comfort, convenience, 
health and economy it provides. Even greater safety, uniform- 
ity of room temperature, and economy are provided when 
Limit Controls which are available with the Electric Janitor are 
installed—giving you an extra profit. Pile up quick profits 
for yourself through its low price, simple installation and 
the proved success of Minneapolis-Honeywell products. 
TRADE PRICE Ride with the favorite in the 


$Q 450 field—The Electric Janitor. 


CONSUMER PRICE Your jobber can explain the many su- 
$ 49.00 perior features of the Electric Janitor, or 


Plus Installation write to us direct for full information. 







PRODUCT OF 


TIME-O-STAT CONTROLS 


Division of MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 
MINNEAPOLIS, MINNESOTA AND ELKHART, INDIANA 
























Selling Satisfaction with Gas Heat 


Automatic heat 
makes the basement 
available for play- 
room purposes, This ts 
one of the points which 
the contractor should 
stress in selling these 
systems 





The satisfaction of the home owner 


with gas is dependent upon the ability 


of the heating contractor to make a correct 


installation. Also, very serious disappoint: 


ment results if the actual gas fuel consumption 


does not approximate closely the estimated 
figure. All of this requires a thorough under- 
standing of the fundamentals of heating 


By THOMSON KING 


HE introduction and general adoption of automatic 

heat has brought mdhy new problems to the con- 

tractor who earnestly seeks to secure a satisfied 
customer with every sale. It is no longer sufficient to 
figure radiation correctly and put in a workmanlike job 
of piping. The customer expects from his heating en- 
gineer or contractor expert advice on the selection of 
the fuel, the choosing of the equipment, the location of 
the thermostat and many other points that vitally affect 
the satisfaction and economy that the job will yield when 
put into use. 

The dealer who would secure and retain a profitable 
business must be a real Domestic Engineer. He must 
have reliable information and be able to impart it to 
his clients in a manner that will command their con- 
fidence and respect. The boilers that he sells and in- 
stalls must have the mechanical excellence and the 
attractive appearance that the public has become accus- 
tomed to find in the automobile, the electric refrigerator 
and many other appliances that are a part of our 
modern life. 


This critical attitude, this demand for better appli 
ances is a splendid thing for the heating trade. It 1s 
raising the standards among dealers and workmen and 
is creating profitable business for those who are equipped 
to meet its demands and fulfill its desires. 

The recent widespread and rapid increase in the use 
of gas, both natural and manufactured, for residence 
and commercial heating has made a knowledge of the 
best practice in its application and control of the great- 
est importance to the up to date heating contractor. In 
this article some of the factors that enter in a very 
practical way into the successful application of gas heat- 
ing will be briefly considered. 


Estimating the Cost of Operation 


Before he purchases equipment the customer often 
wants to know what it will cost to operate it. This is 
a very natural question and he is entitled to a fair and 
reliable answer. This cost can be predicted with re- 
markable accuracy. There are many very sound reasons 
why this is so. 

The firing of gas is entirely automatic and not a mat- 
ter of personal skill. The quality is uniform. The 
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efficiencies of boilers are well known and since the heat 
absorbing surfaces can be kept clean and very little 
draught is required, the initial or test efficiency can be 
obtained year after year in practical every day operation 
on the customer’s premises. 


The basis of the estimate should be the heat loss of 
the house to be heated, the degree days for the heating 
season in the locality in question and the heat value of 
the gas to be used. The heat loss is usually expressed 
in terms of sq. ft. of direct cast iron radiation. The 
correct calculation of heat loss and radiation are too well 
understood to require further mention here. The degree 
days for all parts of the country are also well known 
or easily obtainable. The local gas company can furnish 
heat value of gas and usually reliable tables showing 
gas consumption per square foot of equivalent direct 
radiation. 

The following table has been found satisfactory for 
500 to 525 Btu. gas and a heating season of 4500 
degree days which corresponds to conditions in the lati- 
tude of Baltimore and St. Louis. For natural gas the 
figures of gas consumption can be divided by two. 


Sensonal Gas Consumption for Residences and Apartment 
Houses Heated with Gas Designed Equipment 
Consumption per sq. ft. 
per season in cu. ft 
Steam Hot Water 
Up to 450 sq. ft. steam, 108,000 Btu. heat 


ee eT i 6.066466 6w 0605086400844 1060 
450 to 600 sq. ft. steam, 108,000 to 144,000 

on Te SO DOP WOU ssc « 00.0 ce eeens< 1000 
600 to 750 sq. ft. steam, 144,000 to 180,000 

or. er or wee Se. .. «sess escbecs ee 950 
750 to 900 sq. ft. steam, 180,000 to 216,000 

a er ee Ce Pee. Wi cenees beweee 900 
Over 900 sq. ft. steam, 216,000 Btu. heat 

ie a ce oe eae eee : 850 
Up to 600 sq. ft. water, 75,000 Btu. heat 

0 GE et ee ee HHO 


500 to 1200 sq. ft. water, 180,000 Btu. heat 
loss per hour. : oa 
Over 1200 sq. ft. water, 180,000 Btu. heat 
2 Sf vee TT rer TTT Te (een 580 


620 

















Although a home-owner buys a heating sys- 
tem so as to obtain heat, the appearance of 
the plant has much to do with making him 
antisfied with it 
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For warm air systems estimate 4000 cu. ft. of gas per 
season for each 1000 Btu. of heat loss per hour. 

When a job has been figured for vapor and when the 
estimator is certain the radiation has been selected on a 
vapor basis (220 Btu. per sq. ft. or less), 10 per cent 
may be deducted from steam estimate. 

On estimates for apartment houses 10 per cent is to 
be added to all systems. 


The above estimates are all based upon average sea- 
sonal temperatures and on maintaining 70 deg. Fahr. in 
the house for approximately 16 hours per day for a 
7 month heating season. They are thoroughly conserva- 
tive and safe on this basis. 

Where it is indicated that the customer will maintain 
temperatures higher than 70 deg. Fahr. he should be 
advised that his consumption will probably increase 
above the estimate 3 per cent for each degree above 70 
that is carried. 

Where the estimator believes from his inspection of 
the heating system or plans or the information given as 
to past heating results that the house is either consid- 
erably under or over radiated he should figure the heat 
loss from the house or plans, and having so determined 
the true heat loss he should use it as the basis of his 
estimate and disregard the installed radiation. This prin- 
ciple is also to apply to the selection of boiler sizes. 


The amounts of gas per season given by this table or 
any similar table will be found accurate for average con- 
ditions, but unfortunately many jobs will vary widely 
from the general average and it is important to be able 
to detect such jobs in advance. The use of an estimate 
based upon coal consumption affords a most useful check 
when the amount of coal used in the house under similar 
conditions can be ascertained. 

I:xperience shows that under average conditions 
32,000 cu. ft. of manufactured or 16,000 cu. ft. of 
natural gas will be required to replace a ton of good 
coal when the whole heating season is considered. If 
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the gas based on former coal consumption checks with 
the estimate based on the radiation we can feel well 
satisfied that we are dealing with average conditions. 
If, however, the estimate based on coal should be much 
greater than that derived from the radiation, some 
unusual condition must be looked for. The man may 
be an unusually poor fireman. If this is the case our 
radiation estimate for gas is still O. K., but if, as is 
more probable, the discrepancy is due to his carrying 
unusually high temperatures, or to a sick system or an 
unusually high amount of ventilation, these will all cause 
him to use more gas, and unless the cause can be found 
and corrected our estimate should be raised. 

Having found the amount of gas he will use per sea- 
son, we must translate this into money by multiplying 
the number of cu. ft. by the rate for gas. In giving 
this figure to the customer he should always be told that 
the estimate is based on normal temperatures and average 
heating conditions. 

For example, suppose we find we have a prospect 
who has 800 sq. ft. of hot water radiation who tells us 
he burns 15 tons of No. 3 hard coal. He does not know 
just what temperature he keeps his house. The heating 
value of the gas is 525 Btu. and the average rate 70 
cents per M. for heating. Our inspection shows the 
house is fairly tight, the radiation correct and the whole 
system in good shape; normal degree days are 4500. 

Referring to the table, we see that consumption should 
be 620 cu. ft. of gas for each sq. ft. of direct radiation 
or a total of 496,000 cu. ft. Taking 32,000 cu. ft. of 
gas per ton of coal, we have a total of 480,000 cu. ft. 
for the heating season. This checks so closely with the 


DOMESTIC ENGINEERING 81 


estimate based on radiation that we feel we are dealing 
with a normal case, so we take 496,000 cu. ft. at 70 
cents per 1000 cu. ft., which gives us a season’s cost of 
$347.20. The same case with natural gas at 60 cents 
per M. would yield a cost estimate of $148.80. The cost 
will be spread through a season about as follows: 


October — 4 per cent February —19 per cent 
November—12 per cent March —16 per cent 
December—18.5 per cent April ~ 1.5 per cent 
January -— 21.5 per cent May - 1.5 per cent 


Selecting the Equipment 


The question of the heating system is usually already 
decided when gas is considered, so that.the first question 
that confronts us is whether to recommend a gas de- 
signed boiler or to attempt to convert the coal boiler to 
the use of gas by the installation of burners. 

In selecting the size of steam or water boilers remem- 
ber that conditions are quite different from coal practice 
and there is no advantage in an over-size boiler. There 
is no firing period with gas. It is always ready when 
needed. ‘The gas boiler works at high efficiency at full 
rating, at less than full rating its efficiency is usually 
less. It is, therefore, important to choose a size amply 
large enough to heat the house in the coldest weather, 
but nothing is gained by going beyond this. Most manu- 
facturers show an A. G. A. rating which is the total 
heat delivery of the boiler expressed in terms of radia- 
tors, and also a recommended load which is the equiva- 
lent direct radiation it will carry with proper allowance 
for pipings and risers and for starting load, that is, 
bringing up the house temperature in the morning. 

(To be Continued) 











There is a Wide and Profitable Market 


for this Economical Gas Heating System 








Today, when no sales possibility can 
be overlooked, Clow Gasteam Radia- 


tors offer a market that is all ready 





and waiting. In every community 





SUN PORCH—Few sun porches are 


°.° piped for heat. Clow Gasteam can be 
offices and homes where additional installed with little expense. 


there are countless stores, factories, 


heat is needed. Radiators are com- 
pact and good looking. Each radiator 
makes its own steam. Heat is available 
almost immediately, and can be turned 
off as quickly. No boiler or intricate 
piping. Installation is simple. 


The greater use.of natural gas has 








very much increased the interest in gas 
STORE—Many thousands of 
stores everywhere, heated with Clow heating. The market for Clow Gasteam 
Gasteam, prove the practicability of 

this system. 


JAMES B. CLOW & SONS 


Radiators is steady—not dependent on 


new construction. They are the best 





way to modernize countless existing 


stove-heated stores, apartments, 





offices, etc. The recent reduction in 
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OFFICE—Countless offices are a 
with this heating system that prondes heat 
at any time of the day or might. 


price makes Clow Gasteam Radia- 


i 


tors more easy to sell, meets com- 
petition — yet leaves a substantial 
profit. 

Proved by 30 years of use, Clow 
Gasteam is a dependable and 
economical heating system — sold 
on a dollars-and-cents basis as well 


as convenience. Write to us for new 





literature that will help you sell 


Clow Gasteam this fall. 


ATTIC—The increasing use of attics 
creates a new need for heat. Clow 
Gasteam 15 the practical answer. 


201-299 N. Talman Avenue, CHICAGO 
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Listed by Underwriters Laboratories 


Approved by A. G. A. Testing Laboratory 
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the new 
Silent Automatic 

DRAFT STABILIZER 
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INSURES EVEN DRAFT 
SAVES FUEL COST 
CUTS FUEL WASTE 
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ee the start of another heating season — is the 
time to install a Silent Automatic Draft Stabilizer 
in every heated home in your territory. Regardless of 
the type of heating plant or kind of fuel burned, a 
Draft Stabilizer will cut the user’s heating cost and 
increase the efficiency of his plant. It’s easy to sell and | 


. 7.) - 


profit item for any heat- 


ing contractor, jobber or 





dealer. Mail the coupon 
today for complete 


information. 


SILENT AUTOMATIC 
CORPORATION 
12001 East Jefferson Ave. 
Detroit - 








Michigan 


RETAIL PRICES SRA ee, 
$1029 and up 


Silent Automatic Corp., Detroit, Mich. 
without obligation on 
my part, facts about the new Draft 
Stalulizer and how I can profitably sell 
to mv customers. 


Please send me, 


liberal profits for 





heatingcontractors, ii 
iobbers, dealers City___ _Srate 
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Built by the World's 7 Langest Manufacturers of Domestic Oil Burners 








YOU GET REAL 
BOILER VALUE 


When You Buy A 
JOHNSTON! 


Today buyers are judging 
values as never before. They 
are buying where they get the 
most for their money. When 
buying steel heating boilers 
consider the JOHNSTON. Its 
features assure you a real 
return on your investment. 
It is made in a wide range of 
sizes. 


Read the following features 
and write for a catalog con- 
taining detailed information. 


1. Large Combustion Space. 

2. High Furnace 
Temperatures. 

3. Large Diameter Tubes. 

4. Water Line Several Inches 
Above Top of Tubes. 

5. Convex Crownsheet. 

6. Wide water spaces: Large 
water volume. 

7. All Steel Construction 
Thicker and Heavier 
Than Code 
Requirements. 


It will pay you to get the 
JOHNSTON proposition be- 
fore you buy. 


Johnston Brothers, Inc. 
Ferrysburg, Michigan 


Box 372 
BOILER 
BUILDERS 
O/’ 
GS YEARS 











OAT OR ZOSOZTOG 
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Where’s his mother? 
— tending the fire 


It gets too cold, or too hot, and his mother had to 
make another trip to the basement to fix the fire. 


She'll hear the thump when he falls—and blame herself. 
But she wouldn’t have to leave him alone if the 





home were equipped with a ( ) Oil Burner, 
controlled, automatically, from upstairs. And, besides, 
the ( ) burns cheap fuel oil—7c per gallon, 





and can be installed with a basement storage tank if 
you prefer, eliminating excavation of your lawn or 
sidewalk. The ( ) is extremely quiet and 
clean, and we can install a size exactly suited to the 
needs of your home. 


INSTALL ( : ) 





BURNER 
NOW 





YOUR 
Liberal Terms 


OILOMATIC HEATING CO. 


114 SOUTH 5TH STREET, Reading, Pa. 
Phones: 7364, 3-2216, 7365 








Uses Domestic Engineering 
Advertising Helps 


C. BARHAM, who sells oil burners in Reading, Pa., has 

* taken advantage of the advertising helps appearing in 

DoMESTIC ENGINEERING. In every issue we carry two pages of 

material, under the heading, “Retail Advertising Service.” In this 
issue, pages 56 and 57 are given over to this material. 

The two advertisements reproduced on this page show how 
Mr. Barham uses the cuts and the copy to put over his oil burner. 
The copy is the same as when it appeared in the pages mentioned 
above, with the exception that Mr. Barham has added the name 
of the oil burner he sells. For the busy retailer, such a service 1s, 
of course, a real help. Copy and illustration are ready for his use, 
and he knows that his schedule will not be interrupted at those 
times when he himself might be too busy to take care of securing 
the illustrations and writing the copy. 
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This Is Not a 
Woman’s Job 


Nor, in these days, is it a man’s. 
For, with a ( ) Automatic Oil 
Burner you can have automatic 
uniform heat 24 hours a day. 
Hand-firing is wasteful of time 
and fuel. Let us show you some 
figures and give you some experi- 
ence data to show you what auto- 
matic firing equipment can mean 
to you in the saving of time, the 
conservation of fuel, and in genuine 





comfort. 





Burns Cheap Fuel Oil 
6c to 7c per Gal. 
All Electric 








Oil Burners 


114 SOUTH FIFTH STREET 
7364 -- Dial -- 3-2216 
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ind Automatic Heat Prospects 





for 


Stokers in Old Homes 


% 
* 





Two stokers in a doctor’s home. The blower of one acts as exhaust for air in a toilet 
room without a window 


LTHOUGH the past heating season marks 

but the fourth year of effort directed toward 

the selling of an automatic coal stoker and 

ash remover, the Automatic Coal Burner Corp., 462 
Bergenline avenue, West New York, N. J., has built 
its sales of these devices approximately 400 per cent. 
This rapid expansion has been accomplished through 
sound business management, the application of con- 
sistent merchandising effort and complete co-ordina- 
tion of selling methods between the company and its 
sales organization. Each of these factors probably 1s 
of equal importance in making for successful effort, 
leaving only a proper plan of direction to be adopted. 
In building its volume the Automatic Coal Burner 
Corp., appreciating the instability of new home con- 
struction and the highly competitive tone involved in 
figuring, decided to concentrate efforts on old homes, 
going only after business on new jobs where there 
was no question regarding the financial standing of 
the builder. Following this plan increased the busi- 
ness to a point where it was necessary to create in- 
stallation dealers in the outer regions of the concern’s 
territory, which embraces Orange and Rockland 
counties, New York, Hudson county, New Jersey 
and Bergen county in that state east of the Hacken- 
sack river. In addition, six sales agents have been 
appointed, each with a display of the devices. The 
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sales agents confine their efforts only to selling. In- 
stallations are made by installation dealers. 


Selling the Salesman 


The plans for the methods to be used by the cor- 
poration in going after business as well as all engi- 
neering features are handled by E. J. Decker, an 
official of the company and a heating contractor. In 
discussing the methods used in building his business 
Mr. Decker said: “One of the chief factors in engag- 
ing representatives for selling the automatic stoker 
we are handling is, besides having him understand 
it thoroughly, to make sure he has complete con- 
fidence in it and feels that it is a superior product. 
With these qualities thoroughly implanted in the 
representative’s mind he is unlikely to make wild 
statements and promises to a prospective customer. 
Another point I drill into men representing our com- 
pany, especially those salesmen working out of our 
main office, is not to knock the products of other 
manufacturers, as there are any number of ways 
that may be employed in making plain to the, pros- 
pect that our product is superior to others.” 

As no little of the company’s success in building 
its sales from 60 stokers the first year to 130 the 
second and 250 the third year, has been due to one 
satisfied customer recommending it to a friend, Mr. 
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Decker pointed out strongly the need of an accurate 
survey being made of an old heating plant for the 
purpose of dissipating all doubt as to its capability 
to supply the expected heat and to insure against 
selling a customer a stoker too small to properly feed 
his boiler. 


Why Heating Contractors Keep Stokers Sold 


“This can be done by establishing accurately what 
radiation is required and, if found necessary, adding 
radiation or a section to the boiler,” he said. “While 
it is seldom necessary, there have been instances 
where we have guaranteed our installation to the ex- 
tent of removing it and putting the heating plant in 
the order in which we found it if our stoker did not 
do all that we claimed it would do. But before mak- 
ing any such guarantee we check everything about 
the plant, even the flue.” The time and effort re- 
quired in going over a plant is a part of the overhead 
and reimbursement is figured in the price submitted 
to the customer. 

Another important point involved in the proper 
direction of sales effort lies in continually devising 
schemes for keeping the enthusiasm of salesmen at a 
high pitch and guiding their efforts in new fields. An 
instance occurred last summer, a season that finds the 
sales of heating products low, when Mr. Decker suc- 
ceeded in getting installations in a felt slipper factory 
and a candy factory where constant pressures of 
steam are required. “A big feature in moving this 
device was to get installations in the homes of prom- 
inent men in outstanding industrial plants,” Mr. 
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Decker pointed out, “but after this is accomplished 
the salesmen are given a great deal of encourage- 
ment and can use those installations for the psycho- 
logical effect they have on the minds of prospects as 
well as for references.” 

Keeping on the alert for selling breaks is also nec- 
essary, according to Mr. Decker. One of these pre- 
sented itself recently in the home of a doctor who 
had his offices in the basement where space for a 
toilet room was needed, Mr. Decker said. “In talk- 
ing to the doctor one day when I was trving to sell 
him a stoker, he spoke of the layout of the rooms and 
commented on the difficulty he was having in getting 
a toilet installed because it was impossible to put a 
window in the small room where it had to be set as 
required by law. That remark was the means of 
clinching the sale because I immediately saw where 
| could make the blower on the stoker act as an ex- 
haust fan, drawing the air from an opening in the 
toilet room so that it would answer for a window, 
and the doctor was so pleased with this solution and 
the saving it embodied that he bought the stoker.” 

Advertising plays its part in the success of the busi- 
ness. Smal! advertisements are carried on the build- 
ers’ page of the local newspaper each week and these 
are usually accompanied by a descriptive news story 
of the stoker. Circular letters are raailed monthly to 
a list of about 2,000 prospects whose names are se- 
cured from among the professional men listed in the 
telephone book. Another method is letters to users 
asking for the names of friends who have had the 
opportunity of observing the stoker in operation. 
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Here’s your —~ 


MONEY MAKER 
for this season ... the New 


R & B NEWPORT MAGAZINE 
FEED BOILER 


And what a great story of heating economy 
you have to tell yaur customers! 
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MAGINE heating a 7-room house for a whole season 
with buckwheat coal for as little as $75! . . . with all 
the convenience of automatic feed. And imagine being able 
to tell your customers that they can buy it on a convenient 
time-payment plan of unusually LOW installments, start- 
ing at $9.50 monthly . . . and that the monthly payments 
are protected with Prudential Life Insurance (without 
medical examination). 


Here’s a whale of a good sales story that’ll turn into real 
profit every time you tell it . . . and begin telling right 
away! Send the coupon for full details--NOW, when the 
time is ripe. 





eee eee allies 


. RICHARDSON & BOYNTON CO. , 

RICHARDSON & BOYNTON CO. “25th Avous New vors 
. : se 7 = Please send me, without obligation, complete details on the | 
Heating and Cooking Apparatus Since 1837 | new R & B Newport Boiler. 
260 Fifth Avenue, New York, N. Y. Utica, N. Y. | yams. 
CLEVELAND BROOKLYN NEW HAVEN DOVER | ADDRESS 
PHILADELPHIA BOSTON CHICAGO BUFFALO | ! , 

MINNEAPOLIS CINCINNATI PROVIDENCE DETROIT 
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PITTSBURGH GAS-FIRED UNIT 





There no doubt is much commercial heating work right in your 
own territory that you have wished you had but could never get 
because you had nothing to offer. Now, with the Pittsburgh Gas 
Fired Unit Heater this work is right in your line. Here is a gas 
unit heater that will not only solve heating difficulties at a savings 
that cannot be denied but also opens up the field of ventilation, 
cooling and drying for you. 

Easy to install — AUTOMATIC IN OPERATION and com- 
pletely dependable. 


Write for new 32 page illustrated catalogue. 


AUTOMATIC GAS-STEAM RADIATOR CO. 
Brushton and Thomas Sts. PITTSBURGH, PA. 




















Continue to 
get this service! 


Thousands of automatic heat dealers 
have found AUTOMATIC HEAT 
filled with the kind of merchandising, 
technical and financial information that 
they want. 


Two publications for the price of one! 
Renew your subscription. Make 
certain that you will not miss a single 
issue. 


Only Two Dollars a Year —Send in Your 
Renewal or Your New Subscription Now. 


AUTOMATIC HEAT 
m 


Domestic Engineering 
1900 Prairie Ave. Chicago 
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The Costs of Firing with Two Kinds of Fuel — 
Coal and Oil 


lo the Editor: 
An owner contemplating the installation of a steam 


_ heating system involving about 5,000 sq. ft. of radiation 
_ has requested me to advise him as to the average operat- 
_ ing cost per hour for the heating system when hand-fired 





_and apparatus to burn the fuel only. 








—— 





with coal having 12,000 Btu. per ton and costs $10.00 
as against 19-23° oil at $0.07 per gallon. 
Newark, N. J. L. H. Anderson. 


In this problem the figures involve the cost of fuel 
Of course, fire- 
men’s wages, ash removal, and coal storage space will 
introduce elements to the detriment of coal in the final 
analysis, but first it is necessary to work down to the 
matter of fuel cost only (as required in the problem) 
and to ascertain the quantity of coal and oil required. 
Assuming coal is used, the 5,000 sq. ft. load which 

the boiler must carry in Btu. is equal to 

5,000 « 240 = 1,200,000 Btu. per hour 
and with 70 per cent average boiler efficiency there 
would be transferred into the boiler from each pound of 
coal burned when the coal contains 12,000 Btu. 

12,000 Btu. & 70 per cent = 8,400 Btu. 

Then the pounds of coal per hour would be 
1,200,000 -- 8,400 or 143 Ib. of coal (almost) 
The cost of the coal per pound would be 
$10.00 —- 2,000 = $0.005 per Ib. 
so that 143 lb. of coal would cost 
143 «& $0.005 = $0.715 


which is the fuel cost for operating the boiler one hour 
at maximum load. 

With the use of oil, an oil burner, tank, piping, etc., 
must be provided and the Btu. delivered into the boiler 
would be exactly the same or 1,200,000 Btu. But each 
gallon of oil of 19-23 grade will contain about 148,500 
stu. If the boiler when using oil has a somewhat higher 
efficiency of, say, 75 per cent, then each gallon of oil 
burned will deliver to the boiler 

148,500 & 75 per cent = 111,375 Btu. 


In order to deliver a total of 1,200,000 Btu. there 


will have to be burned 


1,200,000 -—— 111,375 = 10.7 gallons (almost ) 
and at 7c per gallon the oil will cost 


10.7 & $0.07 = $0.749 
The heating season may be taken as 180 days of 16 


| hours each with an average load of 14 of the maximum. 
_ The total hours operation per season will be 


180 & 16 or 2,880 hours 


and with a maximum consumption of 10.7 gallons per 


| hour the average for the season would be about one- 
third or 


_average or $0.25. 


10.7 gals. -- 3== 3.6 gals. per hour average. 
Then for 2,880 hours the total oil consumed would be 
2,880 * 3.6 gals. = 10,368 gals. 


The two results for this specific problem now may be 
compared showing that at maximum load the coal costs 
$0.715 per hour or an average cost of % of $0.715= 
$0.238, while the oil costs .07 per gal. & 3.6 g.p.h. 
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“We're being asked 
Every Day 


6¢ J CERTAINLY agree 

that the American pub- 
lic wants automatic heat. 
We're being asked about it 
every day. 


“We're answering the ques 
tions only after we learn 
what a home’s requirements 
are. .Sometimes we recom- 
mend gas heat, again we sug- 
gest oil heat and still again, 
we recommend a stoker. 


“It all depends upon the home, 
the owner and, to a certain 
degree upon his pocketbook. 


“Do weread AUTOMATIC 
HEAT in DOMESTIC EN- 


GINEERING? [m afraid 
weve got to answer that 
question with another ques- 
tion: Does a clergyman read 


the Bible?’’ 


And there, briefly, you have 
it. The American public 
wants automatic heat. It is 
asking the heating dealer 
about it. He is selling it the 
correct thing for its require- 
ments and he’s looking to 
these pages to keep him 
abreast of the developments, 
technical, merchandising and 


financial, in this field. 


AUTOMATIC HEAT 


Domestic Engineering 


1900 Prairie Avenue 


. Chicago, Ill. 
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Your customers are hearing about 


The 


New 


General Electric Heat Regulator 





IN THE September 19th issue of 
The Saturday Evening Post, an- 
nouncement was made of General 
l.lectric’s latest contribution to 
comfort, convenience, health, and 
economy—the new General Elec- 
tric Heat Regulator. 

Other magazines, newspapers, 
and direct-mail pamphlets are like- 
wise telling the story of this impor- 
tant new development, and will con- 


tinue to do so for months to come. 


Your customers are reading this 








i} ° . 
| cencaan || | Regulator in arriving—and staying—at the 


ve 
z 
< 


DEGREES 





THE TEMPERATURE YOU WANT ... 
AS LONG AS YOU WANT IT 


THERMOSTAT . . . ° 
Note the accuracy of the General Electric Heat 


RIC I . . , 
J erecemie |} | desired temperature. It varies less than \% of 


1 degree either way. This accuracy is made 

possible solely by its exclusive features. With- 

out them a fluctuation of several degrees is 
unavoidable. 








story. They are hearing their 
friends talk about it. They are wondering what 
the G-E. Heat Regulator would mean in their own 
homes or other buildings. 
Profit by this interest! See the G-E Heat Reg- 
ulator for yourself. Study its exclusive features 
features which make it possible to maintain 
temperature with less than % of 1 degree varia- 
tion, regardless of outside weather-conditions! 


The General Electric Heat Regulator fits every 


type of heating system. There are two models: 
ohe single-range; and the other double-range, with 
an electric timing-device for making day and night 
temperature-changes automatically. 

Liberal discounts are offered. Visit the distrib- 
utor in your territory today. Or write us for 
full information. Penn Heat Control Company, 
National Distributors, Franklin Trust Building, 


Philadelphia, Pa. 


GENERAL @ ELECTRIC 
HEAT REGULATOR 


FOR EVERY TYPE OF HEATING SYSTEM 
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Trade Golf Events 


Central Trades Golfers Play at Cedar Rocks and 
Latrobe Country Clubs 


Twenty-five members of the Central Trades Golf 
Association were guests of James Bane and Harry 
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| 


Lutz, of the Trimble-Lutz Supply Co., Wheeling, W. | 


Va., on Wednesday, September 9. 
golf and had lunch at the Cedar Rocks Country club in 


The guests played | 


the morning, proceeding from there to the fair grounds | 


to enjoy the running races in the afternoon and visit 
the West Virginia state fair. 

Dinner was had at the fair grounds. In the evening 
the exhibits were visited, followed by attendance at a 
vaudeville performance. 

This was one of the most enjoyable outings the asso- 
ciation has held and it was agreed that the West Vir- 
vinia hosts are hard to beat. 


The September meeting of the association, held at the | 
latrobe Country club, Monday, September 21, while | 
lightly attended, brought out some exceptionally good | 


scores. 


Dazzy Vance shot a 73 and won the right to have his 


name put on the Association Loving Cup for the second | 


time. 


The foursome winners of golf balls were John Kenney | 


and James McKissock. 


The next meeting of the association will be held at | 


Edgewood Country club. 
© 


Howard Doyle Wins “Chi-Fau Co.’ Golf 


Tournament 


The first annual golf tournament of officers and em- | 
ployes of the Chicago Faucet Company of Chicago | 


took place at the Shorewood Golf Club, near Round 
Lake, Ill., Saturday, August 29. It was a beautiful 
day, but a strong wind bothered most of the 17 players, 
with the exception of Howard Doyle, who shot a fine 
card of 82 to win low gross honors and a putter. Harold 
Younger had second low gross with a score of 94-18-76, 


and President A. C. Brown, with 103-30-73, earned a | 


Three dozen balls were distributed 
A “prizeless” 


prize of 12 balls. 
among six winners in the blind bogey. 


| 


} 


i 
‘ 


after luncheon round was also enjoyed to round out 


the day. 





Officers and employes of the Chicago Faucet Co., Chicago, 
at the company’s first annual golf tournament, held re- 


cently at Shorewood Golf Club, near Round Lake, Ill. 
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RELIEF VALVES 


ROM your point of view, whats the 

use of installing anything but a SELF- 
CLOSING temperature relief valve—a 
Klixon. It’s easier to sell then ordinary 
valves because of its self-closing feature 
that eliminates servicing. Sell Klixons. 
You'll make a real profit and avoid serv- 
ice calls. Theyre always on the job. 
There's always hot water in the tank. 
You'll satisfy your customers and reduce 
the cost of boiler and home protection. If 
your wholesaler cant supply you, write to: 


SPENCER THERMOSTAT CO. 
ATTLEBORO, MASS 





Combined Pressure and 
Temperature relief 
valves are available, 
with or without the re- 
lease handle. Send for 
catalog and price sheet. 
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No bathroom, no matter how beautiful 
and expensive the fixtures, can ever be 
accounted a modern bathroom if it has 
a noisy, leaky ball cock 


The hundreds of dollars that go into the 
making of a bathroom that is beautiful 
to the eye might just as well be spent in 
some other direction if the owner is 
going to be dissatisfied with the perform- 
ance of so “small’’ an item as the ball 
cock 


You want your bathrooms to be credits 
to your workmanship, your ability and 
your knowledge of the correct thing to use 
You can be sure that every bathroom you 











equip with a Sherwood Bali Cock will 
always be a bathroom where leaks, 
noise and whistles in the tank will never 
be known. 


Sherwood Ball Cocks are guaranteed 
against leaks and they will close against 
any city water pressure without whistling 
or gurgling. 


They can be furnished with any length 
shank desired. Your jobber either stocks 
Sherwoods or can get immediate delivery 
from the factory 


Insist upon Sherwouds for your own and 
your customer's satisfaction 


SHERWOOD BRASS WORKS 


Jefferson and Mt. Elliott Aves. 








REPRESEHTATIVES 
gees E 


DETROIT, MICH. 


St, Priiadetpr« 


T Nor pao ! Crestaut 
Fred G. Mofiman. 63! Edgewood fe, Trenton. N J 


outh Bitg  Minneapetes 


TRENTO 


BRASS -PRODUCTS 


Trenton Brass Flush Valve 
Assemblies incorporate every 
feature that makes for long life 


and entire satisfaction. 


Trenton Brass Products will 
make boosters of your cus- 


tomers. 


THE TRENTON BRASS & 
MACHINE COMPANY 


Trenton » » New Jersey 


Represented by ROLLIN C. WILSON 


7 East 42nd Steet . . . New York, N. Y. 
. . « « Boston, Mass. 
Street . Elizabeth, N. J. 


261 Franklin Street 
427 North Broad 
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| St. Louis Trade Golfers Play Normandy Course 








The September meeting of the St. Louis (Mo.) Trade 


Golf Association was held on Thursday, September 17, 


at 


W. 


A 


the beautiful course of the Normandy Golf club. 
[.. Clucas, master plumber, was the member host. 
good-sized crowd gathered for lunch, the afternoon 


round and dinner at the club in the evening. 


The prize winners of the day were as follows: Class 


~~” | | _A 





Top row, left to right: J. CC. Sanders, American Foundry 
& Mfe. Co.: Edw. W. Pierce, Spang, Chalfant & Co., Ine.; 
Kirk Noel, Jones & Laughlin Steel Corp.; Jere F. Sheehan, 
National Plumbing Supply Co., and George Hayden, archi- 
tect. Middle row: O. H. Wolff, Hoffman Specialty Co.; 
Vw. OO. Vegwely: W. E. Corby, manufacturers’ agent and 
captain of the association team; F. N. Dutton, National 
Plumbing Supply Co. and president of the assoviation; 
J. W. Hooper and Frank J. Cahill, Bottom row: George 


A. Kramp, contractor: Edw, Monteath, MeLundie Co.,; 


Robert Thompson, distributor for products of Ruud Mfz. 
Co. and Humphrey Co.: Randolph Wohltman, manufac- 
turers’ agent: and John Driscoll, Peerless-Missouri Co. 


A 


. Robert Honig, of Baerveldt & Honig Construction 


Co., first, 81-13-68; George A. Hayden, of Geo. F. 
Hayden Co., second, 85-11-74. Class B, H. H. Engel- 
ing, manufacturers’ representative, first, 102-27-75; W. 


ee 


Clucas. second, 1008-30-78. The officers of the as- 


sociation are: Frank Dutton, president; Robert Hunt, 
treasurer, and Joseph Himmelspach, secretary. 


oft 


. 
New Jersey P. & H. Golfers Play Green Brook 


The Plumbing and Heating Trades Golf Association 
New Jersey held its September meet at Green Brook 


Country club, North Caldwell, as guests of Mr. Jefferson. 
The day was cloudy but the rain held off until all had 
finished the eighteen holes. The kickers’ handicap was 
played in the morning. Fred Engelberger won the prize. 


In the afternoon round, Fred. Krochwitz won his first 


leg on the cup, with a net 67. The scores: 


A 
S. 
J 

J. 


WwW. 


r’. 


J 


F’. 


H 


H. 


G. H. N, (7, H N 

Cashman .....104 32 72 H. S. Office 118 36 &2 
BEGLU@P . ccc . 98 20 TFS Kent. Cosgrove 120 380 96 
Miner 116 25 91 H. Green — fe Bee 
M. Buday.. 133 40 93 R. Ryan . 114 24 90 
Te. Bs@O@in cc 120 (;uest Ki. Moore 99 17 go 

A. Edwards... .101 (;uest H. Baumgarten... 97 20 77 
Krochwitz ...107 id)6=667 B. Thompson 110 Guest 
(> Haas... ..106 Guest Ix surnett 115 380 865 
Robinson . 104 25 79 Kk. Engelberger,..102 20 82 

A. Rumler 108 36 72 A, Gasewind 119 36 83% 

Those who won prizes were: H. Baumgarten, 


(Green. F. Krochwitz. Al. Cashman and H. Lee. 
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Left to right: KR. B. Hayward; J. H. Milliken, captain of the association; George Dickerson; E. E. Bolte: J. C. Matchett. 

illinois Engineering Co.; H. A. Durr; H, W. Millison, National Tube Co.; W. A. Taylor, A. M. Byers Co.; Harry M. Hart, R. M. 

Stackhouse, Federal Pipe & Supply Co.; R. E. Moore, Bell & Gossett Co.; J. H. O’Brien, American Blower Corp. Photos taken 
at recent tournament of the Western Trade Golf Association, held at Calumet Country Club 


’ an.126 30 96 + E. Tebbets... ‘2 
Calumet Baffles Western Trade Players W. R. Brookm an. 126 30 96 G. E. Tebbets 90 16 v4 
; M. Feiber ...... 117 26 91 R. J. Flanagan..102 19 3 
Calumet Country Club, old favorite of Western Trade H. M. Hart...... 91 15 76 R. Cooper, Jr....100 23 77 
(olf Association members. was the scene of the associa- R. M. Stackhouse 94 21 73 J. J. O’Shea..... 100 19 81 
. ee ng aliendl . : the associa W. A. Taylor.... 96 16 80 A. Tee Gee eee aw les 
tion's fifth tournament of the season on September 17, Rp & Moore..... 94.17 77 H. W. Mollison.. 97 20 77 
and its many traps and tough layout had all the players UL. J. Pitcher.... 91 8 83 J. C. Matchett... 96 21 75 
angins ew , ; , P. Berkman (G.).144 .. .. O. L. MeGinn....110 30 80 
swinging more often than usual. | | 3 iz MMiliiken.. 98 16 €3 i Mee 114. 30 84 
his was the semi-finals of the championship and Geo. Dickerson.. 97 20 77 J. J. Philippi....102 16 86 
consolation match rounds. W. A. Taylor, E. W. Rietz ©: © Belte..---- = seme et fs 
' : . . , R. B. Hayward..105 20 85 W. H. Meyst.... 94 11 83 
and George Dickerson advanced to the finals in the Bm. Ashby ....... 105 23 82 W. Tunter (G.)..110 
championship, and W. H. Meyst and R. J. Flanagan will F. W.. Rietz..... 105 25 80 F. Turnbull (G.).134  .. .. 
ae al Th. . W. T. Walters... 98 20 78 ©. H. Theleen... 99 14 85 
co _¢ . "<0. ’ . -— = . m= . 
a . — ing the consolation victory. Uhe finals will bi a. FF. Deerr (G.) 9S «3+ e- J. H. O’Brien ....965 17 78 
at Rolling Green on October 8. C. W. Johnson...116 25 91 
l‘ollowing were the scores for the thirtv-nine members ) ; 
t , t | a Prize winners for the day at Calumet were headed 
and guests present: : 
” by R. M. Stackhouse, whose net score won him the 
Player G. H. N Player G. H. N. association cup and first in class C. G. E. Tebbetts 
a ee ee ana Ne ive 3S won in classes A and B, while Peter Munn broke all 
“ yo) See SO ‘ “4. aisn. — F) eo 93 ' 
P. M. Munn.....105 28 77 ©.L. Wilkins (G.) 89 records to capture the class D top award. F. B. Hackett, 
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| PENNSYLVANIA 
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: RANGE BOILERS 


METAPHRAM 
NAAAAAAAAA AAAS 





i SINCE 


1895 


and 


| - Our business was never so good 
ee Ta | as it is today. You can't keep a 
wi MN if. ' | good product from building itself 
METAPHRAM : : ' f | up by better performance. Sooner 
Type D2 i, or later you are going to make a 
perlow guatsue. Tapes a {2° | Pennsylvania Range Boiler in- 
or vecuum — oil, coal e 
or stoker fired. | | stallation and find out what user 
| satisfaction means to your 
METAPHRAM Gradual Control business. 
covers the entire range of domestic Sold Only Thru Jobbers 





w _ 














hot water and low pressure boilers end | Complete line of  JOBBERS; Write 


. : ; ALL WELDED us for sample of 
tank heaters, either gas, oil or coal fired. a pe 


WELDED any boiler for 30 
Galvanized Boilers day inspection. 
Descriptive Bulletins on Request 
PENNSYLVANIA RANGE 

BOILER CO. 


2th & Washington Ave., Philadelphia, Pa. 


NATIONAL REGULATOR CO. 


2317 KNOX AVENUE CHICAGO 
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THOSE RADIATORS 
WOULD SAVE YOU 


EVERY WINTER ” ; | 
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It's no trick at all to change to a 
vacuum system with these three 


War of ©) VacuumWa lves 





“W ARCO” 
No. 2 Vacuum 
\%” side outlet for 
radiators. Not only 
lets air out of radi- 












ator, but keeps it out 
when steam recedes. 
This keeps radiator 
hot for hours when 
fire is banked. Less 
fuel used—less atten- 
tion to fire. 











Price $2.15 
Ask your 


W holesaler 














And the whole idea is easy to sell because 


it means more heat and slashes fuel bills. 


The next time you happen into a house with a 
one-pipe steam system, explain this to the customer. 
Show him he doesn’t need to rip out walls and £0 lo 


hig expense to have the benefits of vacuum heating. 


A Warco No. 2 Vacuum Valve on each radiator. 
a Warco No. 3 V. or No. 6 on the return. and a 
Warco Compound Gauge on the boiler—that’s all 
the installation necessary. The boiler. of course, 


should be cleaned and the system fully tightened. 


There are many one-pipe steam systems in your 
neighborhood, just itching to be vacuumized and 
modernized. And there’s good money for you in 
this Warco treatment. Mail coupon today and get 


the full data. 


W. A. RUSSELL & CO., Established 1890 


New York Chicago Boston Detroit Baltimore Denver Minneapolis 


46 ‘ | 
ATCO Automatic 
+ Ai r (Vacuu nm 


TRACE MARE RE 


. 
ee ee ee ee ee eee ee ee 


— whe 


A em mnin le tllt ay —mtn epet 


Valves 





Question:—How can I make 
more money? 


Name 


Answer: — Mail this coupon. “ 
City 








W.A. RUSSELL & CO., Grand Central Terminal Bldg., New York City. 


Please send me full information on Warco Air and Vacuum Valves. 


Address 


State 
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One Tough Job 


Will Pay tor the 
USHCO LAWSON 
WRENCH... 






... Lhe 
Wrench With 
the Angle Handle 


WE mean just that...one tough job and the 
new improved USHCO Lawson Wrench will 
Day for itself. 

The angle handle and the patented principle 
make the USHCO Lawson definitely a better 
wrench. It is simple in construction... only 5 
parts. It is faster and easier to use... you can 
work it with one hand. The handle fits the 
hand—no special grip is necessary. 
Hard-to-get-at pipes that are in corners or lie 
parallel to a floor, wall or ceiling, are easy 
meat for the USHCO Lawson. The angle 
handle lets it slip by obstacles and clamp on 
to the pipe you are after. It goes in... grips 
and does the job. Its grip is powerful too, but 
it will not mutilate the pipe. It handles hexa- 
gonal and square nuts in the same way. 
Drop torged trom special alloy steel, this 
wrench will last a lifetime. Sizes: 8”, 10”, 14” 
8” and 24”. 

Get the details and specifications on these 
[ 


ISHCO Lawson Wrenches now. 


U.S. HAME COMPANY 
BUFFALO,N.Y. 
Canadian Representative 


U.S. HAME COMPANY 


130 Queens Drive, Weston, Toronto 15, Ont 
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| qualifying round. 
Guest prize went to C. 











| won a prize therefor. W. T. 
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popular past president and chairman of the prize com- 
mittee, finally got himself one of the many prizes he has 
been buying for years, with low net in the morning 
Blind bogey fell to O. L.. MeGinn. 
LL. Wilkins. 

Three special prizes took the places of runner-up 
awards in the classes. C. W. Johnson, treasurer of the 
association, had the most strokes on the par 3 holes and 
Walters garnered the 
most sixes in the eighteen holes and was rewarded for 
so doing. FE. Ashby had low net for six blind holes to 
win a prize for that event. 


Sa 


Michigan Trade Golfers Play Red Run 
Country Club 


Members of the Michigan Trade Golf Association 
gathered at the Red Run Country Club for their 
August tournament as the guests of Ed. Glanz. The 
tournament was held on a dav when there was an 
exceptionally strong wind, which affected the scores. 
Those who won prizes were Ira Kanack, J. E. Mc- 
late. Ie. |. Anderson, KF, 1). Cooper, Earl Kline and 


R. 1. Deppmann. The scores for the day follow: 


Name G H. N. Name S 2. me 
KE. L. Kline a ae. ae \. Kk. Fisher....108 .« 
A. Deppmann ...132 .. ba J. EK. MeFate.... 99 26 7 
a. as Bes oo es 112 30 8&2 KE. D. Sheley.... 98 17 = 81 
R. L. Deppmann.105 24 = 81 See  aeeewe 123 32 91 
I. lL. MeConachie.112 25 = 8&7 (. W. Gudnau...103 19 384 
S. IL. Franklyn... 88 14 74 in. 3. Weel. «aes > Te : Be) 
kK. 1. Cooper 107 30 T7 A.  -Baveeis avi 116 26 90 
Mert. Allan ....105 24 81 Ww. J. Hajek..... 95 17 78 
C. MeSorley ....107 24 83 FY. X. Marzolf...107  .. i 
J. E. Lansing 102 16 8&6 ‘Tom Brown .... 90 11 = £=79 
kk. J. Anderson... 81 3s 7% ty Seis oe 94 12 82 
J tt. Whiteford. 95 24 7] a; | Gees. wade sa 108 23 85 
a. Co. Be ies sBES oe - 5. DD Pei ast aa 
Ira R. Kanack.. 99 29 70 T. I. Jackson...106 21 85 
Mc a, ROE iecccs OO” Be TS ke. ik. Ritzenheim.110 25 85d 

| J. Forest . 9d a ‘< a. |) Were oe wees 94 


‘red Barton LOG 30 76 


The Ladies’ Day tournament of the association was 


_ held September 16 at the Meadowbrook Golf and Coun- 


try Club, with Mr. and Mrs. R. K. Milward as host and 
hostess. Rain in the morning interfered with the at- 
tendance. A number who were unable to come out for 
golf in the afternoon arrived in the evening for dinner 


' and dancing. 


| K. Milward, Mrs. T. 


' Sanger, R. F. 


Mrs. H. M. Armstrong, Mrs. R. F. Connell and Mrs. 
I’. Sanger took honors in bridge. Ladies’ golf prizes 
were awarded the following: Mrs. J. P. Harper, Mrs. R. 
srown and Mrs. S. C. Goldman. 
Milward, I:. 


Connell and Ira Kanack were awarded 


\mong the men, Harry Nelson, R. K. 


| prizes. Prizes in the kickers’ division were won by Fred 


Cooper, Ed, Anderson, Harry ©. Nelson and Henry 
Kitel. Tom Brown, president of the association, won a 


| special $10 merchandise prize. Ira Kanack also took a 


Lt es 


special prize of a dozen golf balls. The scores follow: 


Player G ae Player G HH. N 
2. F. Connell.... 97 20 77 T. Brown . we Be U.U 
* DPD. Cooper....110 28 82 BS. GC. GIORGOR. «ccce 98 ; ' 

L. Franklyn..105 13 92 E. J. Anderson.. 89 7 2 
R. L. Deppmann.103 24 79 C. McSorley ....109 24 85 
I. R. Kanack....104 26 78 H. S. Lindeblad..115 
eer 109 30 79 Greases 147 ; 
ie. Gemmer .ccecs 108 32 76 H. O. Nelson....103 28 75 
R. K, Milward... 90 17 73 J. E. McFate....105 25 80 
E. L. Kline......114 16 98 L. L. MeConachie.120 25 965 
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F A standard examination form and rating 

table were to be made up for malleable iron 
pipe fittings, Kennedys would rate 190°,. 
Check Kennedy Fittings by any standard you 
wish and you will find that they meet the most 
rigid requirements. 


For example, you are certainly interested in 
the following points concerning the fittings you 
buy: 


Malleability—Kennedy Fittings are annealed 
for 200 hours—more than eight days—in 
pyrometer-controlled annealing ovens. This 
thorough annealing makes them so truly mal- 
leable that they can be crushed almost flat 
without splitting. 


Strength—The metal in Kennedy Fittings is 
selected with particular care and then tested 
for a tensile strength of 45,000 Ibs. per sq. in. 
before being used. 


Alignment -—— The precision equipment on 
which Kennedy Fittings are machined assures 
alignment to 0.010-in. limits. 


Galvanizing ——Kennedy Fittings are galvan- 
ized by the hot dip process and then inspected 
to make sure of thorough, heavy, uniform 
coating. 


Convenience of Handling—The size marked 
on each fitting for ready identification, the 
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Iron 
Pipe 
Fittings 


wide chamfer for starting quickly on pipe 
threads, and the clean, sharp threads for 
speedy make-up are some of the Kennedy 
conveniences. 


Completeness of Line—Every standard type 
and size are included in the Kennedy line of 
black and galvanized, plain and banded mal- 
leable iron pipe fittings. 


Price—Kennedy Fittings are always reason 
ably priced and cost no more than ordinary 
fittings. 


Manufacturing. Facilities and Distribu- 
tion—-A 15-acre plant is devoted exclusively 
to the manufacture of Kennedy Malleable Iron 
Fittings and they are handled by dealers every- 
where. Your local supply house can readily 
obtain them for you. 


These tangible, definite points in favor of 
Kennedy Malleable Iron Pipe Fittings certainly 
make them at least worthy of a tryout. Why not 
order a supply from your dealer now, so that you 
can use them on your next job and determine their 
advantages to your own satisfaction. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


Branches and Warehouses in Principal Industrial Centers 


KENNEDY 


VALVYES~PIPE FITTINGS~FIRE HYDRANTS 


Kennedy 
Malleable 


95 


~ 
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The new 


HOFFMAN 
ELLOWS TYPE 




































Made and Self-Tested under 


tremendous hydraulic pressure! 


Hoffman now offers a new line of traps 
with Bellows Thermostats of extraordinary 
qualities. Hydraulically formed—assur- 
ing uniform metal thickness and crystal- 
ine structure! This new manufacturing 
process automatically rejects any bellows 
unable to withstand the tremendous in- 
ternal pressure applied in forming it. 


In addition, No. 8A and No. 9A Hoffman 
Traps now feature a combined thermostat 
and valve seat——quickly replaceable and 
interchangeable without adjustment. 


Your jobber has complete details. Ask 
him or write ys. 


HOFFMAN SPECIALTY CO., INC., Dept. RX-79 
Waterbury, Conn. 

Please send me full information and prices on 
the new Hoffman Bellows -Type Traps. 





Nome 


Address 






City State 


HOFFMAN SPECIALTY CO., Inc. 


MAKERS OF HOFFMAN VENTING VALVES, HOFFMAN CONTROLLED HEAT AND HOFFMAN-ECONOMY PUMPS 
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Left to right: W. J. Hajek, Minneapolis-Honeywell Regulator Co,; H. J. Taylor, Nelson Co.; Fred Barton and Ed. 
(jlanz, master plumbers; Alvin EF, Alwey, EverHot Heater Sales Co., assistant secretary of the association; J, b. 


Lansing, Hart & Crouse Co.: CC, M. Sorley, L. J. Mueller 


(.udnau, Murray W. Sales & Co.; E. J. Anderson, Sloan 
the association; and L. E., Walsh, Wheeling Steel Corp. 


Trade Golf Association, held recently 


Massachusetts Sanitary Club Holds Annual 
Outing 
The Massachusetts Sanitary club held its annual out- 
ing at the Waltham Country club, Waltham, Mass., on 
September 16. Secretary James Maynard and his com- 
mittee directed the activities. Approximately 250 mem- 


bers and guests attended and the affair was an enjoyable 


one. Due to the fact that most of those in attendance 
preferred to play golf and test their skill on one of this 
section’s most difficult courses, few were left to enter 
other sports. 

The large delegation in attendance came early and left 
late. Evidently they were set on getting all the enjoy- 
ment out of the beautiful September day. At noon a 














Greatest Efficiency 
Yet Reached! 


NTIRELY new and dif- 

ferent design in an eff- 
cient, permanent Auto- 
matic Hot Water System. 
Lifetime copper heating 
element is submerged in 
vitreous enameled tank. 
Tests reveal an efficiency 
never before attained— 
dependable, continuous 
supply of clean, hot water 
assured for the life of the 


building. 
NEW FOLDER FREE 


Write today for illustrated 
literature and complete details 
which point the way to profits 
for you. 





The Youngstown Welding & Engineering Co. 
3600 Oakwood Ave. YOUNGSTOWN, OHIO 














(Ice 
| JARECKI! 


Furnace Co.; Frank DeWitt, Hart & Crouse Co.:; ©. W. 
Valve Co,.; Tom Brown, B. FF. Reynolds & Co.,, president of 
Photos taken at the monthly tournament of the Michigan 


at Red Run Golf and Country Club 


chicken dinner was served in the club house. 

Among the prize winners in the golf meet were the 
following: First, tie between T. S. Duggan and George 
Patterson; second, tie between Thomas Farrell, James 
Joyce and W. J. Hirshheld; third, F. T. Scott. 

Among cards turned in were the following: 


G HH. N Gj a ae 
BK. (sould 106 1) J. G. Ros so lo if 
Me Farrell 91 209 ii R. BB, Crocket 91 200 «71 
Ik. BB. Lane , Bs 329 - 66 (thas. Sheehy 156 74 8&2 
W. A. Hamilton. 97 25 72 ik. G. Bloomauist.116 45 | 
J. 3d Ruly.......13t 855 83 Harold Johnson 85 61867 
r. W. Allison....123 60 173 (. B. Tuecket 11606 6400 Jb 
eS 2. DORR. sss OS Be FW W. RR. Bennett 122 48 74 
Pr. W. Donoghue, 88 16 72 kk. F. Sheehan bi) 660 (OBI 
J. V. MeAuliffe 114 ‘Tre | “ FF. Bennett Las 2 66 
M. H. Monks... lls 8566 ié (; he. Osborn bo 668} z 
Mm. A. Ericksen...106 35 71 M. Manz li! i 67) 





a’ VALVES 


ANLL 


BY 


Design, workmanship and materials are all important in buying Velves and 
Fittings, but far more important is the INTEGRITY OF THE MANUFACTURER. 


When @ company is old-established and responsible; when it has earned « 
reputation for honesty and fair dealings, then you may depend upon it that 
its product is all that you expect it to be. 


For almost 80 years Jarecki has sought through its products to give an EXTRA 
MEASURE of value. That is why Jarecki Valves and Fittings are tested fer 
BEYOND their working pressure ratings—why so many compenies who try 
them soon edopt them as STANDARD. May we give you further details? 
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50°". for SmooTn-On No. 1 








easily saved $50.00 EF: Eps eee 
for labor and material on a ED cocina 
this repair—and avoided Grech 

a much heavier loss | - 

from prolonged shutdown -— 


HEN a 4-in. cast-iron 





tee cracked in a branch 











steam line in a Western cement 








plant, the management hrst 
wanted to build scaffolding 141% ft. high, cut open the 
pipe, take down some fittings and make new threaded 
joints. The repair had to be made in a hurry, but the 
necessary material was not on the job and the nearest 
supply house was 70 miles away. 

The Engineer had exercised the good judgment of hav- 
ing a supply of Smooth-On No. 1 ready for emergencies. 
So instead of the above elaborate repair plans that had 
been conjured up in his absence, he merely cleaned the 
crack, tamped in Smooth-On No. 1, plastered more on 
the outside, made a plate held in place by two straps and 
drew this up with bolts to force the Smooth-On into the 
crack. With only a 65-minute shut-down, the line was 
back into service. [hree years later this repair was still in 
place and tight as ever. [The use of Smooth-On No. 1 here 
avoided an expensive overtime job for the Engineer and 
saved the Company from the heavy loss of a more ex- 
tended shut-down. 

Smooth-On No. 1 ha: often saved several thousand 
dollars on a single emergency job, and savings of $50.00 
to $100.00 are common. 

With a stock of Smooth-On No. 1 in your store room 
and a copy of the Smooth-On Handbook on your desk, 
you are always ready for leaks 








at pipe threads, flanges, open 





seams, cracks, etc. Take this 
tip now and you will have 
less worry when the hurry 


call comes. 


Get your Smooth-On in 
I or 5-lb. tin, or 25 or 100- 
lb. keg from nearest sup- 
ply house, or if necessary 
from us direct. 











The SMOooTH-ON HANDBOOK 
FREE if you return the coupon 


zand I ditron— 136 pagesof data —tIIO3 diagrams, pi tures and 
practical hints on at least 200 different uses for SmootH-On. 
lb very progressive engineer should have this book —get your 
Ops N¢ WwW. 


SMOOTH-ON MFG. CO., Dept. 12, 570 Communipaw , 


t Ave., Jersey City, N. J. 

‘ Please send copy of the SMOQOTH-ON HANDBOOK ‘ 
; 22nd F dition : 
‘ Name ' 
a Address ‘ 
- a ' 
8 10-31 . 
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a. &. FB. ee B. 
M. J. Hershfield.105 35 70 LAs “Be Deeds ee ee «6CT8 
A. F. Curtin, Jr..116 60 56 Jos. Mayer ..... 133 65 78 
Geo, Patterson ..117 48 69 Robt. Robertson. 86 24 62 
C. Thompson ....118 52 66 R. Robertson, Jr.117 25 92 
A. Minella ...... 95 33 62 J. M. Raftery....113 30 83 
-. 2. ee. .6e. Se ne @& Paul H. Moore...114 30 84 
F. P. MeGinty...105 40 65 H. W. Thorndike.102 36 66 
E. F. Burke.....115  .. A W. T. Hibbett... 95 30 65 
F. Johnson ......114  .. Sa T. S. Duggan.... 97 28 69 
J. J. Milliken....101 + rs BuS. JOFCO . i... kx 105 35 70 
W. D. Martin, Jr.102 

. 


Metropolitan Trade Golfers Play Ridgewood Course 


William Banta and Henry W. Letcher were hosts to 


| the Metropolitan Trade Golf Association at the Ridge- 


wood Country club, Ridgewood, N. J., September 17. 
Three nine hole courses were available, on which the 
prize seekers could try their hand, but play for the day 
was confined to the east and west courses. An excellent 
luncheon and dinner was served. 

Following are the scores and prize winners for the 
afternoon round: 


GCG HH N. G HH. wN. 
J. F. Weaver.... 90 12 78 W. Behrer ...... 104 Guest 
lL. F. Rothwell... 90 8 R&2 iy MN ee nw 8 106 18 88 
M. Readey ...... 100 15 85 So Se ard Gaeiee eo 98 8 90 
H. W. Letcher...101 28 73 T. A. Johnson... 89 0 89 
C. S, Coleman...100 30 74 oe caw ns oes 100 13 87 
k. Korndoerfer . &9 8 &81 H. Garrity ...... 96 15 81 
.. MeCaughern.. $4 Guest K, S. Roberts... 90 5 85 
FEF. Meyer .......-102 Quest hh Se Giwieeen 10] Guest 
fi ae 119 30 89 W. T. Gilmour... 98 15 83 
™. P. Gabosch.... 94 22 72 A, “We BEBO. ccccs 98 13 85 
3. Fe. BPWEB sc ccca 104 22 82 Ww, G&G Bea. 6 os 97 Guest 
Kk. Doolittle ... 96 15 81 H., Bollman ..... 192 30 72 
Carl Henzel .....119 32 8&7 


The prize winners in Class “A” were J. F. Weaver, 
H. Garrity, F. Korndoerfer and E. Doolittle. Those who 
won in Class ‘““B” were C. S. Coleman, H. Bollman, C. P. 
Gabosch and H. W. Letcher. 

¢ 
Connecticut P. & H. Golfers Play Westport 
Course 

The Connecticut Plumbing and Heating Trades Golf 
Association held its September meet on the 16th at West- 
port Country club, Westport, Conn., with W. D. Dickson 
of Westport as host. 

This is an attractive course, and there were 44 mem- 


_ bers and guests in attendance. 


At the dinner in the evening, with E. D. Nelson pre- 
siding, it was announced that the last meet of the year 
vould probably be held at Waterbury Country club, on 


: October 10. 


There were eight members with a low net below par for 
the Haynes trophy. F. J. Daley was awarded the trophy, 
with a net 71, as his handicap was the lowest. The prize 
winners for the day were as follows: 

Handicap, 1-20: Low net, J. R. Burns; 2nd low net, 
A. Mazza; low gross, Frank Daley. 

Handicap, 21-30: Low gross, Thomas Firth; 2nd low 
gross, F. J. Klett; 3rd low gross, J. L. Fierberg; low 
net, J. Lockhart; 2nd low net, J. J. Cotter; 3rd low net, 
H. W. Hanna; 4th low net, A. M. Punzelt; 5th low net, 
C. V. Panley. 


(;uests: Low gross, Lous Vichoh: 2nd low gross, 
e | EK. Wakeman. 
it _ The scores for the day follow: 
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See If This Isn't 
Just the Prospect Stir-up 
You’ve Been Looking For 
On your behalf, we have made up some mighty 
effective sales helps, from time to time. — Printed 


it. Want the proofs? matter you could use, to break the ice with folks 
you knew ought to be thinking along heating 


lines, but weren't. 

Now we've got hold of a humdinger. Frankly, 
we never before touched “high” as we have on 
this “Hither and Yon” booklet on home heating. 

Not the usual booklet, talking about the 
boilers we have to sell. Nor in any extensive 
way urging their advantages. Just an interest- 
ing, broadly inclusive discussion of all that con- 
cerns residence heating. 

If you've seen it, you know it’s the last’ word 
in printing and preparation. If not, we will be 
glad to send you acopy. And after that as many 
as you may want to use locally, for stirring. up 
interest and improving business. 

Where shall we send that first copy to you! 





The Burnham's long fire 
travel makes its short coal 
bill. And we can prove 
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Representatives in all principal cities of the United States and Canada 



















































































100 DOMESTIC 
(3 H N i 2 
1 E. Russell 10o8 30 78  € Smith 133 30 103 
KE. O. Nelson 105 27 78 J. H. Allen 120 30 46 
M. K. Blackwell. 89 11 = =78 H. S. Ortgies 107 2h &2 
W. G. Russell ing 25 8] ‘;, H. Grassie no 610 OO 
RnR. Kk. Lund 95 20 76 R. Surrey ice ae oe 
B. W. Erk 121 30 91 aa a 0 93 27 66 
lL. EK, Gretter 11] Is 93 V. H. Kincoid...111 30 81 
H. E. Coe.. 121 30 91 I. A. Winslow...118 30 88 
W. B. Duffy 107 18 &9 A. M. Punzelt....104 30 74 
li N. Wilson 135 30 105 Kk. W. Loomis....110 30 S880 
J. J. Cotter 97 26 Ti W. Db. Pinkham..117 25 92 
=a. , ae 91 25 66 J. lL. Fierberg... 96 21 75 
(. V. Pauley 103 28 75 J. R. Burns...... 86 4 7c 
it. Kk. Douglas 113 30 £83 T. J. Maloney. .114 30 384 
A. P. Mazza. 92 20 72 Hi, W. Hanna....100 28 72 
J. I) Burnham..116 30 = &6 J. d. McCarty....118 &8@ 8&5 
C. & Tarr.. 102 18 84 Fr. EB. Doyle...... 99 16 8&3 
lL. HK, Finch... 16 25 81 Krank Daley .... 81 10 Ti 
P, B. Cowell. 1OS 26 &2 3. Lwemmart ..... 99 30 69 
W. D. Dickson...119 30 = 8&9 J. K. Berger.....114 30 8&4 
T. H. Dawson 12606 6©63380—CO9G Hi. I). Williams 95 18 47 

GUESTS 

Gross (;Tross (7ross 
Wakeman .... 99 Andrews eu Thomas ......1Z8 
McLaughlin ..108 (“umminger ...102 Duegdall .... aL 
J Renee Parson: .127 4), ee ...106 
Me <stwesasene Clark 127 Seott ... »o hee 
Richards .....129 Vichioli 9] howe ioe 


> 
Contracting Firm Expands 

The W. J. Hyland Plumbing Company of Madison, 
Wis., has expanded its organization to include heating 
and ventilating service. Commenting on the expansion, 
W. J. Hyland, president, declared that it is the desire 
of the company to make its service more complete, as 
well as to reduce operating costs by increasing the volume 
of business. | 
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SIX YEAR 
GUARANTEE 


Rust-defying Kopstee! 
galvanized boilers ere 
gueranteed for 6 years, 
credit based on the un- 
filled service period. 
Guerenteed for 150 Ib. 
working pressure (but 
in Massachusetts, 1274 
ib. working pressure). 


all-electrically welded. 








Furnished in all sizes. 






e€ac 





ENGINEERING 


MIVERSIDE 





Teace 
#66. u.6 SAT. OP8. 

















DOUBLE - EXTRA 


RANGE BOILERS 


Kopsteel range boilers can only be secured from 
RIVERSIDE, and are supplied in the famous Kantleak 
riveted and welded construction, or, the Victory type, 


We have made Kopsteel boilers for over a decade, 
and know that they are an excellent investment. 


Kopsteel boilers, like all Riverside boilers, are thor- 
oughly galvanized inside as well as outside. All tap- 
pings are drop forgings with walls of ample thickness, 
spud being tapped with seven threads. 
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Convention Dates 


October 12-16, 1931—A. G. A.—The 13th annual convention 
and exhibition of the American Gas Association to be held 
at Atlantic City, N. J. 

October 14 and 15, 1931.—E. S. A.—-The annual meeting of 
the Eastern Supply Association, to be held at the Hotel Astor, 
New York City. 

October 22 and 23, 1931—The seventh annual meeting of 
the Missouri Water and Sewerage Conference, to be held at 
Jefferson City, Mo. 

October 28 and 29, 1931—C. S. A.—The 37th annual meeting 
of the Central Supply Association, to be held at the Palmer 
House, Chicago. 

March 14, 15 and 16, 1932——INDIANA—The annual conven- 
tion of the Indiana Association of Master Plumbers, to be held 
at Muncie. 

April 27-29, 1932—N. P. S. A.—The annual convention of the 
National Pipe and Supplies Association, to be held at the 
Greenbrier Hotel and Cottages, White Sulphur Springs, W. Va. 


COMING TRADE EVENTS 


October 5-10, 1931—The tenth annual meeting of the Pa- 
cific Coast Building Officials Conference, to be held at 
terkeley, Calif. 

October 6, 1931—Monthly tournament of the EBastern Trade 
Golf Association, to be held at Woodmere Country Club, 
Woodmere, Long Island, N. Y. 

October 20, 1931—The fifth tournament of the Plumbing and 
Heating Golf Association of New York, to be held at Kings 
Ridge Club, Portchester, N. Y. 

November 7, 1931—The seventh annual dinner-dance of the 
Jobbers’ Credit Association of New York City, to be held at 
the Commodore hotel. 

November 16-21, 1931—-The Third International Conference 
on Bituminous Coal, to be held at Carnegie Institute of 
Technology, Pittsburgh, Pa. 

January 25-29, 1932—The Second International Heating and 
Vertilating Exposition, to be held in Cleveland, Ohio. 






















- HEAVY 





CAMBRIDGE 





On your next order, ask your favorite Wholesaler 
for Kopsteel Double Extra Hea 
standing product of the com 
tanks such as Copper Range Boilers, Septic Tanks, 
Packo Storage Systems, Riboco Storage Systems, etc. 


RIVERSIDE BOILER WORKS, INC. 
MASS. 


boilers. It is an out- 
“A 


New York Office: 11 West 42nd St. 









te Riverside line of 
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Aways A PLEDGE 
OF SATISFACTION... 


To users of steel pipe, the J & L mark is 
always a symbol of unvarying excellence—a 
promise of assured satisfaction. In the J & L 
organization are combined the knowledge 
and the ability to reach and maintain the 
highest standards of quality in pipe manu- 
facture. The knowledge was developed 
through eighty-one years of experience in 
making iron and steel. The ability comes 
through J & L ownership-control of all raw 
materials and processes of manufacture from 
ore to finished product. From startto finish, J &L 
steel pipe is made by ] & L employees—with 
J & L equipment—under J & L supervision. 


OUTSTANDING 
FEATURES OF 
J&L 
STEEL PIP 








44. JUNIOR BEAMS 
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J&L 














I — Uniform Quality Steel 


2 — Free from Excess Scale 
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Thread 
+ — Sound Couplings 
6G — Thoroughly Coated 
7 —Rigidly Inspected 


utting——Easy to 


#%— Galvanized Pipe Uni- 
formly Coated—No 
Clogging with Spelter 











J4i STEEL PIPE 


J&L LIGHT CHANNELS 
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Sharp, clean, accurate mill threads are characteristic 
of J&L pipe. Reaming and countersinking are 
carefully done, so that no burrs will be left to cause 
a reduction of bore. Every thread is sized and gauged 
for pitch. Inspection is definite and rigorous. As a 
consequence, the pipe fabricator’s work is easier; 
joints are tighter; and the whole piping system 
is better, 
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J4@t NAILS and STAPLES 
BRIGHT and GALVANIZED 


34 STRUCTURAL STEEL J4t STEEL PILING 
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FAMILIES 


Supplied With 
UNLIMITED 


HOT 
WATER 


at practically no cost 
the year around ... 


NE EXCELSO Indirect Water Heater, operating on the steam 
heating boiler, supplies all the needs for domestic hot water in this 
seventy-one family Brooklyn apartment house. When the boiler is being 
hred for heating purposes, the cost of operating the KE XCELSO 1s prac- 
tically nothing. When the boiler is fired exclusively to supply domestic 
hot water, the cost of operation is lower than if any other known method 


were employed to heat the water. 


Thousands of EXCELSO installations similar to this are giving satis- 
factory service in this country and Canada. 

The Plumbing and Heating Contractor and the Oil Burner installer are 
all interested in EXCELSO’S new Catalog. ' 
gives information on heating water the year around when EXCELSO 
Heater is connected to Oil, Gas or Coal-hred Boilers. This Catalog will 
help you make many prohtable installations. 


EXCELSO PRODUCTS CORPORATION 
Buffalo, N. Y. 


Stocked and sold by Leading Wholesalers and Boiler 
and Radiator Manufacturers Everywhere 


57 Clyde Avenue 
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Write for it today. 
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Dual-Coil ke xce lso Indirect 
Water Heater similar to the 
one used in this apartment. 
All Excelso Heaters have re- 
movable copper coils and pat- 
ented ground joint brass con- 
nections, an exclusive Excelso 
feature 
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Woodcrest Apartments, SiS 
FE. 14th St., Brooklyn. Domes- 
tic hot water is heated, winter 
and summer, by one No. 46 
Excelso Dual-Coil Water 
Heater, operating on the coal- 
fred heating boiler. Wm. Q 
McCarthy, Architect; Blecher 
& Goodman, Owner and 
Builder; Jung Brothers, 
Plumbing Contractor; FE, J. 
(Brien, Heating Contractor 
all of Brooklyn N 








| he new I Kce Iso Ake arway 
Valve is a single unit to pro- 
vide for the positive cleaning 
of rust and sediment from 
tank, heater and feed lines 
It’s safe since with it the lines 
never aré blocked. Install one 
on every hot water supply sys- 
tem, to insure owner satisfac 

tion and foolproof operation. 


Write for details. 





SIZES TO HEAT WATER FOR ONE FAMILY OR ONE HUNDRED 
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News of Plumbing and 








N. A. M. P. Standing Committees Are Named 

The names of the members of the six standing com 
mittees of the National Association of Master Plumbers 
have just been announced by President P. W. Dono 
vhue, of Boston, Mass. The six committees are: ap- 
prenticeship, conference, educational, scholarship, stand 
ardization and Plumbing and Heating Industries Bureau 
committee. Many of those selected have had previous 
experience as National committeemen. 

President Donoghue’s selection of his board of direc 
tors was announced in our last issue. The National 
standing committees are as follows: 

Apprenticeship Committee: Benjamin J. Seckinger, 
chairman, 180 Forsyth St., S. W., Atlanta, Ga.; Arthur 
H. Kussman, 4920 Prytania St., New Orleans, "a.; 
Henry J. Ritter, 543 Sycamore St., Buffalo, N. Y.; Clif 
ford F. Smith, 8th and Weber Ave., Sioux Falls, S. D.; 
Charles W. Wilson, 473 Alameda Ave., Youngstown. 
(Yhio, . 

Conference Committee: Martin W. Utz, chairman, 
1059 Main St., E., Rochester, N. Y.; Samuel A. Rice. 
404 Herskowitz Bldg., Oklahoma City, Okla.; A. A. 
Mills, 66 West Main St., New Britain, Conn.; Charles 
M. Chapman, 3124 Pearl St., Jacksonville, Fla.; C. F. 
Troutwine, 100 So. Beaver St., York, Pa. 

FE:ducational Commuttee: David S. Sanderson, chair- 
man, Drexel Hill, Philadelphia, Pa.; Edwin B. Clayton, 
2408 E. Colfax Ave., Denver, Colo.; Earl L. Clevenger, 
122 S. High St., Muncie, Ind.; Edward Kanney, 614 
Monroe St., LaPorte, Ind.; George T. Noyes, Presque 
Isle, Me. : 

Scholarship Committee: John J. Vogelpohl, chair- 


- 


ian, 1646 Hoffner St., Cincinnati, Ohio; John J. Cal 
nan, 440 So. Dearborn St., Chicago, Ill.; P. W. Dono 
vhue, 342 Newbury St., Boston, Mass.: George H. 
Drake, 218 Lexington Ave., Buffalo, N. Y.; Richard J. 
Welch, 71 Middle St.. Lowell. Mass. 

Standardization Committee: Jere L. Murphy, chair- 
man, 340 E. 44th St.. New York. N. Y.: Joseph H. 
Bilheimer, Jr., 113 E. 4th St., Little Rock, Ark.; E. G. 
Harris, 3312 W. Cary St., Richmond, Va.; Robert T. 
Rock, 103 South Ave., Bridgeport, Conn.; John M. Wil 
bers, 615 S. Shelby St., Louisville, Ky 

Plumbing and Heating Industries Bureau Committee: 
(seorge H. Drake, president, 218 Lexington Ave., Buf 
lalo, N. Y.; P. W. Donoghue, 342 Newbury St., Boston, 


\Mlass.: Edward B. Kleine. 329 Ludlow Ave.. Cincinnati. 


(Yhio; Jere Sheehan, Jr., 1609 Olive St., St. Louis, Mo. 
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President Hoover Offers to Help Home Building 

The President's conference on home building and home 
ownership, for which preparations have been under way 
during the last vear, will be held in Washington, Dec 
2 to 5. In making announcement to this effect Presi 
dent Hoover expressed the hope that the “one thousand 
representative citizens” who will attend the meeting will 
be able to work out a plan which will aid current un 
employment by stimulating the industries on which build 
ing depends. 

The President said preliminary studies had disclosed 
that the credit system in home building is not as satis- 
factorily organized as other branches of credit. He 
added that rates for second mortgages, including com 
missions, discounts and other charges, rose in many cities 
to the equivalent of 20 or 30 per cent per annum just 
prior to the depression. This resulted, he continued, “in 
stifling home ownership and led to the loss of many 
homes through foreclosure.” 

The conference on home ownership was organized 
under the direction of Secretary of Commerce Robert P. 
Lamont. John M. Gries is the executive secretary 
Twenty-five committees have been engaged for months 
in gathering and analyzing available information and in 
making studies and inquiries. The conference will deal 
with the whole question of home construction and owner 
ship, and of the home environment. 

“It will embrace finances, design, equipment, city plan 
ning, household and management,” President Hoover 
said. “It obviously is not our purpose to set up the 
covernment in the building of homes. But the confer 
ence will, I believe, afford a basis for the development 
of a sound policy and inspire voluntary organization to 


cope with the problem.” 


+ 


California Group Joins State Association as a Body 

One hundred per cent strong, with a membership 
of fifty-two, the Peninsula Master Plumbers Associa 
tion joined the state and national associations at a 
banquet meeting held at Spearin’s cafe near Palo 
\Ito, Calif., on September 2. In hits introductory 
talk, President P. E. Brand of Redwood City ex 
plained that the occasion was the outgrowth of the 
\ugust 19 meeting which was addressed by State 
Secretary John M. LaDieu who potnted out the ad 
vantages of organized effort. President Brand con 
tinued by stressing the point that he personally felt 


- 
eS cree ne ee ee ee a - 


= ee mm eee 






































wee o ee Bie. «wee 


. 
Se ee eo ee 























104 DOMESTIC 

a favorable decision would be the making of their 
association, and that although their organization is 
young and that they have been successful in 
their efforts so far, they needed the backing of the 
state and national bodies. 


very 


President Brand was followed by Manager E. W. 
Hokom who strongly urged affiliation with the state 
and national groups, at the same time acknowledging 
the efforts of Secretary LaDieu who had been assist- 
ing him in organization work for the past thirty 
days. J. V. Young of San Francisco, president of 
the California State M. P. A., spoke at length on 
various major movements now under way in the 
state and national associations, and what was accom 
plished at the N. A. M. P. convention at Milwaukee 
last June. Summing up his experience as a member 
and an officer in both his local and the state body, 
Mr. Young said the value of organization work had 
heen definitely proved to him. 

At the conclusion of President Young's address a 
unanimous ballot was cast in favor of state and na- 
tional affiliations. The Peninsula association is made 
up of members from South San Francisco, Daly City, 
surlingame, San Mateo, Menlo Park, Redwood City, 
Palo Alto, Los Gatos, Mountain View, Sunnyvale 
and San Jose. Following is the official personnel: 
President, P. E. Brand of Redwood City; Vice Presi- 
dent, Charles A. Merritt of San Jose; Secretary, 
frank Lindstrom, Burlingame; Treasurer, H. P. 
Hansen of Palo Alto; directors—John Peabody of 
San Jose, Fred Berryman of Los Gatos, John E. 
Brasesco of Menlo Park, W. F. Craig of San Mateo 
and W. FE. Allen of Burlingame. KE. W. Hokom of 
Palo Alto is with offices at 50 Homer 
street. 


manager, 


+ 
Alabama State Plumbers’ Board Is Named 


Governor Miller has named the Alabama state plumb 
ers’ board which began operating September 1 in ac- 
cordance with a law passed by the legislature. The 
hoard will have charge of the examination and licensing 
of journeymen and master plumbers. Members ot the 
board were recommended to the governor by the Ala 
bama Master Plumbers’ \ssociation and are as follows: 
Robert FE. Lutz, Montgomery; H. A. Stevens, Mobile; 


J. F. Hickman and FE. A. Boie, Birmingham. 
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Milwaukee Association Resumes Regular Meetings 


The Milwaukee Master Plumbers’ Association has 
resumed its semi-monthly business meetings, which 
will be continued through the fall and winter sea- 
The first meeting of the fall season was held 
Tuesday, September 1, and from now until the be- 
ginning of the Christmas holidays the organization 
will meet on the first and third Tuesday of each 
month. 


SO. 


* 
Natural Gas Being Piped to Minnesota 


Construction is in progress on a 16-inch pipe line by 
the Northern Natural Gas System from a point west 
of Mason City, Ia., northward toward Minnesota. The 
line will pass about four miles east of Lake Mills, Ia., 
and about two miles west of Albert Lea, Minn. The 
right-of-way has been purchased to a point near Owa- 
tonna, Minn., and the contractor is to have the work 
completed to that place by December 1. The work is 
progressing at the rate of about 10,000 to 12,000 feet 
per day. 

~ 


Name Candidates for A. S. H. V. E. Offices 


The nominating committee of the American Society 
of Heating and Ventilating Engineers, appointed to 
select candidates for officers of the Society for the 
coming vear, 1932, has submitted the following list of 
nominees: For president, F. B. Rowley, Minneapolis, 
Minn.; for first vice president, W. T. Jones, Boston, 
Mass.; for second vice president, C. V. Haynes, New 
York City; for treasurer, F. D. Mensing, Philadelphia, 
Pa. 

The committee has also nominated the following for 
members of the council for a three-year term: IF. E. 
Giesecke, College Station, Tex.; G. L. Larson, Madison, 
Wis.: J. F. McIntire, Detroit, Mich.; and W. E. Stark, 
Cleveland, Ohio. 

In accordance with the provisions of the amended 
constitution, ballots containing the names of the above 
candidates will soon be sent to the membership for 
voting upon prior to the annual meeting in January, 
1932. 

Those on the nominating committee and the chapters 
they represent are: R. C. Bolsinger, chairman, Phila- 
delphia: H. M. Nobis, Cleveland; H. M. Hart, Illinois ; 





The annual outing of the Heating and Piping Contractors Boston Association, which was held recently at the t nited 


Shoe Machinery 


(olf Club, Beverley, Mass... attracted a large enthering. 
affair 


Aheve are some of these who attended the 
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for these lemples of Worship 


N a religious edifice, while beauty, dignity, and appropriateness of 
I design come first, the factor of Sidieunte is likewise a leading con- 
oe | _  Sideration. Soundness and suitability for its work are not compromised 
bebe) _. im the choice of any material. The humble role of pipe, though the 

+ amount is relatively small in- such a building, is of the utmost import- 
ance for enduring service. Therefore, NATIONAL Pipe was chosen for 
the heating requirements of the three splendid New York edifices here 
shown. Every such instance adds a little to the sanction with which 
NATIONAL Pipe, in various forms for various uses, is acclaimed in 
all parts of the country as— 


America’s Standard Wrought Pipe 


NATIONAL TUBE COMPANY 
Pittsburgh, Pa. } 
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TOP—THE SEMINARY OF THE IMMACULATE 
CONCEPTION, Huntington, Long Island 

Architect: Robert J. Reiley, New York; Cons. Engr.: Chauncey 

Matlock, New York; Heating Contr.: Almirall & Co., New York. 
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CENTER~—TEMPLE EMANU-EL, New York City 
Architects: Robert D. Kohn, Charles Butler and Clarence S. Stein, 
New York; Heating & Vent. Engr.: Jaros & Baum, New York; 
Heating Contr. Alvord & Swift, New York. 


BOTTOM~—RIVERSIDE CHURCH, New York City 
Architect: Henry C. Pelton, New York City | 

Asso, Arch.: Allen & Collens, Boston, Mass. and New York sey. 
Heating & Vent. Engr.: Meyer, Strong & Jones, Inc., New Yor 
Gasent Contractor: Marc Eidlitz & Son, New York. 

Heating Contractor: Gillis & Geoghegan, New York 
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Have you ever heard a man connect his lawn 
hose to an old-fashioned sill faucet? IF you 
have, you ve probably heard your own inter- 
pretation of the above. Skinned knuckles are 
apt to produce undesirable but satisfactory 
language in any man. 


“Why the devil dont they make a faucet that 
will enable a fellow to attach the hose with- 
out making himself a first aid case?’ That's a 
— many a home owner has asked him- 
self. 


It's the question that Enterprise has answered 
with its 4A Sill Faucet, made with a 45-degree 
spout and, of course, made as all Enterprise 
Brass Goods are made, perfectly. 

In %-in. or 34-in. sizes; polished or rough 
N. P. bonnet on rough N. P. body. Loose 
key or wheel handles. Show them and sell 
them. From your jobber. 
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N. W. Downes, Kansas City; David Moulton, Massa- 
chusetts; J. F. McIntire, Michigan; M. S. Wunderlich, 
Minnesota; Russell Donnelly, New York; F. H. Burke, 
Western New York; H. J. Church, Ontario; E. O. 
Eastwood, Pacific Northwest; F. C. McIntosh, Pitts- 
burgh; C. A. Pickett, St. Louis; R. L. Gifford, Southern 
California; E. A. Jones, Wisconsin. 
e 
Minnesota Starts State-Wide Membership Drive 


An intensive state-wide drive for increased member- 
ship has been started by the Minnesota Master Plumbers 
Association under the leadership of President Harvey 
W. Strader of Minneapolis. 
Mr. Strader, who is now 
serving his second term as 
state president, is firmly de- 
termined to make Minnesota 
one of the best organized 
states. He plans to devote 
one-half of his time for the 
rest of the year to member- 
ship work. 

Accompanied by M._ T. 
Fox, secretary of the state 
association, and Joseph G. 
Hildebrand, secretary - man- 
ager of the Plumbing and 
Heating Industries Bureau, 
Mr. Strader has just made a 





Harvey W. Strader 


_ tour of the Iron Range counties as well as some other 


_ sections of the state. 
apolis, St. Paul, Duluth and Virginia. 


Meetings were held in Minne- 
Other points 
visited were Pine City and Cloquet. 

Realizing that the basis of all successful membership 


| work is first of all adequate information about members 





_and prospective members, Mr. Strader is beginning the 


membership drive by sending a questionnaire to all mas- 
ter plumbers in the state. The mailing of the question- 
naires will be followed by a series of six letters, one a 
week, to all members and prospects. Subsequently new 
and old members will get acquainted in a series of 
zone meetings throughout the state. 

In explaining the need for a stronger state associa- 


tion, Mr. Strader says: 


“The next two years are going to be the most critical 


' that the plumbing industry has ever faced. In these two 
_ years will be decided the question of whether the master 
| plumber will continue to sell both material and labor or 
_ whether in the future he will do the labor only and will 
_ have to be content with the meager profit he can make 





on labor. 

“What the decision of the industry will be on this 
question depends on the strength of the National Asso- 
ciation of Master Plumbers. The strength of the Na- 
tional depends on the strength of the various local asso- 
ciations of which the National is composed. I believe it 
is my duty as president of the Minnesota state associ- 
ation to see to it that every master in the state who is 
eligible for membership will be earnestly solicited. 

“With the growing menace of competition from the 
mail order houses, the direct-to-consumer outlets, and 
the other various sources, it is utterly impossible for any 
individual to stand out alone and make a fight for busi- 
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ness. Organization and education is the only salvation 
of the industry today.” 

In connection with President Strader’s efforts in be- 
half of the education of his members, he announces that 
a class in salesmanship will be started by the Range asso- 
ciation. The class will be conducted under the auspices 
of the National association, and members will use the 
manual of salesmanship prepared by the Plumbing and 
Heating Industries Bureau. 

Firmly back of President Strader in his membership 
extension campaign are the board of directors of the 
state association who are as follows: Math Elsen, Min- 
neapolis; Henry Hanson, Virginia; Charles J]. Olsen, 
Winona; Axel F. Peterson, St. Paul; E. J. Bossard, St. 
Paul; Albert Oman, Pine City; J. G. Mehl, Albert Lea; 
. H. Strand, Benson; Carl Bruno, Cloquet, and Martin 
Wold, Duluth. 

& 
Carnegie Tech Offers Evening Courses in 
Heating and Ventilating 


The Carnegie Institute of Technology, Pittsburgh, 
Pa., in its College of Industries, offers the following 
evening courses in steamfitting, heating, ventilating and 
welding: 1—Regular two-year trade course in steamfit- 
ting. 2—Regular two-year course in heating and venti- 
lating. 3—Half-year course in welding and cutting. 

Final registration will be held October 6, 7 and 8, 
from 7:00 to 10:00 p.m. Classes will begin Monday 
evening, October 12. 

© 
How Liquefied Petroleum Gas Is Distributed 


The story of a man who gave up a lucra- 
tive contracting business to devote all his 
time to selling gas tn cylinders was told in 
our last tissue, on page 82. This man has 
built up ina period of eight years a business 
in gas that amounts to $150,000 annually. 
This ts something the heating contractor can 
profitably handle as a side line to his regular 
business. 

To those who are not familiar with the 
method of distribution of liquefied petro- 
leum gases, the following will be enlighten- 
ing: 

lo the Editor: 

The term “liquefied petroleum gas” is a general one, 
usually applied to hydrocarbons which have a vapor pres- 
sure of greater than 25 pounds at 70 degrees F. It, 
therefore, usually embraces propane, butane, and vari- 
ous combinations of these two gases. The term “bottled 
vas’’ is a name applied to propane gas which is dispensed 
in steel cylinders and sold under various trade names by 
a number of companies. 

There are two general classifications of petroleum 
tuels for this purpose, one being called a wet type gas, 
which delivers a volatile liquid fuel to the burners, at 
which point it is vaporized, and the other type, which 
delivers strictly a gas to the burners, which is covered 
by the gases mentioned above. 

We understand there are various methods of distribut- 
ing the liquefied petroleum gas products and are, of 
course, most familiar with our own policy, which pro 
vides for a retail dealer sales organization backed up by 
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KOVEN 
Quality 


SINKS 














Galvanized Seullery Sinks 


The same ruggedness in construction and quality 
workmanship embodied in all KOV EN products. 
KOVEN can make prompt delivery of these sinks 

custom built to meet your exact require- 
ments. Each sink is “hot dip” galvanized after 
fabrication. 


Steel and Alloy 
Sinks... to Specification 
KOVEN sinks are also available in Monel, 

Allegheny and other alloy metals. 


Ask Your Jobber for KOVEN 


Storage Tanks Septic Tanks 
Expansion Tanks 
Barber Boilers 


Etc., etc. 


Range Boilers 
Fuel Oil Tanks 


Pneumatic Tanks 





(Complete Descriptive Literature on Request) 


L.0. KOVEN & BRO., Ine. 


154 Ogden Avenue 
JERSEY CITY, N. J. 
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od Aa it’s money that you can keep, too, 
e. because WEISTEEL integral construc- 
°2 tion eliminates all possibility of leaks or 
other service difficulties that might subsequently 
eat into your profits. 


WerSTEEL Shower Cabinets are easily sold for 
installation in homes, apartments and hotels. 
Almost every remodeling job gives you an 
opportunity for this added business. Being 

entirely independent of the structure of the 
building, they may be set on any kind of 
floors, against any kind of walls without 
the use of lead pans or other precautions. 








The American public is shower minded 
and you can cash in on this desire 
for the modern bath---quick, simple 
and invigorating. Let us send you 
full details about WeiSTeEeEL 
Shower Cabinets. It will involve 
no obligation on your part. 








THE Henry Weis Mec. Co., INc. 


LICENSED MANUFACTURERS 


ELKHART, INDIANA 
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_a sales organization of our own. Our territory embraces 


the entire middle west and is managed through seven 
zone offices, each having jurisdiction over their zone ter- 
ritory. Our set-up provides for two cylinders of gas 


installed in a steel cabinet, of which only one cylinder is 


used, the second one remaining as a reserve against deple- 
tion of the first cylinder. Upon exhaustion of the first 
cylinder, the consumer notifies the dealer and the dealer, 


_ in turn, delivers a new cylinder to replace the exhausted 


one, thus, always insuring a constant supply of gas. 
One of the most important phases of this matter is 


| using the proper appliances. At the inception of the 
| industry, some attempted to use it in ordinary natural 


and manufactured gas appliances and, of course, while 
the gas would burn with a satisfactory flame, the eff- 
ciencies were so low that prohibitive operating costs 
offered a terrific sales resistance. With the development 
of the industry, simultaneous developments were carried 
on to establish a complete line of appliances which were 
especially designed and engineered for use with this gas. 
The result is that the appliances we recommend for this 
gas, and whose operating costs we guarantee, permit ren- 
dering this gas service at a reasonable cost. The average 
length of life of a cylinder for cooking in the average 
family ranges from ten weeks to three months. 

Applications for dealer franchises are made direct to 
the home office and fall under the jurisdiction of the sales 
management. The operation of an industry such as this 
requires constant work and development, not only on 
the equipment used for dispensing the gas, but on the 
appliances, as appliance demands are always for the lat- 
est type of equipment and we are, therefore, in constant 
touch with appliance manufacturers co-operating in the 
development of appliances for use with our product 
which are recommended to our dealers. 

The gas is generally shipped from extraction plants 
located in the Mid-Continent oil and gas fields to stra- 
tegic points at which it is bottled in steel cylinder. Con- 
trol over the cylinders is exercised by the Bureau of 
[:xplosives and the Inter-State Commerce Commission, 
and the Board of Underwriters maintains control over 


| the pressure reducing equipment. Recently, the Ameri- 
_can Gas Association has become interested in appliances 
_for use with this gas and will have developed a set of 
| specifications for this class of appliances. With refer- 


ence to the firms which distribute this product on a na- 
tional basis, we are not aware of anyone’s attempting this 
practice. Such things as freight rates, et cetera, estab- 
lish economic barriers which, to some extent, limit the 
scope of operation of each company. 

With reference to the setting up of a dealer, we have 


_ found that the method which requires the smallest invest- 


ment on the part of the dealer is the most acceptable. 


_ Our system, which requires only a stocking of the operat- 


ing equipment, appliances, and a supply of gas in bottles. 


of course, reduces the dealer’s investment to the mini- 


mum, as he has no money invested in cylinders or spe- 
cial equipment for the distribution of the gas. The deal- 
er’s operations are, of course, substantiated by contacts 
from our sales organization, radio broadcasts, advertising 
data, window displays and sales campaigns. 


Skelgas Company, 
(Signed) W. G. Watkins, Manager, 
Skelgas Research Department. 
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Group picture taken at the recent annual outing of the Master Plumbers Association of the Borough of Queens, held at 
Narragansett Inn, Lindenhurst, Long Island, N. Y. 


Queens Association Holds Enjoyable Outing 


With a crowd of approximately two hundred and 
fifty, ideal weather and an ideal meeting place, the 
annual outing of the Master Plumbers’ Association of 
the Borough of Queens held on September 12 at Narra- 
gansett Inn, Lindenhurst, Long Island, N. Y., was 
successful in every respect. 

The members, their families and friends came by 
auto, by bus and by train to enjoy the annual affair. 
Never during the entire day did activity lag or fun 
cease. From the hard fought ball game between the 
master plumbers and the salesmen to the last event on 
the program, things happened one after the other. 

Vice president Joseph R. Mittasch, who acted in the 
capacity of chairman, was assisted in the arrangements 
by the following committees : Games—Nicholas P. Dono- 
hoe, Adolph Oerter, Fred G. Zweygart and Charles R. 
Bbudrie. Floor and Entertainment—Jacob Stockinger, 
Jr., J. S. McNamara, T. J. Whalen and William FE. 
Foley. Door and Ticket—J. F. Rogers and Lawrence 
|. Redmond. 


+ 
Chicago Steamfitters Play Golf 


On Friday, September 18, members of the Chicago 
Master Steamfitters’ Association played golf at the Nor- 
dic Country club with a number of guests invited from 
among the supply men. A cool day made for com- 
fortable playing conditions. 

Among the members, the prize winners were: Class 
\, K. Nilson, T. Kelly and John Hansen; Class B, John 
Usher, L.. T. Braun and R. Berry; Class C, John 
Schroeder, W. V. Hoier and A. F. Walsh; Class D, 
H. D. Allen, W. E. Holbeck and L. J. Metzger. S. A. 





Top row, left to right: C. M. Baumgardner, manager, Chicago branch, U. 5S. Radiator Corp.; 
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Pope and W. Gemeny were special prize winners. 
The guest prize winners were: M. H. Schulhof, 
T. C. Arndt, C. M. Baumgardner and R. C. Malvin. 
MEMBERS 


G. H N. G. H N. 
Abrahamsen, P. .1038 30 73 Kelly, T 86 13 73 
FU Se) ee 114 o4 80 Kilander, A La2 Zi S] 
a. re 97 18 T7$§ Lamb, Chas 105 30 Th 
Biack, F. C.....14868 36 S86 Magan, T 100 27 = 6F3 
Braun, lL. T..... 91 2 70 Manz, FE. 96 16 80 
Brunner, L. . 97 22 75 Metzger, L. J....127 3 96 
junge, J. W. 109 28 81 Moran, F. 101 27 74 
Claffey, E. J... 88 15 73 Newstedt, H. F..116 30 &6 
Crone, Chas., Jr. 95 23 72 Newstedt, H. W..114 30 &4 
Dickerson, G.... 91 21 TO Nilson, K. 83 12 71 
Doose, Jd. H...... 9% 30 77 Pope, S. A 83 14 69 
Ellis, E. cuss 98 14 8&4 Reger, H. P 97 24 73 
Emmerson, E. .118 36 82 Reynolds, S. J 100 628) (CO7T2 
Farwell, W. ....118 25 93 Schroeder, Jno. 92 23 69 
Fitzgerald, FE. ...100 21 79 Thumm, W 102 22 80 
Giemeny, W. ....131 36 95 Usher, Jno. . 89 = ZI HS 
Hansen, Jno. . 89 8 81 Wacholz, Il. 128 36 92 
meee, Be. Beas scccs SS 3S FS Walsh, A, F. 97 26 71 
Hoier, Wm. .. 94 28 66 Walsh, W. J 123 36 87 
Holbeck, W. ....116 36 86880 Winterble, A, F..110 31 79 
Jensen, H. ......126 36 90 

GUESTS 

Arndt, T. C. 101 30 71 Kroger, A. . 104 20 &4 
farrows, Chas 97 19 72 Malvin. RB. C q2 12 a6 
B’me'dner, C. M..110 30° 80 Matchett, J. © 99 21 78 
Fries, R. C.. 109 35 74 Schuloff, M. H 9} 19 72 
(Gileason, P. J....126 36 90 Voss, H. A. 1O8 36 ¢2 
Kreissl H. G 131 36 OF Weil, I 105 AT M4) 


Milwaukee Club Holds Fish Fry 
The North Side Pleasure Club, north side branch 
of the Milwaukee Master Plumbers’ Association, par 
ticipated in a fish fry at the summer home of John 
Lubenow at Little Cedar Lake, on Thursday, Sep 
tember 10. Games and contests and outdoor sports 
of all kinds helped to make the outing a success. 


ae | 


H. D. Allen: Paul Abraham- 


son; F. E. Moran: E. Manz: H. W. Newstedt; M. H. Schulhof, of Pincus & Schulhof; L. A. Wachholz:; Harry Mart; H. F. 


Newstedt; L. Brunner: and John Usher. Bottom row: W. J. 


Farwell; J. H. Doose; A. F. Walsh; E, EE. Fitzgerald; Charles 


EK. Barrows, manager, Chicago branch, Crane Co.; I. Weil, Weil-MeLain Co.; rn. T. Wray. Davies Supply Co.; W. J. Gemeny: 
Henry P. Reger: T. C. Arndt; C. G. Lamb; and T. J. Magan. Photos taken at recent monthly golf tournament of the Chicago 


Master Steamfitters Association, 


held at Nordie Country club 
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Left: 
Emile Heymans. 


Martin Doerr, Hobert Allmon, W. A. 


Right: C. 


Rowe and Walter Seitz. Center: 
W. Higgins, J. J. McLeod, R. J. Olesen and Jack Camp. Photos taken at a recent tourna- 


Frank A. Mosher, H. Porter Wilson and 


ment of the Plumbing and Heating Club of San Francisco, Calif. 


Long Island Oil Burner Dealers Play Golf 


Long Island oil burner dealers and allied interests 
gathered at the Oceanside Golf and Country club, 
Oceanside, Long Island, N. Y., on August 10, to 
participate in a golf tournament. 

The excellent prizes offered by the Long Island 
Oil Heat Association, attracted many golf and near 
golfers from dealer and branch office sales organiza- 
tions. 

Bud Maher, of Hempstead, won the honor of first 
prize and was awarded the President’s trophy. Other 
winners were T. Higgins, S. S. Elkins, J. Breckon, 
R. Nicholson, T. W. Scott, H. Jones, Charles 
Bendix, J. Rennick, Fred Mundt and J. Shields. 

At a dinner meeting, N. H. Vanderwahl, president 


of the association, introduced Walter J. Harter, as 


toastmaster. The speakers of the evening were 
Charles B. O’Hare, assistant general sales manager, 
Electrol, Inc., New York City, who emphasized the 
value of organizing dealer activities to meet the re- 
quirements of a great potential market for oil burn- 
ing equipment and R. Nicholson who talked on the 
subject “Looking Ahead in 1931.” 


e 


Tri-City Oil Burner Association Has 
Field Day 


The Tri-City Oil Burner Association, made up of 
distributors and dealers of oil burners in the cities of 
Albany, Schenectady and Troy, in New York state, 
had their first field day on Sunday, August 30th at 
Schutzen park, Albany. 
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These Gloves Are Made for Real Wear 


HEATING CONTRACTORS, ATTENTION! 


You can insure immediate and lasting satisfaction from 
every installation arfd avoid criticism and call-backs by 
You 
Old jobs 


using W |] Boiler and Heating System Cleanser. 
will find it cheaper than blowing off the boiler. 
will work better than ever before. 





SOLDER SEAL. 
And Your Worries Are Over! —— 


Free Horsehide Palm Gauntlets Packed in Each Carton. 
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PERMANENTLY REPAIRS LEAKS 
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HEATING BOILERS | 











RADIATOR SPECIALTY comma 


Cwamiotie NC WV 
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Baseball games, running races and other sports 
were enjoyed by the salesmen, service men and deal- 
ers present. A-splendid clam bake was part of the 
program, at which Morton G. Marks, president, 
presided. A. W. Clark, managing secretary of the 
Dealer Division was in attendance representing the 
\merican Oil Burner Association, Inc. 


s 
Denver Association Will Meet Once a Month 


The Denver Master Plumbers’ Association, in accord- 
ance with a recommendation of its board of directors, 
has discontinued its regular weekly meetings. In the 
future the association will meet only on the first Monday 
night of each month. The board of directors will con- 
tinue its regular weekly meetings to take care of impor- 
tant association business. The next meeting of the 
association will be held October 5. 

* 
Bureau Continues Successful Publicity Work 


The Plumbing and Heating Industries Bureau is con- 
tinuing its successful efforts to create among the general 
public the proper attitude toward plumbing and heating 
through educational publicity in newspapers and general 
magazines reaching the home owner and the prospective 
home builder. The Bureau’s work in this direction, 
which was started in the early part of 1929, has been 
described in detail in previous issues of Domestic EN- 
GINEERING. 

An article in our November 1, 1930, issue told how 
on January 1, 1930, arrangements were made with 100 
daily newspapers to use weekly releases on plumbing and 
heating subjects in making up the pages of their building 
sections. Six months later the number of newspapers re- 
ceiving the weekly releases numbered 205, an increase 
of almost 100 per cent. The total circulation of the 
papers was more than 13,000,000. Now 280 newspapers, 
with a circulation of about 15,000,000, are receiving the 
releases. 

The weekly releases are also sent to various svndi- 
cates, which give these plumbing and heating articles 
a wide circulation among the smaller newspapers in the 
country. In addition, the Bureau’s publicity department 
is continually furnishing various general magazines with 
material on plumbing and heating subjects. 

Norman J. Radder, publicity director, recently pre- 
pared several articles on plumbing and heating for pop- 
ular general magazines. They are outstanding examples 
of the publicity work of the Bureau. One article was 
published in the August issue of Better Homes and Gar- 
dens, a magazine with a circulation of 1,400,000. The 
title of the article, which points out the need for at least 
two bathrooms in every home, is “Two Bathrooms of 
Course.” 

Another article appeared in the August issue of the 
\merican Home, which has a circulation of 400,000, in 
the form of a two-page pictorial spread of before and 
after bathroom modernizing pictures. The article tells 


of the need for modernizing obsolete bathrooms and 
how easily and conveniently this can be done. 

A third article, which appears in the September issue 
of the Bankers’ Monthly, a magazine which is circulated 
among bankers, is entitled “How Quality Plumbing 
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Philadelphia College of Pharmacy. Duriron 
Pipe hangs from ceiling. No leaks. 


HERE there are acid wastes it will pay you 

to recommend and install Duriron Pipe. 

Duriron is acid-proof and can be expected to out- 

last the building in which it is placed, because it 

stands up indefinitely against the attacks of 
corrosive drainage. 

If you depended on ordinary pipe to handle the 
situation, replacements would be in order in a 
comparatively short time—and can you be sure 
you would get the replacement business? 

You insure yourself with Duriron Acid-proof 
Drain-pipe. With the time and labor of only one 
job, you do as well or better by yourself as you 
would on three or four ordinary jobs. Duriron 
is installed exactly like extra heavy cast iron. 

And you save your customer money—make a 
life-long friend of him—earn a reputation for 
progressiveness. 


Write us now for particulars 


THE DURIRON COMPANY, INC. 
410 No. Findlay St. Dayton, Ohio 


PACI 
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Here is a profitable item that helps maintain your 
fall volume of business. 


A practical economical means for furnishing hot 
water in connection with a 30 or 40-gallon range 
boiler. These heaters made in iron or brass will fit 
any style furnace or boiler. Their one foot of heat- | 
ing surface carries 35 feet of radiation with maximum 
efficiency. 





Cleanout plugs at bottom. Openings tapped for 
either 34 or 1-inch rim pipe. Each is water tested 
before shipping. See the Blake catalog for speci- 
fications and prices. Sold by jobbers everywhere. 


BLAKE SPECIALTY COMPANY 
ROCK ISLAND ILLINOIS 





This improved 
pipe cutter will 
last a life-time 


Here's a Pipe Cutter that just won't wear out—the ARMSTRONG 
BROS. Heavy Duty Pipe Cutter. The body is of Certified (40% to 200°; 
stronger) Malleable Iron. Pins and rollers are of tooi 
steel, carefully machined, hardened and tempered. 
The thrust rod is hardened on the point and bears on 
a hardened tool steel block that is embedded in the 
swinging arm; it is also knurled near the handle so that 
it can be ‘‘spun”’ into rapid adjustment. 


Thrust is absorbed by a hardened steel nut that 
can be easily replaced. The larger sizes are tapped to 
take « pipe handle. The wheels are the Alloy Steel 
Knife Blade Cutter Wheels—are hardened, tempered 
and cadmium plated. 





Write for Catalog P-10 which describes the full 
line of “BETTER Pipe Tools’ distinguished by 
the Arm-and-Hammer Trade Mark. 


' 


ARMSTRONG BROS. TOOL CO. | 


| 


“The Tool Holder People’ 
323 N. Francisco Ave. CHICAGO, U. S. A. 


London Branch: 


ARMSTRONG BROS. TOOL CO. LTD. 
35 Upper Thames Street, London, E. C. 4, England 
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Helps to Make Safe Real Estate Loans.” Several prom- 
inent bankers and real estate men are quoted in the 
article as saying that each extra bathroom adds from 
$600 to $1,000 to the value of a home. This article is 
the first of a series that will appear in that magazine 
on the relation between plumbing and radiator heat to 


the loan value of a house. 


. 
Plumbing Classes Start Again in Wisconsin 


Plumbing classes for master and journeymen 
plumbers in the Fox River Valley (Wis.) district 
opened recently at Green Bay, under the direction 
of M. M. Hanson, itinerant instructor. The same 
type of work offered last year has been outlined for 
this year’s course. Classes will be held in the even- 
ing. Mr. Hanson has been attending sessions at the 
University of Wisconsin during the past summer. 


Obituary 


F. H. Oekel 


F. H. Oekel, plumbing and heating contractor of Mor- 
ton, Ill., died at Proctor hospital, Peoria, on September 
4, following an illness of ten weeks. He was in his 
thirty-second year. He was a member of the contracting 
firm of H. Oekel & Sons. A delegation of Peoria master 
plumbers attended the funeral, which was held at the 
Morton Community church. Burial was at Robert 
Cemetery, Morton Township. Mr. Oekel has lived in 
Morton all his life, learning the plumbing trade as a boy 
and engaging in that occupation with his brother, Henry. 


A. Boyd Thorn 


A. Boyd Thorn, head of the plumbing and heating con- 
tracting firm of A. Boyd Thorn & Son, Clearfield, Pa., 
and a prominent business man in that city for many 
years, died at the Clearfield Memorial hospital on Sep- 
teraber 11. He had been seriously ill for nearly a month. 
Mr. Thorn was in his 63rd year at the time of his death. 


He learned the plumbing trade as a youth and em- 
barked in business for himself more than thirty years 
ago. He is survived by his widow and six children. 
Funeral services were held from the residence on Sep- 
tember 14, with interment in Hillcrest cemetery. 


Roy J. Spriggs 

Roy J. Spriggs, who for many years had been 
associated with his father, R .C. Spriggs, in the plumb- 
ing contracting business at Grand Forks, N. D., died in 
a hospital there September 6 after an illness of two 
years. He was in his 33rd year. He was a veteran of 
the World War and a member of the American Legion, 
Knights of Columbus, and Elks, Eagles, A. O. U. W. and 


| Woodmen lodges. Besides his widow and parents, Mr. 
| Spriggs is survived by five children; two brothers and 


two sisters. 
Charles D. Schmidt 


Charles D. Schmidt, plumbing and heating contractor 
of Sioux Falls, S. D., died recently, after an illness of 
three months. 
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Plumbing Industry Must 


Grasp remodeling idea 

Keep possession of welding work 
Adopt time payment plan 
Strengthen trade associations 


Tell public more about plumbing 


— Says Contractors. Committee 


ITH present day conditions we are all fa- 
miliar. We read and hear that business is 
improving and conditions are better, but most 
of us are at a loss to know how to lead our own business 
on to success. 

Due to the rapid progress of our industry, the mas- 
ter plumber of today is called upon to use his brain 
and wits in order to keep his business going. 





The crisis we are going through will leave many 
master plumbers by the wayside, but the master 
plumber who takes advantage of the educational fea- 
tures placed before him is the one who will come 
through this depression. 

If ever the master plumber needed up-to-date 
methods in running 
his business and mer- 
chandising his goods, 
it is right now. One 
of the most crying 
needs of the plumb- 
ing contractor every- 
where in this state 
is the adoption of a 
sales attack equal in 
force and effect to those found in the sale of radios, 
washing machines, automobiles and countless other com- 
modities. Not high-pressure salesmanship, but a 
definite and convincing outline, in the form of a sales 
kit which shows methods and quality of workman- 
ship. The’ cost of equipment and installation must, 
of course, be fair and justified by a dollar return for 
each dollar expended. The preparation of such ma- 
terial could be well justified as to cost and could pro- 
duce a handsome dividend on the investment. To 
summarize, the plumber must adopt a definite plan, 
and then follow it. 

Let the plumber show the people of his commu 

* Report of the Educational Committee, New York State Association 


of Master Plumbers, at the recent convention in Utica Submitted by 
William D. Atkins, chairman. 


“The master plumber who takes advantage of 
the educational features at his disposal is the 
one who will come through this depression’ been impressed with 
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nity that his is a business warranting their patronage. 

The call is very clear. It is a call to fight, not each 
other, but together, for the preservation of our pres- 
ent satisfactory relationship. Who knows but that 
present business conditions will awaken us to our 
real needs as an industry, solidify our forces and 
bring us to a point of efficiency in modern merchan 
dising that will startle the world and put the master 
plumber in his well deserved place as one who ts in- 
dispensable to the progress of civilization and happt- 
ness. 

As you know, the educational committee’s duty ts 
to foster better relations between the master plumber 
and the public. Splendid work is being done along 
these lines by some 
of our large manu 
facturers and others. 
Your committee has 
followed this public 
ity closely and has 


the tavorable public- 


~ 4 ity the plumbet has 


received. 
Remodeling Offers Business to Real Salesmen 


Much has been said regarding old homes as a po- 
tential field for plumbing installations, but until re 
cently it has been much like a voice in the wilderness. 

Due to the tremendous decrease in new construc 
tion, many plumbers have looked to this field for 
business. Some have only looked, while others have 
met with considerable success. 

In order to obtain any great volume of business 
in this field it is essential that the plumber use a 
finance plan, and he must solicit business through ad 
vertising, door to door convassing, etc., to find pros 
pects. 

Many plumbers feel that this method of doing busi- 
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ness is unsound and undignified. As a result, new 
contracting firms, the principals of which know little 
of plumbing, but a great deal about selling, encoun- 
ter little competition from the established plumber 
in the old-building field. They find it comparatively 
easy to employ the necessary mechanical labor, and, 
contrary to popular 
opinion, they usually 
get a good price for 
the installation. 

The plumber can 
best combat this new 
competition by 
adopting aggressive 
sales methods. Other 
industries have 
proved the value of 
time payment selling 
and those in the 
plumbing indus- 
try who have given 


“Old homes represent a rich field which 
offers almost unlimited possibilities to the 
aggressive plumbing contractor who is willing 
to solicit business intelligently. ..... Many 
plumbers have looked to this field for busi- 
ness. Some have only looked, while others 
have met with considerable success 
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where we can get it, and this committee can con- 
ceive of no better way than to broadcast our stories 
through the daily papers throughout the state. This 
will help to make the public appreciate the master 
plumber. 

Now a word in relation to your local association. 
Back up your locals, 
for from them come 
trade information 
and modern ideas 
that are valuable to 
the plumber. Is it 
not a fact that in 
your local you have 
a loyal backer, one 
that you can depend 
upon when you need 
help and advice in 
the many problems 
with which you are 
confronted in the 
management of your 


vinced it is a sound business ? 


method of getting 
business and should be used when necessary. 

Old homes represent a rich field which offers al- 
most unlimited possibilities to the aggressive plumb- 
ing contractor who is willing to solicit business in- 
telligently. 

Installment selling is with us to stay. Between 60 
and 75 per cent of all automobiles are sold on the 
time payment plan, and we believe that, within five 
years, approximately 50 pe: cent of all plumbing in- 
stallations made in old homes will be financed in this 
way. 

Extension of credit to an individual appeals to his 
sense of honor and integrity, and this spurs him to 
meet his obligations. 


Importance of Welding Is Stressed 


In the able and interesting report of the educa- 
tional committee, read to the convention last year 
by William Wolff, your atten- 
tion was called to pipe welding. 
Again let this committee place 
it before you. While some 
worthwhile efforts have been 
made and welding classes are 
maintained in some cities of 
New York state, your commit. 
tee is unable to give a complete 
report on this subject, as we 
have not received reports from 
various cities in the state. 


“Within five years, approxi- 
mately 50 per cent of all 
plumbing installations made 
in old homes will be sold on 


Progress in the in- 
dustry is due largely to a small percentage of the mem- 
bers. Think what your association could do if you 
would render freely your aid and assistance in order to 
educate your associate. Be a live wire in your associa- 
tion. 

Read your business papers. The committee is of 
the opinion that the time spent studying their artt- 
cles will more than repay one who is seeking en- 
lightenment and new ideas for his business. 

Gentlemen, like other American business men, we 
are organized up and down this state for the purpose 
of assisting the little places of business we call our 
own, and the industry as a whole from the destruc- 
tive practices that constantly seek to tear down. 

We are organized because our organization can 
accomplish what the individuals cannot accomplish 
alone. To this end the master plumbers in Albany, 
Rensselaer, Troy and Schenectady have organized 
the Capitol District Educational 
League to co-operate with the 
other two legs of our stool. All 
three legs are equally impor- 
tant—manufacturer, wholesaler, 
and plumbing contractor. They 
are working together in the ob- 
servance of those things that 
are common sense, that are de- 
cent, and that are economically 


. b . ff 
a time payment basis sound. Not every man for 


himself, but, through the resto- 


We should not let this weld- - ration of confidence in each 


ing business get away from us. 

Now is the opportune time, here in convention assem- 
bled, to discuss the matter of welding as it pertains to 
our industry. This convention should not adjourn with- 
out taking action. 

We should not limit our efforts along educational 
lines to our members only, the buying public is just 
as large as ever, and, if the truth were known, there 
is just as much money even if it is hiding. There- 
fore, our aim should be to coax it out into the open 


other, let us be builders of a 
better business for our industry. 

We learn, sometimes too late, that a man does not 
have to be either a preacher or a theorist to know 
that in service to others the profit is returned two- 
fold. That in giving we are in a better position to 
receive. That in giving and receiving we have co- 
operation. That through respect we gain confidence, 
and that through confidence in one another we gain 
alike allies and friends and not just competitors and 
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enemies, altogether gaining, through co-operation and | 


allies and friends, a return for the efforts we make 
to render worth while service within the industry of 
which we are but a part. 


In conclusion, gentlemen, if there is any one thing 
which, more than any other, we would like to say to 
you on this occasion, it is: “Carry on for 1931 in 
the same spirit of those who fought the fight in 1930. 
l.et us keep what we have and build upon it, ever 
alert to new opportunities, ever ready to try new 
methods of obtaining business.” 


Finally, we strongly recommend that the state as- 
sociation plan to carry out larger and better educa- 
tional programs. 

* 


New York City Oil Burner Dealers Hold 
‘Get Together’ 


At a recent meeting.of the Greater New York 
Oil Heating Association, held at the Empire hotel, 
New York City, it was decided that the present 
method of selling oil burners required changes that 
could best be accomplished by the co-operation of 
every oil burner dealer, branch office representative 
and the representatives of the several allied industries. 

There was a general discussion of the requirements 
of the oil burner market today and it was decided to 
appoint a committee for the purpose of interviewing 
each oil burner dealer, distributor and branch office 
representative to acquaint them with what the asso- 
ciation proposes to do in their interest and to seek 
their co-operation in the plan. 

The committee is made up of Thomas Evans, A. 
C. Baerenklau, Fred Lewis, Hans Lieblich and Jack 
Kaplin. 

At the next meeting it is expected that the gather- 
ing will represent all of the dealers and distribut- 
ing organizations in the five Boroughs of the City 
of New York, when a new set of officers will be 
nominated and plans made for an active campaign 
in the interest of oil burner selling in New York 
City. 





Top row, left to right: W. H. Beahm and H. Bond, both 
of Philadelphia; A. M. Hopwood, Weil-McLain Co,. Phila- 


delphia: F. E. VYhost, H. B. Smith Co., Philadelphia; and 
James Svehle, Philadelphia. Bottom row: John Miller, 
secretary, CC, ©. Grier, president, Gus Magaro, Ed. Fisher 
and H. B. Dissinger, all of Harrisburg association. Photos 
taken at the annual convention of the Pennsylvania State 
Association of Master Plumbers, held recently at Allentown 
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You gel more, yet pay no more when 
you insist on Expan-Hub. For this 
better pipe completely solves all the 
old troubles due to expansion and con- 
traction of soil, waste and vent lines. 


ASK YOUR WHOLESALER. 
Manufactured to uniform specifications and sold by 


ALABAMA PIPE COMPANY STRINGER BROS. CO., Inc. 

ANNISTON FOUNDRY CO. THE WETTER PIPE CO. 
INTERSTATE FOUNDRY COMPANY 

eeeneeenemenneintieiidemmeneamieaeemenennee sen anmiaama eee 





TABER SUMP PUMPS IN GENERAL USE 


Built for 5 ft. pit. Single 
and Duplex Units 


The larger Taber Sump and Sewage Pumps 
are being specified and used on jobs requiring 
high grade equipment. Following are single 


unit sizes in general use. . . 1750 R.PLM. 
60 Cycle and Direct Current 
GF. Out- | Plate! H. | Wat. 
Type | M. | Head let,in.| in. | P | Ibs. 
4 L-25-2 | 25 | 20/1 24 | | 272 
AL-50-2 | 50 | 20}1%)| 32) %; 350 
AL-75-2 | 75 | 20; 1% | 36 j|1 | 436 
AL-100-2 |100 | 20 | 2 | 36 |134| 481 
AL-150-3 |150 | 20 | 244 | 36 |2 | 607 
AL-200-3 |200 | 30 | 3 | 36 3° | 675 
AL-300-3 1300 | 30 | 4 36 15 | 772 


Write for complete Bulletin SS-629 


TABER 


TABER. PUMP CO €st 1859 


Taber PumpCo., 290 Eim St., Buffalo, N.Y. 





Sold with and without tank 








That's the name you want to remember when you want some- 
thing really different in a Bibb Washer—ACME. Ask your 
lobber to send you the Acme Handipak, an efficient, screw- 
top can of an assortment of washers, a size for nearly every 
requirement 


LAVELLE RUBBER CO. 





Chicago 





320 W. Illinois St 


Made Throughout 
of Red Metal 


OR tanks with supply close 

to corner. You don't touch 
the supply connection when you 
renew the ze seat. The 
refill tube neither splits nor cor- 
rodes. A quality fitting through- 
out. Write for folder on com- 
plete line. 


Through your 
wholesaler 


SRASS M/s Co 
CLEVELAND O 


0/7 08 DO on 8 


PARAGON DIVISION 
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THE NAVAL FOR SHIPS 


The Acid Test of Flush Valves is Sea 
Duty and the Sandy, Dirty Water 


of Harbors and Rivers 


Monel Metal and the best known 
Salt Water Alloy resist wear and 
corrosion. Easy, accurate, outside 
regulation adjusts the amount of 
flush. The by-pass handles sand or 
dirt without clogging; the relief 
valve is also self-cleansing and 





the anti-friction piston prevents 
binding or by-passing. Revers- 
ible valve seats, large waterway, 
easy access to working parts and 
a handsome exterior complete a 
group of features that meet the 
acid test of sea duty. 


THE STAR FOR BUILDINGS 


is the Same as the Naval, except the 


Star is for Fresh Water 


The ability to handle sandy or 
dirty water without clogging, the 
easy regulation of flush that “‘stays 
put’’ in service, the reversible valve 
seats—all the advantages of the 
Naval— make the Star supremely 
efficient for any building. 


In the exterior design of the Star 
all sharp angles that wear brassy 
and crevices that are hard to keep 
clean have been eliminated. 

Thus, in both operation and ap- 
pearance the Star is a superb flush 
valve for buildings. 


THE CROWN FOR BUILDINGS 


is the Same as the Star, except the 


Crown Cannot be Held Open 


Where water conservation is a fac- 
tor, the Crown represents the last 
word in flush valves—Star per- 
formance with the added water- 
saving feature. The Crown stands 


out as the only one true water-saver 
because it is the only flush valve 
with easy, accurate regulation 
that gives a uniform flush regard- 
less of how operated. 


Catalogs and Descriptive Literature on Request 


SLOAN VALVE CO - CHICAGO 
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USINESS in plumbing and heating supplies continued at a 
moderate pace during the two weeks just passed and little 
change was apparent in the volume of business reaching manu- 

facturers and wholesalers in comparison with that of recent weeks. 
Activity in the heating field continued at a more brisk rate than in the 
plumbing line, according to the majority of reports. 


Since our last review appeared a number of large manufacturers 
have announced changes in their published prices to wholesalers on 
all regular-line fittings. The new sheets carry higher prices. This is 
the only price change affecting the major commodities that has been 
reported by manufacturers during the period. 


Buyers for wholesale houses are adhering strictly to their policy of 
purchasing only such material as is needed for immediate require- 
ments. In those sections where manufacturers maintain warehouse 
stocks, it is said, jobbers are depending to a large extent on these 
stocks for securing material quickly. 


Building permits in 536 cities and towns of the United States during 
the month of August, 1931, amounted to $110,078,954, according to 
official reports made to S. W. Straus & Co. This figure represents a 3.4 
per cent decrease from July of this year, when the volume was 
$113,957,349. Permits issued during August, 1931, fell 30.13 per cent 
below the same month of 1930. 


August wholesale prices of six standard plumbing fixtures for a six- 
room house, ascertained by the Bureau of the Census from reports of 
twelve representative manufacturers and wholesalers, averaged $97.77 
as compared with $98.91 in July, $98.32 in August, 1930, and $98.84 in 
August, 1929. 


August shipments of domestic water softening apparatus, as 
reported to the Bureau by 24 manufacturers, were 429 units, with a 
net sale price of $49,857, as compared with 683 units with a net sale 
price of $101,449 for the month of August, 1930. Total shipments for 
the first eight months of 1931 were 4,829 units with a net sale price of 
$617,156, as compared with 8,169 units with a net sale price of 
$1,090,646 for the corresponding period of 1930. The average price per 
unit in the first eight months of 1931 was $127.80, while the average 
price per unit for the same period in 1930 was $133.51. 
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IE SSONS which may be learned from the great 

wars of the last century and a half, and the eco- 

nomic aftermath of these conflicts are graphically 
portrayed in the accompanying chart of American busi- 
ness activity since 1/790, prepared and issued by the 
Cleveland Trust Company under the direction of Colonel 
Leonard P. Ayres, vice president. Summing up his 
findings, Colonel Ayres stated: “The true lesson 
this depression is that we cannot afford any more great 
wars.” 

Some rather quizzical remarks which accompany this 
analysis of the present depression are to the effect that 
our economists were taken wholly unawares by the 
situation and without sufficient background of experi- 
ence to enable them to forecast it, adding that they 
would have been more prepared to expect it and would 
be a lot better off if they were two hundred years old 
and still going strong. Had they been fully cognizant 
of the conditions during the last two centuries, they 
would have met with similar conditions on several prior 
occasions, and would not have been taken by surprise at 
this time. 

As a major secondary post-war depression, which is 
something different and more serious than the major 
depression which was expected, the infrequency and 
unfamiliarity of the situation threw the economists off 
the track. Eleven major and eleven minor depressions 
have occurred in the United States during the last sev- 
enty-five years, and a number of leading economists 
had come to expect that this would rank as the twelfth 
of the major ones, rather than as a secondary post-war 
depression into which it has developed. 

Primary post-war depressions occurred in 1865 and 
again in 1921, arising out of conditions which are now 
generally recognized and which have been discussed 
and pointed out frequently. A lapse of about ten years 
occurred between the primary and secondary depressions 
after the Civil War and after the World War. “Our 


of 


information about developments following earlier wars 
is fragmentary,” says Colonel Ayres, “but it appears 
to be true that a similar time-interval came between the 
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American Business 


peak of price inflation and the secondary depression 
following the Revolutionary War, and again after the 
War of 1812.” The meagerness of exact information 
about the earlier post-war periods misled the econo- 
mists. The remedy to be applied to such conditions, 
however, or rather an antedote for their occurrence, 
as developed by Colonel Ayres, is not the more adequate 
training of economists, but rather the prevention of any 
more great wars and thus the forestalling of any repeti- 
tion of our present experience. 

In the accompanying chart prepared by the Cleveland 
Trust Company, the detailed record of American busi- 
ness cycles is carried back to within a few years of the 
inception of our government and*country as a sovereign 
power. Thus, the record has been carried back more 
than sixty years further than any previous piece of work 
in the field, and makes possible a more clear delinea- 
tion of the-economic conditions following more or less 
closely upon a great war. Figures below the diagram 
show for each month during the last 141 years the per 
cent by which industrial business activity rose above 
normal or declined below normal. The light dash line 
represents the course of wholesale commodity prices, 
with 1929 figures used as a base of 100. 

The method used in the preparation of the chart is 
outlined by Colonel Leonard P. Ayres as follows: 

“The index is composed of one set of ten series of 
annual data from 1790 to 1855, and of another set of 
ten series of annual data from 1855 to 1901. The 
fluctuations above and below normal were computed for 
each series separately, and the ten were then combined 
in one. Normal values for each series were means 
between one set of lines running from one prosperity 
peak to the next, and another similar set of lines run- 
ning from each depression bottom to the next. The 
annual. figures from 1901 to 1919 are those of the 
Thomas index of manufacturing production with min- 
eral production added, and from 1919 to date the 
monthly figures of the Federal Reserve (Thomas) index 
of industrial production have been used. All the data 
were reduced to a per capita basis. 
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Activity Since 1790 


“The computations of the fluctuations of each of the 
ten series constituting the index from 1855 to 1901 were 
carried through to include 1930, and the coefficient of 
correlation between each of them and the production 
series running from 1901 through 1930 was computed. 
Their deviations were then multiplied through by con- 
stants so as to equate their amplitudes of cyclical fluc- 
tuation. Each of the ten series 
was then given a weight based 
on its degree of correlation with 
the production series, and with 
these weightings they were com- 
combined into a single index. 
The ten series with these 
weights are pig iron consump- 
tion 15, railroad freight ton 
miles 15, cotton consumption 
14, canal freight (New York 
and Sault Ste. Marie) 12, coal 
production 12, construction of 
miles of new railroads 12, blast 
furnace activity 10, rail produc- 
tion 6, locomotive production 2, 
and ship construction 2. The 
ten series combined give results 
closely similar to those of the each. 
production series for the over- 
lap period from 1901 through 
1930. The heights of pros- 
perities, and the depths of de- 
pressions, are closely alike in 
the two series. The coefficient of correlation for the 
period is .95. Their average deviations for the period 
are equal. 

“In a similar way the computations of the fluctuations 
of each of the ten series constituting the index from 
1790 to 1855 were carried through to include 1882, and 
the coefficient of correlation between each of them and 
the period of the index running from 1855 to 1901 was 
computed. Their deviations were then multiplied through 
by constants so as to equate their amplitudes of cyclical 
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fluctuation. [tach of the ten series was then given a 
weight based on its degree of correlation with the period 
from 1855 to 1901, and with these weightings they were 
combined into a single index. 

“The ten series with these weights are commodity 
prices 20, imports 18, imports retained for consumption 
16, government receipts 14, ship construction 12, govern 

ment expenditures 6, coal pro 
duction 6, exports 5, iron ex 


ports 2, and tons of registered 
shipping in service 1. The ten 


Copies of 141-Year series combined vives results 


closely similar to those of the 


Chart Are Available other index for the overlap 


period from 1855 through 1882. 
The heights of prosperities and 
the depths of depressions are 
closely alike in the two series. 


chart, on heavy coated paper, The coefficient of correlation 
suitable for framing, will be 


furnished by DOMESTIC 
ENGINEERING for ten cents 


Enclose stamps with 


for the period 1s .90. Their 
average deviations for the 
period are equal. 

“When the annual data were 
determined the monthly data 
were fitted to them. These 
monthly data were based on 
the figures of the business index 
of the American Telephone and 
Telegraph Company and_ on 
data for blast furnace activity 
from 1877 to 1919. Monthly 
data for bank clearings and for stock prices were used 
from 1861 to 1877, and those for security and com- 
modity prices from 1815 to 1861. From 1790 to 1815 
the monthly data are based on commodity prices. 

“The dashed line represents the changes in wholesale 
commodity prices. The index used is that of Professors 
Warren and Pearson (Cornell), recomputed so that the 
average for 1929 equals 100. This series was used from 
1798 to date. From 1795 to 1798 the Smith series was 
used, and from 1790 to 1795 a British index was used.’ 
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STRANDED 


without a cent 
in a strange cety 








but this FREE 


CREDIT COIN 
secured money 
at once 


SHow1nG his United Credit Coin 
to the cashier of the local United 
Hotel... the stranded stranger be- 
came a friend immediately. This 
coin established the traveler's 
identity, and enabled him to cash 
his checks. No one who travels 
should be without this extra con- 
venience and protection. 

Experienced travelers say this free 
Credit Coin saves from 5 to 20 
minutes, every time they visit one 
of the 25 important United Hotel 
cities. No one else can use your 
coin. Both its number and your 
Signature are registered . . . giving 
you positive protection. It’s easy 
to carry this coin, as it fits on any 
key ring or watch chain. 


...won't you take advan- 
tage of this convenience, 
free if you mail coupon 





UNITED HOTELS COMPANY 
1418 United Building, Niagara Falls, N. Y. 


Kindly send me complete details 
and a blank for your Credit Coin. 
Name 


Address 





UNITED HOTELS 
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The Metal Market 


Avg. Avg. 
August, June, Avg. 
Sept. 29 1931 1931 1929 


PIG IRON— 

No. 2 foundry, Chicago... .$17.50 $17.50 $17.50 $20.00 
PLATES AND SHEETS— 

Steel boiler plates, Pitts- 


a ee ee 1.60c 1.60¢c 1.65¢c 1.93¢c 
Blue annealed sheets, No. 
10, Pittsburgh, per Ib.... 1.85¢ 1.85¢ 1.85¢ 2.17¢ 


*Hot rolled annealed sheets, 
No. 24, Pittsburgh, per Ib. 2.40c 2.40c 2.15¢ 2.85c 
Galvanized sheets, No. 24, 


Pittsburgh, per Ib....... 2.90c 2.90c 2.80c 3.57¢ 
TIN— 
Straits tin (spot) New York 22.50c 
LEAD— 
Oe ee 4.22%e 
The Old Metal Market 
Dealers’ Buying Prices 
Per Ib. Per Ib. 
Aluminum clippings ..13 ec COMMER, GE ceccecser 4u%c 
eT SS 17 ¢c Heavy copper and wire 4%c 
ey GE i ub wee eek 2l4c Guth’ 45:66 4 %-« kw é 1%Cc 
Brass, heavy yellow... 3 e¢ a eS See 34ec 


No, 1 comp. red brass... 4%c Solder joints (close cut) 4%c 


Heavy crucible copper. 5 ec 





NOTE: Prices are those quoted on Tuesday of this week. 
* Comparisons are with old classification No. 24 black sheets. 





New City Charter Outlined Before San Francisco 
Trade Body 


The September meeting of the Plumbing and Heating 
Club of San Francisco, which took place at the Elks 
club, on Thursday, the 17th, brought out one of the larg- 
est gatherings of the year and reflected a distinct note of 
optimism in the matter of an early up-turn in business 
volume. All three branches of the industry were well 
represented. 

President Heymans introduced the speaker of the day, 
Adolph Uhl, a freeholder and candidate for mayor of the 
city of San Francisco, who summed up the advantages 
of the municipal charter that will go into effect January 
1, 1932. Of outstanding interest in Mr. Uhl’s talk were 
his refertnces to the changes that will be brought about 
by the new charter, as it will affect the board of health 
and the city’s purchasing department, particularly the 
latter. It was shown that heretofore certain articles were 
purchased by name: when the new charter becomes effec- 
tive all city buying will be done on a specification basis, 
which will tend to liberalize the city’s buying power. 

® 


Milwaukee H. & P. C. Resume Meetings 


Meetings of the Heating & Piping Contractors’ Mil- 
waukee Association have been resumed for the fall sea- 
son. The organization will meet every second and fourth 
Wednesday of each month, at the association head- 
quarters at 610 W. Michigan street, according to Frank 
A. Mueller, secretary. 

© 

The Johnson & Davis Plumbing & Heating Co., Den- 
ver, Colo., has received the plumbing and heating con- 
tract on the new Orpheum theatre job. The plumbing 
contract calls for one hundred fixtures. Among the 
firm’s other jobs now in process are the Colorado In- 
dustrial Mission job of thirty-four fixtures and the 
J] E. Erickson job of forty-one fixtures. 
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“The plumbing industry, especially in 


its more recent developments, has 
been probably the greatest lite and 

. / 
health-preserving factor in the world 


The History 


By JOSEPH P. MARSH" 


HE history of sanitary engineering is as old as the 
history of man. Step by step through man’s devel- 
opment from his savage state to his present more 
or less civilized condition, the plumbing industry has 
evolved with him, developing as his brain developed 
meeting his need, adding to his comforts and providing 
him with luxuries. Indeed, this industry, especially in 
its more recent developments, has been probably the 
greatest life-and-health-preserving factor in the world. 

Water, probably God’s greatest material gift to man, 
has been the working basis and reason for this industry, 
and to provide man with water where it is hard to get 
and to help him use that water to the best advantage, 
the plumbing industry was started. 

It began when some sturdy ancient, clad in a leopard 
skin and not much else, decided that the water up in 
the hills was cooler than the water in the valley where 
he dwelt, and decided to get the water down below some- 
how. We are told in the Bible in the second Book of 
Kings, Nehemiah, Chronicles, and Isaiah of several ven- 
tures along this line. I will mention three of them: 
Xing Hezekiah made a pool and a conduit and brought 
water into Judah, Solomon supplied water for Jerusalem 
through a conduit from a reservoir that he had con- 
structed two and one-half miles southwest of Bethlehem. 
\ conduit hewn out of solid rock 1,750 feet in length 
was the means of supplying water to the Pool of Siloam. 

To trace the development of the plumbing industry 
irom early times, we might divide the history of man’s 
rise from the savage to the civilized state into five dis- 
tinct periods: the primitive, the Asiatic, the Hebrew, the 
Roman and the mediaeval; the modern era, itself, is 
composed of about three different periods. 

The first plumbing, as I have said before, was prob- 
ably done to provide water to places deficient in supply. 

The next development was to use the same idea for 

* An address by Joseph P. Marsh, president, Alberta Association of 


Vomestic, Sanitary and onting Engineers, before a recent meeting of 
the Rotary Club in Medicine Hat, Alberta, Canada. 
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of P lumbing 


This story on the development of 
plumbing will be found helpful 
should you be called upon at any 
time to address some civic organ- 
ization in your city. It is told in 
an interesting manner and will 
convince your audience that the 
art of plumbing has played an 
important part in making possible 
today's civilization 


carrying away filth and debris from the streets and 
homes of settlements. It was this necessity which 
brought forth invention. I shall not attempt to trace 
out the inventions, step by step, as it would take too 
long to cover. 


Egyptians Used Tile Pipe 


Humble in its beginnings, slow in its improvements, 
the science of drainage was slowly mastered by the Egyp 
tians. Drainage is the first principle and foundation 
upon which the science of sanitary engineering 1s built, 
for if there were no drainage civilization would have 
been impossible. Egyptians invented tile pipe made 
of straw and clay, first dried in the sun and later baked 
in ovens. In early times the pipe and fittings were very 
crude and remains that have been unearthed seem to 
prove that at first these were made of clay brick. Here 
we see the evolution of the modern vitrified clay sewer 
pipe, and it was by means of this tile that the Egyptians 
drained low-lying portions of the valley and converted 
the whole valley of the Nile into a fertile garden. 

Ancient Babylon had a very efficient plumbing system 
on the banks of the Euphrates. 

With the introduction of metals to mankind and the 
perfection of the art of rock cutting and sculpture, 
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public plumbing developed in Asiatic regions, but chiefly 
in Egypt and Greece, though no plumbing systems had 
‘ heen developed in the west, Europe or Asia Minor. 


The First Public Plumbing 


The earliest form of public plumbing that we have 
record of was the fountain which was built at the ex- 
pense of the public, but the Chinese had water wheels 
fully centuries before 
this time. True, they 
were made of bamboo, 
the piping 
hamboo, but they were 
the forefathers of the 





and was 








pumping technique 
has been learned from 
the Chinese. 

Then came the Ro 
man stage, when the 
plumber first ap 
peared. “Plumbarius,”’ 
or plumber, in Rome, 





was a very highly 
trained slave who 
worked in “plumbum”’ 
or lead and made this 
material into pipes, drains and waterproof baths for the 
temples. The ancient people were very religious, even 
if their ideas on deities were a bit warped, and the 
plumber was one of the chief assistants to the stewards 
of the temples. 

Rome was a long way from pure water, and aqua- 
ducts were built at public expense to carry water from 
lakes back in the mountains. These aquaducts were 
huge stone bridges, the interiors of which were divided 
into tubes, or tunnels, one for carrying water for orna- 
mental fountains, another for flushing sewers, another 
for drinking water, and another for water for bath and 
household purposes. 


The Romans Liked to Bathe 


The Romans were the greatest bathers in the world 
and the ruins of their public marble baths and the private 
ones, often fitted with solid silver faucets and fittings, 
stand today as a testimonial to their high civilization. 
It was from the Romans that the ancient Britons learned 
a great deal about this trade, from the Roman conquerors 
of Britain, who taught them how to use tin for piping, 
etc., and how to bore logs for use as pipes. On the 

Hs whole, scientists are of the opinion that the Romans had 
a civilization which ranks better than any other up to 
One predominant feature of that 
cleanliness was its 


the present time. 
Roman civilization was the “bath” ; 
“middle name.” 

Then came the Middle Ages, properly called the “Dark 
Ages.” The plumber of that day must have had it in 
for the church, for the church frowned upon the bath, 
fearing that it loosened morals as well as dirt. 


This proved most untortunate, for during these few 
hundred years of filth and poor sanitation, or rather 
lack of sanitation, fearful plagues and pestilences swept 
Whole cities were wiped out. 


over [urope. Twenty- 
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“The earliest form of public plumbing that 
we have record of was the fountain which 


the Chinese had water wheels fully cen- 

turies before this time. 

made of bamboo, and the piping was bam- 

boo, but they where the forefathers of the 
plumbing idea 
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five million people—one-fourth of the population of 
Europe—were destroyed by the Black Death. Is it any 
wonder the plumbing industry was practically at a stand- 
still during all this period ? 


The Order of the Bath Is Founded 


One bright spot during the few centuries of darkness 
when little flourished except filth and disease was the 
new military order 
founded in 1399 by 
Henry the lourth of 
kengland—The Order 
of the Bath. The 
members of the order, 





plumbing idea, and a was built at the expense of the public, but —‘'e_ Knights of the 
great deal about Bath, had to prove 


their boldness and 
merit by taking a good 
old fashioned bath. 
This one ray of light 
led to other things. 
When the Crusaders 
went to Palestine to 
the Christian 
sites from the Sara- 
cens, they learned in 
the Eastern countries 
that bathing was quite 
the thing to do, and on their return to Western [Europe 
inaugurated once more that quaint old, but healthy 
custom—the bath. 


True, they were 


tree 


The development of the plumbing industry and sci- 
ence after a thousand bathless years was slow, condi- 
tions in England, especially during the times of the 
Stuarts and of Cromwell, were bad, but much better 
than those on the Continent. Medical science had un- 
doubtedly by this time discovered that water was good 
for people, but the systems of handling the water— 
lack of filtration and a few unfortunate surviving preju- 
dices from the Middle Ages—were the chief drawbacks 
to progress in plumbing. The industrial revolution in 
the 18th century issues in another and greater era of 
progress. The massing together of millions of people 
in the industrial towns and the sanitation problems that 
necessarily arose, therefore, forced the people to invent 
and adopt better system of plumbing and _ sanitation. 
Even then some people had qualms about cleanliness. 
[t was a popular idea (and a fallacy which continued 
strong up till about 70 years ago) that it was un- 
healthy to take too many baths. Besides, money was 
certainly very tight at that time, and the great mass 
of people could not afford adequate sanitary equipment 
at the price at which it was then produced. Yes, this 
most important industry has made remarkable strides 
and is still making them. 

rom the “outside plumbing” of our fathers’ day, we 
have in turn seen the high tank with flush and pull chain, 
the high automatic flush tank, the lowdown combination 
outfit, the lowdown one-piece silent combination outfit, 
the efficient flush valve, or flushometer, that is a valve 
that is connected to the city pressure which you trip 
either with a touch of the finger or with the foot. 

Improvements in filtration methods, the solving of 
drainage and sewer problems, modern engineering fa- 
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cilities, all have done their part in bringing the plumbing 
business up to its present efficiency. 

Believe it or not, ninety years ago bathtubs were 
almost unknown in the United States. 


Plumber Was Respected in 17th Century 


No doubt you will be interested in one of the notes I 
jotted down during a recent visit to the Old Land. I am 
sure you will agree with me when I say it shows the 
respect the “plumber” was held in during the 1/th 
century amongst such pomp and vanity. When we vis- 
ited London, among many interesting things of historical 
note, we took in Westminster Abbey, buried among 
many notables, we came across a grave stone engraved 
with this inscription: ‘Here lies the body of Philip 


Clark, ‘Plumber’ to this Collegiate Church, St. Peter’s | 


and St. Paul. He departed this life 2lst of September, 
1707, in the 43rd year of his age.” St. Peter and St. 
Paul is known at the present time as Westminster 
Abbey. 

When the bath-a-day idea was first put before the 
public, it was derided as a fad, or a system to make 
money for someone, but today millions of people take 
a bath a day just as naturally as they eat three meals. 
Indeed, the plumbing industry is so well grown that 
the bathroom of today is one of the most important 
rooms in the house. Greater attention is being given 
to the equipment of the bathroom than to any other 
room in the modern home. 

Permit me to say that sanitation, good and better 
sanitation, has come to stay, and we may look for an 
ever increasing scope of activity for the sanitary eng1- 
neer. 

In conclusion, I will take the privilege of quoting 
John Dewey, who so fittingly expresses this wonderful 


r 
- 


development of sanitary engineering in his essay entitled 


Progress” — 

“Individuals flourish and wither away like the grass 
of the fields, but the fruits of their work endure and 
make possible the development of further activities hav- 
ing fuller significance. It is of “Grace’ not of ourselves 
that we lead civilized lives.” 

* 
Oil Burner Dealers Plan Co-operative Oil 
Heat Campaign 


The Oil Burning Council of the Worcester ( Mass.) 


Chamber of Commerce, which is made up of the oil | 


burner dealers of Worcester and vicinity, at a meet- 


ing held recently decided to make a survey of the | 


requirements for a 10-week oil heat campaign. 

This campaign will be under the auspices of the Oil 
Heating Institute with the plans and details of the 
campaign supervised by the Dealer Division of the 
American Oi! Burner Association, Inc. 

The campaign will consist of a parade on the open- 
ing day, with radio announcements, newspaper and 
direct mail advertising, sales meetings for dealer 
salesmen and service men and the organization of 
dealer facilities to enable the dealer to obtain the 
maximum results from the campaign. 

The Oil Burning Council has accepted the sugges- 
tion of the Dealer Division to bring an experienced 
director to that city during the campaign. 
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Here is a hot water heater that 
is in line with modernization 
campaigns you may have 
under way. 


It is perfectly adaptable to this 
type of merchandising because 
it fits into even the most 
modest of pocketbooks and 
yet gives results. 


Clean, dependable, auto- 
matic hot water supply— 
that is what Merion Heaters 
give to your customers. 


Complete detailed information 
upon request. 


JOHN WOOD MFG. CO. 
CONSHOHOCKEN, PA. 
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Dealers Sell More Gas Appliances 


(Continued from Page 31) 


the dealer gets direct additional business, his time sales 
are financed by the utility and he becomes an enthusiastic 
supporter of the industry rather than a discontented 
knocker. | 

| have said that it is the tendency in the electrical 
industry for the manufacturer to develop strong, inde- 
pendent outlets. The electrical manufacturer, in addi- 
tion, does a tremendous amount of promotional work 
directly with the customer by creating customer demand 
through national advertising, etc. We have little such 
activity in the gas industry because our manufacturers 
are not of comparable size and have not comparable re- 
sources. If these things are right in principle, how- 
ever, the gas industry needs them—and if larger manu- 
facturing units are necessary to their accomplishment, 
we need just that—manufacturing units of sufficient 
resource to carry on the same kind of research and sales 
development as in the electrical field. 

You have asked me to speak on the “Utility Financ- 
ing of Dealer Sales,” and I have taken the liberty of 
discussing first the background of the whole situation 
of which financing dealer paper is only a small part. 
In spite of suggestions to the contrary, the financing 
of dealer paper is not of itself the answer to dealer co- 
operation. It is an important part of the relationship, 
however, and in most cases is the first and most obvious 
form of co-operation. It is particularly important to 
the manufacturer in the development of independent 
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sales outlets because it improves the financial status of 
the dealer and puts him in a position to pay the manu- 
facturer promptly. 


Utility Plan of Financing 


‘ typical plan, in use by the company which I repre- 
sent, 1s as follows: 

As a matter of general policy, the company finances 
the sale of gas and electrical appliance sales by dealers 
throughout its territory, as a part of a co-operative dealer 
plan which was adopted for the development of its 
business, and not for the sole purpose of building good- 
will among the dealers. The plan is available to all 
reputable dealers selling gas or electrical appliances, 
house wiring, etc., for use by domestic customers. Ap- 
pliances for industrial or commercial use are financed 
on terms fixed in each individual case. The paper is 
purchased only on sales of merchandise approved by 
the company, and in addition, only from dealers who 
satisfy the company that they are properly equipped 
to render any necessary service on the appliance sold. 
Since the financing service available under this plan 
is open to all dealers, no formal agreement or contract 
between the company and the dealer is required. The 
purchase of or refusal to purchase any individual con- 
tract is decided by the company, entirely on the merits 
of each particular case. 

Appliance sales agreements are furnished by the com- 
pany and are purchased subject to terms and conditions 
stated on the agreement itself. The appliance sales 
agreement is in the form of a sales contract with a 
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Surgical 
Lavatory 
Control 





Illustrating HN 100 Niedecken Knee Type 
Control, installed with lavatory complete, 


including HN 160 Goose Neck Spout. 


Write now for Catalog HN 230, Dept. D.E., 
fully illustrating and describing Niedecken 
Lavatory Control in detail. 





The Niedecken Surgical Lavatory. Knee, Elbow or 
Foot Control with the famous Niedecken Mixer as the 
basic advantage, is installed in many prominent hos- 
pitals. The Niedecken Mixer is recognized as the most 
efficient and thoroughly reliable water tempering 
control: furnishing with one valve action water of 
the temperature desired by the user. 


The mere movement of the knee, elbow or foot lever 
brings the flow of water instantly at the temperature 
desired . . . eliminating also need for basin drain 
plug, and insuring constantly fresh, clean water 
always. Another feature (patented) is the Niedecken 
Regulating Stop—which allows to set water flow at 
maximum temperature desired, preventing possible 
scalding, and discarding need for thermostat control 
on each fixture. 
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promissory note attached. It also carries a form of 
assignment to cover the transfer of the paper from the 
dealer to the company. The inclusion of the note with 
the sales contract requires two signatures by the cus- 
tomer, and when first adopted was strenuously opposed 
hy the sales organization. It has not proven a limita- 
tion in any way, however, and has enabled the company 
to take these customers’ notes to the bank and have 
the bank take them over at a charge of 6 per cent on 
the outstanding balance from month to month. The 
company agrees to collect from the customer and guar- 
antees payment of the notes to the bank. 

The company pays to the dealer, upon assignment of 
the agreement accompanied by the customer’s written 
acceptance of the merchandise, an amount equal to the 
cash value of the outstanding balance after the down 
payment, less 114 pe: cent. The paper is accepted with- 
out recourse to the dealer and this 1% per cent covers 
the account cost and provides an amount to be set aside 
in a reserve to take care of reverts. The financing 
charge included in the*cost to the customer is 8 per 
cent per year on the balance outstanding after the down 
payment. 
lower financing charge is used, and in cases of full 
use customers who purchase a complete set of appliances 
tor their homes, a special plan is in effect by which the 
payment on the merchandise and the cost of gas or elec- 
tricity, or both, is all included in one flat amount per 
month over a five year period. In this case the financing 
charge is 6 per cent on the decreasing monthly balance. 

The company will finance any sale where the balance 
due amounts to $30.00 or more after the down pay- 
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On certain low priced promotional items a | 





a 
ment has been deducted. Gas water heaters of the | 


conversion type and gas water heaters selling for a cash 
installed price of less than $100.00 are financed on 
«a 32-month basis. (Gas storage water heaters and re- 
frigerators are financed on a 24-month basis; ranges 
and gas steam radiators on an 18-month basis; 1n- 
cinerators, ironers, space heaters, etc., are financed on 
a 12-month basis. The company will not finance ranges 
without oven heat control, and will not finance the sale 
of electric ranges or water heaters where gas is avail- 
able. A minimum down payment of $10.00 is required 
on sales up to $500.00. 
per cent down payment is required. Special terms are an- 
nounced from time to time covering various promotional 
activities. 

In January of this year, for instance, it was an- 
nounced that the company would accept sales agreements 
up to April Ist, covering the sale of gas ranges, gas re- 


On sales over $500.00 a 10 | 


} 
| 


frigerators and gas storage water heaters on the regular | 


terms, except that the first monthly payment on the in- 
stallment contract would not be billed to the customer 
until the regular April bill. Inasmuch as the paper is 
purchased without recourse, the company reserves the 
right to investigate the credit of each customer, and 
refuse to purchase the paper in case the credit is not 
considered good. 

In the case of certain appliances in which the in- 
stallation of the appliance directly affects its operation, 
an inspection of the installation by the company is re- 
quired before the paper is purchased. 

The class of work done by dealers is continually un 
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The New Dayton 
Direct Drive System 


AKE it a point to investigate this newest DAYTON Water 

System for sound engineering principles and for mechanical 

excellence. You will find in it the fresh sales opportunity you have 
been needing to make more money. ° 


Here are its advantages—every one a strong selling point. 


. Compact in design and assembly. 

Driving mechanism completely enclosed. 

. Belt and pulley eliminated—-no external moving parts. 

Superior oiling system-—-with large reservoir, tightly sealed 

. Completely equipped with pressure switch, relief valve, fresh 
water valve, pressure gauge and air volume control. 

. Capacity 250 gallons per hour-—-mounted on either a 12- or 30 

gallon galvanized tank. 


Ui & WN 


i.) 


The coupon is for your convenience. We'll reply promptly; 


THE DAYTON PUMP & MFG. COMPANY 
Dayton, Ohio, U. S. A. 


' 
~ * 


| The Dayton Pump & Mfg Company, Dect. DE.102 A ; ~ 
Dayton 


; Dayton, Ohio. 
1 Gentlemen: Your new Direct-Drive System looks 











| interesting. I want to know more about it. WATER 

Name S 

Address 4 ystems 
City State x S ) 
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SERIES 4700 
Condensation Return Unit 


DECATUR PUMP COMPAN 


DOMESTIC 


URKS 


, 


suPER- | URBINE 





Condensation Return Units 


OSCAR WILDE 


Said a mouthful when he said 
“The Cynic or the Pessimist is 
he’who knows the price of every- 
thing but the value of nothing.” 


Truth will prevail, and honest 
merchandise will reap its just 
reward. Burks Super Turbine 
Pumps are built for long years of 
hard service, which in turn calls 
for the finest materials and 
workmanship. 


You cannot make a Burks Pump 
hammer or pulsate under any 
condition. It will not vapor-bind 
because it pumps air same as 
water. The value is there, and 
the price is reasonable. 


New bulletins: 
Condensation Return Bulletin No. 95 
Water System Bulletin No. 94-C 
Send for one or both. 


DECATUR, 


ILLINOIS 























ROYAL 


RED-BLAST 


BOILER 
With Blower 


and Thermostatic Control 





COMPLETE IN ONE UNIT 





Send for complete information 


HART & CROUSE CO. 





Utica, N. Y. 
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der review, and if a dealer habitually turns time pay- 
ments over to the company on poor installations or on 
low grade appliances which do not give satisfaction to 
our customer, the company refuses to take further paper 
from him. 

It has been our experience that it is impracticable to 
carry on a relationship of this kind with recourse to the 


| dealer. The dealer is entirely willing to have an extra 


deduction made from the amount paid on the sales con- 
tract in order to be relieved of the difficulty of handling 
returned merchandise. The reserve set up by the com- 


_ pany takes care of the cost of reconditioning the mer- 





chandise and disposing of it at less than the original 
selling price. 

The success of this financing plan depends largely 
upon the care with which the customers’ credits are 


checked. Customers in general know their rights with 


respect to collection of merchandise accounts. It can 
not be fairly urged that the customer thinks the utility 
has the right to discontinue service for non-payment of 
merchandise accounts, and that, therefore, the utility can 
collect more readily than the dealer. In any event, the 
utility could not fairly justify the purchase of time paper 
from dealers on this account. 


Dealers Sell More Heaters 
This financing plan has been in use for some six 
years in conjunction with a plan of dealer co-operation, 
which has gradually evolved from merely a financing 
relationship to one in which the utility sells no merchan- 
dise directly except to the dealers. The operation has 


been so successful that during the past two years of 


depression the sales of automatic storage water heaters 
by the group have exceeded those of previous years, all 
conditions as to price, carrying charges, etc., being prac- 
tically comparable. 

In 1928 the group sold 1 storage water heater to every 
42 customers; in 1929, 1 to every 15 customers; in 
1930, 1 to every 11 customers, and in 1931 to date, at 


| about the same rate as in 1930. 





= 


In closing, I would like to call your attention to the 
statement of co-operative merchandising principles re- 
cently adopted by the American Gas Association and 
recommended to all member companies. This state- 
ment has been well received by the national organ- 
izations of various dealers and merits the support of 
all manufacturer members of the Association. I would 
like to urge upon you that, in the development of sales 
plans for presentation to utilities, you adhere to the prin- 
ciples adopted by the Association and co-ordinate your 
sales activities fully with those of the progressive com- 
panies of the industry which are seeking the full devel- 


opment of their business through dealer co-operation. 





¢ 
Anti-Smoke Rules 351 Years Ago 


I-ven as far back as the year 1580 Queen Elizabeth 
issued an order prohibiting the burning of certain 
fuels in London because she feared the health of her 
knights might become infected by breathing smoke 
and fumes and it is even recorded that a man was 
hanged for burning fuel that smoked very heavily. 

If Queen Elizabeth were in the United States 
today meting out justice, how many men would be 
hanged? 
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A few of the Questions of 
most general interest asked 
by readers and answered 
by our engineers 





In this issue 


1— Wants Filter Bed for a 
Septic Tank 


9— Troubled with Creosote 
in Chimney 
3—A Suburban Water 


Supply 


—{_— 


lo the Editor: 

Will you have the kindness to give us some informa 
tion or blue prints showing how to build a filter bed for 
a septic tank which is to serve a family of seven persons. 
with bath, lavatory, toilet and sink? 

The soil is hard clay 40 ft. down and will not absorb 
any water. The frost goes down 4 ft. in winter time. 


Montana. W. W. 


There is no information regarding the amount of 
water that is likely to be used. With a bath, lavatory, 
toilet and sink, the water consumption may vary greatly 
depending upon the pressure of the water. This is most 
likely to be quite low, and we shall assume that the aver- 
age daily consumption is 300 gallons per day. This is 
quite reasonable, and under average conditions, will not 
he exceeded; if anything, the volume will be likely to 
be a little less. 

Another point is that we do not know how much 
ground space is available. If the installation must be 
made in a very small area, we should use one type of 
installation; if there is a good deal of space available, 
and if the ground is level, we might use another method. 


We will assume that the method of seepage pits must be 
used because of possible restricted area, steep slopes and 


frost conditions. 


\X/ 








While the soil 1s hard clay tor 40 teet down, expert 
ence has demonstrated that such soils will take up some 
water, though of course not as much as the more open 
soils. More seepage area will have to be provided. Just 
how much we do not know, but more can be added later, 
if necessary. 

The house sewer may be brought out at any desired 
elevation. Lay it on a 3 per cent slope, at least, to the 
septic tank. Even though frost goes down 4 ft., the tank 
will not be disturbed by cold weather if it has a cover 
of 2 ft. or more. However, if the tank is very far 
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irom the house, the 3 per cent slope will require that 
it be placed still deeper. It will be all right to place it 
as far as 4 or 4% ft. down. 

About 15 ft. more or less. (the exact distance 1s not 
very important), place a leaching cesspool, constructed as 
indicated in Fig. 1. This cesspool should be & feet in 
diameter and 8 feet deep below the entrance of the line 
from the septic tank. If the soil is very stiff and hard 
the sides may stand alone, but it is far better to wall 
it up with cement block or stone, filling in around the 
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outside with gravel or broken stone, cinders, broken 
brick, or other materials you may have available. The 
bottom should be left open. Because of the extra depth 
required, if the septic tank is placed too deep in the 
ground, it is better to use only the 2 ft. of cover on the 
septic tank, if possible. 

If your soil is as hard and non-absorbent as you say, 
it will require three or four of these—theoretically 3 
large ones and a small one—but I suggest that you put 
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in either two large and a small one, or three large ones, 
as shown in Fig. 2. If you do this, you should tell the 
owner that in saving money on the first installation, he 
may be obliged to do some more work later. 

Layouts for additional cesspools are shown in Fig. 2 
in case it is desired to add these now or later. Gen- 
erally speaking it does not pay to put in too much capac- 
ity at the beginning; if it is not possible to estimate 
the absorptive capacity of the soil, the first installations 
should be ample for average conditions, and more may 
be added later. 

—9— 
To the Editor: 

Can you give us a remedy for a chimney that is 
creosoting through the brick? What we would like to 
know 1s what we can put on to counteract the creosote 
so that it will not work through a papered or painted 
chimney finished with plaster. 

Wisconsin. x. 5. 


In an old chimney it is pretty hard to do anything 
except to cover the chimney with metal lath on metal 
strips to hold the lath an inch or an inch and a half out 
from the chimney and then to plaster on the lath. The 
air space interposed between the chimney and the lath 
will prevent the creosote from showing on the plaster 
especially if the metal strips are run vertically. 

In a new chimney the walls should be made at least 
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8 in. thick with a tile flue lining having tightly cemented 
joints; this effectually should prevent anything from 
showing up on the plaster even if the plaster is placed 
directly on the chimney. It is desired to point out, how- 
ever, that it is never desirable to plaster directly on the 
brick of any chimney owing to the fact that it is almost 
positive that there will be shrinkage and settlement in 
the chimney which will be different from that occurring 
in the walls surrounding the chimney so that a crack 
between the two surfaces is bound to develop in time. It 
is much better construction to furr the chimney as sug- 
gested above without actually attaching the separating 
strips to the chimney. This will allow the chimney to 
slip inside the furring without disturbing the plaster or 
causing cracks. 
—3— 

To the Editor: 

I have been called upon to provide a water supply 
system in a suburban tract. A well has been drilled 120 
ft. deep, and water rises about twenty feet in it. At 
present an ordinary hand pump, with the cylinder down 
about seventy-five feet, is being used. After standing 
idle a short time, the pump will operate satisfactorily 
for a little while, when it begins to pump harder, tend- 
ing to jerk the handle out of our hands. Only a small 
amount of water is de- L 
livered at each stroke when 
it begins to jerk. 

Is the cylinder located 
correctly ? — 
Would the pump require 

more effort to operate, if 
placed lower in the well? | 











Several persons have told 
us we will have to get a 
different kind of pump to 
operate in a well of this 
depth. If this is true, what 
type of pump should I in- 
stall ? 

Kansas. ia” * 














The only change needed 
in your present installation 
is to lower the cylinder, 
preferably until it is sub- 
merged with the water at 
normal level. When you 
start the pump the water | 
is close enough to the | 
cylinder so that the pres- | ae 
sure of the atmosphere is 
sufficient to push the water 
up to the cylinder. At your elevation of approximately 
1,000 ft. above sea level, the practical suction lift is about 
21 ft. The maximum lift possible at that altitude is 
about 27 ft. Your cylinder being about 25 ft. above the 
water at its normal level, will operate until the water 
lowers a few feet in the well, after which the pump rod 
tends to jerk back, due to the vacuum created between 
the cylinder and the maximum suction lift of the water. 

By locating the cylinder about 25 ft. lower, as sug- 
gested on the sketch, Fig. 1, your present pump will 
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operate satisfactorily, and with no appreciable difference 
in the power required. Another advantage of having 
the cylinder submerged is that the pump will not require 


priming. 


Questions Answered and Discussed 


by Readers 





How the Question Was Answered 


The following question was asked in the issue of 
September 5, and the accompanying answer is by 
a reader: 


If a boiler failed to produce sufficient steam and to 
raise @ reasonable amount of pressure what would you 
do to locate the cause of the difficulty and how would 
you remedy same? 


How Would You Answer This 
Question? 


On a one-pipe steam system the height of the cellar 
is such that there only will be 8 in. between the boiler 
water line and the bottom of the steam line at the far 
end, where it drops down into the wet return. If there 
are six connections, each with 100 sq. ft. of radiation 
taken off of this main, what pipe sizes would be neces- 
sary to avoid flooding the main at the far end if it is 
assumed that the equivalent length of pipe ts 300 ft.? 


Answers based upon your experience, and suit- 
able, will be paid for and published in the October 
31 issue. 











I 


AILURE of a boiler to produce steam and pres- 

sure may be due to so many causes that consider- 
able adroitness often is necessary to sift down the 
facts and to ascertain just what is the cause of the 
difficulty ; again the trouble may not be due solely to 
one cause but may be a combination of two or more. 
[n a case of this kind the principal items to be looked 
over consist of: 

a. Dirty flues. e. Poor draft. 

b. Dirty water. f. Improper firing. 

ce. Oil in the boiler. g. Overloading. 

d. Poor fuel. 

Dirty flues are probably the most prolific cause of 
boiler trouble and inefficiency but, at the same time, 
they are one of the easiest items to rectify. There 
is no excuse for not having the flues of the boiler 
clean within reason except the carelessness of the 
attendant; this is really not an excuse—it is simply 
the cause. Next to the flues is the water; this is 
especially true on new systems where the grease, 
red lead, cutting oil, radiator sand and other dirt is 
washing out of the system and collecting in the 
boiler; the use of a good boiler compound applied as 
per manufacturer’s directions will generally answer 
the water difficulty except, perhaps, in cases where lime 
has deposited on the interior surfaces. 

Oil in the boiler will cause an infinite amount of 
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ATTENTION PLEASE, MR. ENGINEER! 


| eae“ fan me 


You, as an experienced Engineer, can 
judge and decide problems of temperature 
to solidify fat. 

Only Water Ceeling Grease Separator 
and Catch Basins will chill the water, 
congeal and retain the grease. : 

Our more than thirty years’ experience 
originating and designing Modern Sani- 
tary Appliances is your assurance of 
satisfaction. 


Use our Catalog to obtain first hand and reliable information. 
Sold by reliable Wholesalers everywhere. 


Compound yoo & Specialty Co. . 
(secege dios S. E., President — 5 

THE PIO BERG warablienen 1897) 
Originators, Designers and Sole Manufacturers 





Fig. No. 150 and larger sizes 
(Patented and Patents 
Pending) 


ee Dehn's **¢ entrifugaL’ * Dou- 
THE QUALITY GOODS ble ‘trapped. Water Cooling 

sTease Separator and Catch 
Trade Mark Kegvtered U S. Pat. Uffice Basin, tested 250 pounds 


419.421 N. Laramie Ave. Chicago, Ill., U. S.A. cold water pressure. 





“Sure. Dart builds a real Union!” 


With all the years of experience behind DART 
Unions, backed by skilled workmanship, it 
stands to reason the DART is a real Union. 


Take a DART apart. See for yourself, the two 
bronze seats that makea DART leak proof. 
An examination will certainly convince you 
of DART 
quality. 





Providence, Rhode Island 











E. M. DART MFG. COMPANY 





Sales Agents Canadian Factory 
THE FAIRBANKS CO. DART UNION CO., Led. 
New York Brasches Terente, Canada 
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i for remodeling 
It doesn't cost any more to have Moore 
Radiator Hangers with their easy, quick in- 
stallation, their simple, hairline adjustment 
and their general all around efficiency and 


convenience. 


Why not use Moore Radiator Hangers on remodeling 
jobs. Make that extra profit. From your jobber. 


CARTY & MOORE ENG. CO. 


(INCORPORATED) 
611 W. LARNED ST. DETROIT, MICH. 
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Eliminate those unexpected 
“shots” of hot and cold water in 
shower baths. Stop the time 
wasted in trying to get water at 
the right temperature. Install 
Powers Mixers. Write for 20- 
page book. 

THE POWERS REGULATOR CO. 

2716 Greenview Ave., Chicago 


Offices in 37 Cities 
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DOWERS 5 


SHOWER MIXER 
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Keeney Equipment 


for remodeling work 


Faulty air valves represent your biggest heating 
opportunity for remodeling sales. Order a supply of 
Keeney Air Valves from your jobber. Take them out 
on calls. Sell them to old and newer buildings. They 
make any radiator a better radiator and any steam 

heating system more efficient, more economical. 










Sell Keeney Floor and Ceiling Plates, too. 
They’re made like all Keeney equipment, with 
an eye to future wear and future appearance. 
Write today for details or order from your jobber. 


“MODERN HEATING MAKES 
MODERN HOMES” 


THE KEENEY MFG. CO. 
NEWINGTON CONN. 


























University of the City of Toledo 


Equipped with 


Pi if ' Indestructo 


Copper-Lined 


HOT WATER HEATERS 


The safest thing in the world to buy is reputation. 


The reputation and the responsibility of the Patterson-Kelley 
Co. has ne¥er been questioned during the 51 years we have been 


[. 


in business. Wherever you go, you 
will find the outstanding buildings 
depend upon Patterson Heaters for 
hot water. 

Owners, architects and engineers 
of these buildings will tell you that 
Patterson Heaters can be depended 
upon at all times and under all con- 
ditions. 


Our catalog sent on request. 


The Patterson-Kelley Co. 
Branches in Principal Cities 
, 106 E. 40th Street, New York, N. Y. 
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trouble by forming a film over the top of the water 
and preventing steam disengaging from the water. 
The old-fashioned remedy for this used to be the 
boiling-out treatment with washing soda but severai 
boiler compounds on the market do even a better job 
than the soda. 

Under the matter of draft there are several items: 
The chimney is one. Is it tight? Is it high enough? 
Is it of sufficient area? Is the smoke pipe pushed 
into the chimney too far’ Is the check damper tight 
when closed? Is the fuel being used too small for 
the draft available? Is the boiler setting tight?’ Are 
there any dampers between the boiler and the chim- 
ney which obstruct the full draft? Is the smoke pipe 
over-heated? Are there any leaks in the smoke pipe: 
Are the boiler gases in the boiler short circuiting 
through any of the openings due to the omission of 
proper stops? All of these items come under the 
head of draft and gas travel and should be inves- 
tigated. Sometimes a boiler will be set up with a 
baffle section in a wrong place so that the gases pass 
direct to the smoke pipe without making the entire 
travel around through the boiler flues. 

The fuel used is also a frequent cause of trouble; 
the owner or operator thinks he can save money by 
using coal one size smaller than last vear; sometimes 
it can be done; but the next year he tries a still 
smaller; ultimately he gets to a point where blowers 


_are necessary but he probably condemns the boiler 








before someone explains the cause of the trouble. 
Or he may stick—supposedly—to the same fuel and 
the fuel may be sent over at some time of an inferior 
grade so that the fires have no life and the fuel bed 
clogs up with unburnable material and smothers the 
fire. These items should be very carefully checked 
up and a ton of coke—if available—should serve as 
a good guide as to whether the difficulty is with the 
fuel or not. If the coke will maintain steam and 
pressure then the regular fuel—if of good quality 

should do the same. The reason that coke is sug- 
gested is that it is of pretty standard quality with- 


/ out much variation and so is a good measuring stick 


for the fuel being used. 

Of course if a boiler is overloaded there is little in 
the nature of doctoring which can be done. It’s over 
loaded and that’s that. However, if there are un- 


' covered lines. or uncovered water tanks or heaters 





supplied from the boiler, a good covering of insula- 
tion will help matters. Possibly some radiators may 
be found in unimportant places which can be removed 
and thus aid in reducing the load on the boiler. Pos- 
sibly a separate heater for the hot water can be tn- 
stalled; it may prove feasible to enlarge the grates 
on the boiler or to put small undergrate blowers in 
the ash pit. An oil burner will get more rating out 
of a boiler than coal due to the fact there are no stok 
ing periods and the fire is always bright and never 1s 
covered over with fresh coal. Even an extension on 
the chimney of 20 or 25 ft., may increase the draft 
sufficiently to carry over the peak load periods with- 


| out losing the pressure. 


All of these are only suggestions as each boiler ts 


| a special proposition by itself with its own particular 
' chimney, load, fuel and attendant. 


It is not unknown 
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to have a boiler which gave all sorts of trouble and annoy- 
ance, entirely rectify itself when the fireman was 
changed ! 


A Simple Method of Repairing a Leak on a 
Screw Joint 


N A range connection and in fact anywhere else | 
on the supply system, a slight leak at some joint 
may often be very inconvenient and cause considerable | 


loss of time to rectify. 


By caulking tin foil into the defective joint, the | 


trouble may often be quickly remedied. This, however, 
must be done in a most careful manner. 

The best way to do it is to roll the tin foil into a 
loose roll and wind it around the pipe close up against 
the leaky joint. Then with a cold chisel caulk the tin 
foil into the joint. Do not use a sharp chisel for this 
caulking, but one that is somewhat dull, and make a very 
light caulking. Heavy caulking might start the joint to 
leaking worse than ever, especially if the joint is an old 
one. 

A good plan is to caulk the tin foil at three or four 
points around the pipe, in order to catch it, and then 
make a complete caulking, going around with the chisel 
several times if necessary. The tin foil of course must 
he very soft and pliable. 


Heating in Residences and Small 
Structures 


(Continued from Page 41) 


ne Cees aes 117/20. 5.8 
, ~rrerr 117/20... 5.8 
*Contents ..1053x 2/200.. 10.5 
22.1 

**Total sq. ft. of radiation 

ED Ces Pe we ems » 03.77 
Adding 60% for hot water. 32.25 
Total hot water radiation 

re ation i ila de de a eae 86.03 


*Two air changes are figured here, due to two walls with 
windows being outside walls. 

** The 2-20-200 rule gives steam radiation as a result, and 
this has to be changed to hot water surface by adding 690 
per cent, 

Bedroom No. 2 


_ ee sy ealae. «ce Gt Ce. RH. Of rad. 
0 ae eee tt; ae - 
lZ.2 
Added for S. Exposure..... 00.0 
12.2 
EE he iad es Km 104/20... 5.2 
SS 2 Ais Siw ou 104/20. 5.2 
Contents ....... 936/200... 4.68 
15.08 
Total sq. ft. of steam radia- 
tion required ........ 27.28 
Adding 60% for hot water. 16.36 


Total hot water radiation 
PE + <u 6 W 6.6.8 6 60008 a 


PIPE COVERING 


| Prevents Condensation 


| effectively retard temperature changes. Eco- 
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* a 


Threads bends. 


Dies turn in- 
stead of pipe. 


| May be hand- 
operated. 


| 
Takes up a 
minimum of 


Uses a mini- 
mum of power. 


Moderate in 
price. 


v Vv 


THE CURTIS: & CURTIS CO. 


318 Garden St. Bridgepert, Conn. 
































zite 





For cold Water, and brine pipe lines, Ozite 
Pipe Covering gives unsurpassed protection 
against freezing—against condensation. Made 
of 100% pure ee cattle hair, this flexible 
material gives high e ficiency insulation due to 
the millions of tiny ‘dead air’ cells—that 


nomica| in cost—it is also almost everlasting in 





life. Write for sample and prices. 
AMERICAN HAIR & FELT COMPANY 
Merchandise Mart » - Chicago 
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a oy) ane): 
| HANGERS 


























for ALL Radiators 


Install radiators this modern a — re 5 them 
IR HANGERS. 


from the wall with E-Z RADIAT 

3 styles meet any and all conditions. Full 
justable both horizontally and vertically. _— 
and quickly installed in any kind of wall material. 
Leading architects and contractors recommend 
and use them. Write for complete information. 


HEALY-RUFF CO. 
770 Hampden Ave. St. Paul, Minn. 


Also Manufacturers of E-Z INSERTS 
and E-Z LAVATORY HANGERS 
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M£&Donnell Protection 
is more vital than ever! 

















Automatic heat has speeded up steam 
rates and increased the hazard of low 
water. At the same time automatic 
operation encourages neglect of the 
boiler water line. That is why the 
MeDonnell No. 30 Safety Feeder Series 
with McDonnell No. 31 Emergency 
Bwitch is a vita) part of every oil-fired, 
stoker-fired or gas-fired job. There is a 
type and size for every job—at a price 
the boiler owner can afford to pay 





MSCDONNELL & MILLER, 400 N. Michigan Ave., Chicago 
Eastern Office: Grand Central Terminal, New York, N. Y. 


M<DONNELL & MILLER 
Boiler feeders 














‘Doing one en ing well af 





















RikgeiIb 
VISES 


O-MAR Jaws on 
RIGID Yoke Vises... 
Pipe rests and pipe benders 
on all RIGBID Vises... 
Strength enough to stand 
many years of hard work 
and abuse. At your Job- 
ber’s. Made also in stand, 
Post chain and yoke type, 


all sizes. 


THE RIDGE TOOL CO. 
Elyria Ohio 















dows are exposed. 
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Living Room 

S Sareea 84/20.. 
er 15/2 7.5 
Added for S. Exposure..... 
a ET 64/20... 2.7 
a id ne A ell none 0.0 
Added for W. Exposure 20% 

OO ae 84/20 4.2 
Ee 15/2 7.5 
Added for N. Exposure 25% 
I lll ew Bink at etal 170/20... 8.5 
Pe -<cheduns 170/20... 8.5 
Contents ...1530x 2/200. .15.3 


Total sq. ft. steam radiation 
required 
Adding 60% 


for hot water. 


Total hot water radiation re- 
quired 


- aouenpntwweit ws. & = 2 Ff = 


S. Wall 
0 a ee 15/2.... 


W. 


N. Wall .. 
Glass 


Yee 2° 6 8 6 ee 2 eS 


Added for N. Exposure 25% 
I AE 75/20... 
eee 76/20... 
*Contents ...675x3/200.. 
Total steam radiation re- 

ee 


Adding 60% for hot water. 
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4.20 sq. ft. of rad. 


ete 


1.9 
7.5 


4.0 


.25.5 


~—j 
oT 


3.8 
3.8 
10.1 


11.7 
00.0 


11.7 
2.9 


9.4 
0.00 


sq. ft. 


29.5 
5.9 


3.2 


9.4 
rad. 


35.4 


, ee Far 7 


98.9 





118.9 sq. ft. 


Combination Dining Room and Kitchen 


6.5 


Total hot water radiation 
0 ea 

N. Wall ........ 131/20... 

Glass .. > SGT2.. «+ «BS 


Added for N. Exposure 25% 





* Three air changes used 


because 


three 


walls with 
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eae 124/20... 6.2 
(+ Faeroe 124/20... 6.2 
Contents ......1116/200.. 5.6 
18.0 
Total steam radiation re- 
CE riven eae oewn 51.1 
Adding 60% for hot water. 30.7 
Total hot water radiation 
3 WE 8 ap cussceisess 
BEDROOM 
NO 1 








COMB 
KITCHEN 
AND 
DINING 
ROOM 
| BEDROOM 
NO 2 





LIVING ROOM 











Fig. 4 
Bath 
Pei MP acki« sawed 46/20... 2.3 sq. ft. of rad. 
ee ee llLDLlUc ee 
ama 
Added for N. Exposure 25% 1.6 
7.9 
S @ eae 72/20... 3.6 
Se Gee a don on none.... 90.0 
3.6 
Added for E. Exposure 10% 0.4 
+ 
FOO: ta oan. «ORs. « GA 
a ee i at 63/30... 3.1 
**Contents ..... 378/200... 1.9 
jae 6.1 






**Only one air change used because East 
“window. 
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ZOURI*/“TURDIWBLD 


A: NBW:/HOWER:/TALL: DOOR 


WITH “TRENGTH CONCEALED IN NARROW LINE 









DESIGNED 
FOR 


WELDED 
POR 
STRENGTH 






SHOWER STALLS SHIBLDO 
AND BATH ENCLOSURES 


LN CHROMIUM, DUPLEX NICKEL PLATE NICKEL ILVER 
AND S“ATIN BRONZE. 





The Zour! Company 


GENERAL OP FIC ES CHICAGOHEIGH TS ILLINOIS 

| ASSOCIATED COMPANIES 

' MODERN BRONZE STORE FRONT COMPANY 

NT ERNATIONAL STANDARD STORE FRONT CONSTRUCTION £O Orertreiseuttitown 


INTERNATIONAL STORE FRONT COMPANY 

















|| Boiler Tube Cleaners, Flue Brushes, Wire 
| | Heater Brushes, Handy Cleaner Brushes, 
| Fire Brooms, Track Brooms. | 
a Fimnpened Si 

||| MADE FOR LONG RUGGED SERVICE | 
The Worcester line 1s complete. } 
Catalog gladly sent upon request. 


| WORCESTER BRUSH and SCRAPER CO. 
| 10 AUSTIN STREET $3 WORCESTER, MASS 


























































OU'LL see 

this seal on 
the letterheads of 
progressive 
manufacturers 
whose products 
will stend 
thorough exami- 
nation by the 
keenest, most 
progressive 
buyer. 


SECOND 


INTERNATIONAL HEATING & 
VENTILATING EXPOSITION 


AUDITORIUM ANNEX 


CLEVELAND -- OHIO 
January 25-29 --1932 





AT CLEVELAND — 
IN JANUARY 


ANUFACTURERS who are 


not content to sit back and 





let business adjust itself, 


—who have created new products 
or improved old ones—will exhibit 
their newest and best for your 


inspection and comparison. 


Thousands will be here to see and 
profit. Will you? 





Under the auspices of the American Society of Heating & Ventilating Engineers 
Managed by the International Exposition Company @ 1050 
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Total steam radiation re- 


Adding 60% for hot water. 10.8 


Total hot water radiation 


required 28.8 sq. ft. 


It should be pointed out that the exposure allow- 
ances are largely a matter of judgment and that different 
heating men use different allowances; the lowest of 
which we know consists of East 0 per cent, West 10 
per cent and North 15 per cent; the highest consist of 
East 10 per cent, West 25 per cent and North 33 per 
cent. For ordinary work the lowest is too low and the 
highest too high. After a great many years’ experience 
in heat calculating it would seem that exposure factors 
of 10 per cent for the East and West walls and 15 per 
cent on the North wall is adequate for sheltered build- 
ings and that 10 per cent on the East, 20 per cent on the 
west and 25 per cent on the North is sufficient for the 
building with ordinary exposure. A building set in a 
particularly exposed position where it will receive the 
full sweep of the wind, such as on the top of a hill or 
on the edge of a high bluff, would probably require to 
have the radiation increased 10 per cent to 20 per cent 
over what normally would be figured for the same struc- 
ture set in a more usual location. 


Contractors Profit from Plumbing Laws 


(Continued from Page 59) 


1930 took out a state license. Later he became aware 
of the fact that he had not needed to do this, and when 
the last of the year came around he did not renew the 
license. He could have done so within the following 
two months without expense. At the end of that time he 
received from the state board of health a notification that 
he was due to pay a fine of $5.00 for reinstatement. 
This action, which the state was entirely justified in 
taking, has set this master plumber to “standing on his 
rights.” He has written us concerning the injustice of 
the situation. In our reply we have agreed that tech- 
nically he is correct without doubt, but that in view 
of his having taken out a license for 1930, the state 
would very naturally look for its renewal in 1931. Our 
advice to him was to send a check for five dollars for 
the renewal and take care in future to renew the license 
at the end of each year, which would involve no expense. 

This was a comparatively personal, unimportant mat- 
ter, and yet it contains elements which are important. 

In the first place, without the state license, this man, 
because of the expense of the $5 fine, was willing to 
put a limitation on his activities that would prevent him 
from doing work anywhere except on farms, without 
breaking the law. 

No doubt this might have been but one of many 
quibbling incidents, each of little importance, but in the 
aggregate constituting a considerable harmful influence, 
often capable of being used politically against the state 
law involved. 

Often such incidents as this that we have related 
arise through thoughtlessness, rather than through any 
actual desire to obstruct or undermine the law. 

Our entire thought in presenting this article is that 
we may have given some emphasis to the responsibility 
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that each individual in the plumbing trade certainly 
should carry regarding his personal, honest and hearty 
support of the plumbing laws of his own city or town 


and of his state. 


On the Job With Dolan & Olson 


(Continued from Page 39) 


the air pressure mounting and thus locate the leak; but 
the unexpected happened. 

Instead of a crack in the pipe, the pipe had sheared 
off and dropped; the plunger struck the end of the pipe 
and could pass no further. Therefore, we felt certain 
that we had found the break. 

Dug a hole 2% feet wide and 6 feet long and found, 
as mentioned above, the broken pipe; made the neces- 
sary replacement, the refilling and the repaving; con- 
nected up the lines again and smiled at the world again, 
which was quite a relief after having the world smile at 
us while twigging for a water leak. 


Minneapolis Proves Again That It 
Pays to Modernize 


(Continued from Page 44) 


taking some of the directors of the bureau had mis- 
givings concerning it, and there was considerable 
doubt as to whether or not there would be sufficient 
interest in a modernized home to warrant such a 


thing. Although publicity was carried by only one | 
newspaper, the attendance was sufficient to make | 
all of the bureau members feel that the undertaking | 


was worthwhile. 
Many of the people attending expressed them- 
selves to the effect that the demonstration had con- 


vinced them that it does pay to modernize a well- | 
built, well-located house. The value of this house | 


was raised out of all proportion to the amount spent 
ii modernizing it. The amount spent in modernizing 
was a little over $6,000. 

The bureau members participating in the modern- 
izing gave materials at cost or at a big discount in 
nearly every instance. The Minneapolis Tribune got 
out a special, six-page supplement on the Sunday 
that the house opened, devoting the entire section to 
the project. 

+ 
Discuss Changes in Wisconsin License Law 


Members of the Wisconsin State Plumbing Appren- 
ticeship Committee met at the Hotel Pfister, Milwaukee, 
on September 24, together with representatives of the 
plumbing division of the state board of health and of 
the journeymen’s union, the apprenticeship division of 
the Industrial Commission and the State Board of Voca- 
tional Education, to consider prospective amendments to 
the present rules and regulations governing the examin- 
ation and licensing of plumbers in the state. 

Some few rules are to be changed in order to conform 
with changes in the laws passed during the 1931 session 
of the Wisconsin legislature. 

Advisory committee members include Henry Weber, 
Milwaukee; Adolph Zurheide, Sheboygan; Louis 
Schoenleben, Racine; and Walter Hyland, Madison. 
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PIPE FITTINGS 





























Clean threadways— Tapping to gauge—Absence 
of sand holes—all go to distinguish—!| MICO— 


Fittings. 


A full line in malleable iron, cast iron and 


brass. 


Also manufacturers of brass and iron valves. 


¥ 


ILLINOIS MALLEABLE IRON CO. 


Chicago, Ill. 


MANUFACTURERS OF BRASS AND IRON VALVES 
































~“DAHLQUIST” 





Gas Side-Arm 





Automatic Electric 


FOR EVERY 


Copper Boiler Need 


No matter what your problem may be—if it pertains to 
copper boilers of any kind, you can immediately find a 
solution—put it up to the Dahiquist Manufacturing Com- 
pany. 

The excellent attention given to orders—the concentra- 
tion of recewemneer etal speed in delivery have made 
Dahiquist the largest manufacturer of copper boilers in 
America. . 


The Turbo-Aquatherm 


The hot water storage unit for the home is not modern if it 

is not equipped with this latest Dahiquist invention—Dehl- 

vist Range Boilers and Storage Systems equipped with the 

urbo-Aquatherm deliver hot water as clean and fresh as 

water drawn from the cold water line—no rusty water, no 

accumulation of muddy sediment—no danger of burnouts, 
and it increases the thermal efficiency of the unit. 





Real estate operators, 
architects and heating en- 
gineers may rely entirely 
on Dahiquist workmanship 
and experience, 
whether for range 
boilers, automatic 
storage boilers or 
heavy pressure 
boilers. 








WRITE FOR COMPLETE INFORMATION. 


Dahlquist Mfg. Co. 


60 West 3rd Street 


So. Boston, Mass. 
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Left to right: J. F. Doud of Cincinnati, re-elected treasurer; Thomas M. Landers, Jr., of Richmond, chairman of local con- 

vention committee; J. A, Campbell, Hampton, Va.; W. F. Wurzburg of Richmond, chairman of local registration committee; 

Mrs. and Mr. James R. Walker of Waterbury, Conn., librarian and newly appointed secretary; Charles I. Henderson of 

Seattle, Wash., director; W. H. Meadows of Toronto, Ont., Can., sixth vice president; and E, P. Uphues, Chicago manager, 

plumbing service section, Crane Co. Photos taken at the 26th annual convention of the American Society of Sanitary En- 
gineering, held recently at Richmond, Va. 


Annual Convention of the American Society 

of Sanitary Engineering 

This is the concluding report of what took place at 
the convention of the American Society of Sanitary En- 
gineering, held at Richmond, Va., on September 8, 9, 
10 and 11. The main section of the report was pub- 
lished yn our September 19 issue, beginning on page 125. 

James Smith, of Winnipeg, Canada, read a paper 
which had been prepared by Dr. A. Wilson, medical 
health officer, Saskatoon, Sask., Canada, on the subject 
of “The Relation of Plumbing to Public Health.” In 
this it was stated, “No business can be a permanent 
success unless the laws of sanitation, as applied to that 
business, are observed.” Mr. Smith then followed this 
with the reading of a paper prepared by himself on the 
subject of “Compulsory Plumbing.” He stated that the 
question often had been raised as to whether plumbing 
should be installed in what ordinarily is called a shack, 
or cheaper type of building. ‘The attitude that the health 
authorities in Winnipeg have taken is that any building 
that is fit for occupation is fit for the installation of 
plumbing. And in numerous cases plumbing has been 
installed in two-room shacks with the toilet properly 
partitioned off, and the toilet room ventilated. It is 
pointed out that the enforcement of the installation of 
compulsory plumbing no doubt has had the effect of 
making those who do not wish to be compelled to install 
plumbing build in the outskirts of the city, or even 
outside of the city limits. This phase of the question, 
however, is negligible, as there are only 266 such houses 
in the Winnipeg city limits. Many of the municipalities 
surrounding Winnipeg also have compulsory plumbing 
laws. 

In further discussing this subject of compulsory 
plumbing, Mr. Smith pointed out the charter limits the 
number of fixtures that a municipality can install in 
one house, viz., one water closet and one sink or wash 
basin. This does not, however, prevent connections be- 
ing left, if required by the owner, for additional fixtures 
such as baths or wash-basins. It is interesting to note 
that Winnipeg, through public opinion, was forced to 
obtain power to compel the installation of plumbing after 
a very severe epidemic of typhoid fever in 1904, 5 and 6, 
and while the whole credit for the difference in the 
death rate from this cause in subsequent years is not 
claimed by reason of the changed plumbing conditions, 
generally it is admitted that the improved sanitary condi- 
tion of homes has been a major factor in reducing the 
death rate from typhoid fever in Winnipeg, from 248.3 


per 100,000 population in 1904 to zero in 1930, notwith- 


standing that the population has increased in that period 
from 67,262 to 209,286. 


Toward the close of the Wednesday afternoon ses- 
sion, Samuel Tapp read a paper entitled “Lavatory Over- 
flows,” at the conclusion of which a general discussion 
ensued regarding the advisability of eliminating entirely 
both bathtub and lavatory overflows. A paper on the 
subject of the “Elimination of Waste and Simplified 
Practice” was presented by Keith W. McAfee. He re- 
ported that progress is being made on seven phases of 
this work, namely, porcelains, all clay plumbing fixtures, 
hospital plumbing fixtures, enamel cast iron fixtures, 





Left to right: V. B. Hockdale, Abingdon Sanitary Mfg. Co., 
Abingdon, Ill.; Walter Potter, Mebile, Ala.; George B. 
Barron, Chicago, Compound Injector & Specialty Co.; and 
W. J. Shilling, Shreveport, La. Photos taken at the 26th 
annual convention of the American Society of Sanitary 
Enginering, held recently at Richmond, Va, 


standardized outlets for bathtubs, standardized sink 
strainers and the classification and definition of the 
different types of defects that may occur in enameled 
iron. This latter work includes the fixing of the respon- 
sibility and the dividing of it into three phases, as fol- 
lows: manufacturing defects, injuries sustained in ship- 
ment, and injuries that may be sustained in the installa- 
tion or handling of the material after it is received on 
the job. The sixth phase of the work was stated to be 
with respect to colored plumbing fixtures, and the sev- 
enth, vitreous china. 


A paper was presented by Geo. H. Derbyshire, of 
Philadelphia, Pa., entitled, “Plumbing Control as a Func- 
tion of the Life Insurance Business.” He presented the 
idea of the life insurance companies working in con- 
junction with the various state and local plumbing in- 
spection bureaus, or independently, to form an organiza- 
tion similar to the national and local boards of fire 
underwriters which approve various types of fixtures, 
inspect risks, set rates, etc. 

Rochester, New York, was chosen as the 1932 conven- 
tion city of the society. 
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Chicago Master Plumbers Play Oak Hills 


Course 
An enjoyable day was spent at Oak Hills Golf club on 
September 23 by golfing members of the Plumbing Con- 
tractors’ Association of Chicago, which was the date 
and place of the organization’s fifth monthly tournament. 
The attendance was smaller than that at the four pre- 
ceding tournaments held this year. 
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Ed. Mortimer won first prize in Class A for members. 
He was the only contestant in this group. In Class B 
for members, H. P. Reger, W. P. Arnold and J. W. 
Cannon finished in the order named. G. J. Feldkamp 
was the only contestant in Class C and he was awarded 
first prize. 

In Class A for guests, Joseph Comer, Robert Sells and 
Fred Zimmer finished in the order named. Dr. W. G 
Fisher took first prize in Class B for guests. William 
F. Hildeman was second, and C. A. Bolton, third. 

Blind bogey was won by William J. Woolley. Another 
blind bogey prize was taken by William R. Brookman. 
The qualifying prize was won by Peter Munn. Blind 
bogey for members was won by R. C. Lindeblad. 


Following are the individual scores for the day: 


G. H. N. G. H. N. 
Wm, P. Arnold..103 25 78 J. J. Golden..... 115 25 90 
Carl Baldwin ... 99 13 86 Frank Hackett .102 16 8&6 
Cc. A. Bolton..... 103 24 79 Wm. Hildeman..103 25 78 
Wm. Brookman..115 32 83 R. Lindblad ....109 25 84 
Jos. W. Cannon.108 27 81 Ed. Mortimer ...103 19 84 
0G. GORGE «cis 82 10 72 Peter M. Munn..102 22 80 
Chas. A. Dreier.120 25 95 i. Be BOOT. «0 100 23 77 
Frank Fabri ...106 23 8&3 Robt. Sells ..... 87 10 77 
(reo. Feldkamp..109 30 79 Hugh Whitney .113 25 8&8 
Jas. W. Potter...110 23 87 Wm. J. Woolley. 95 17 78 
W. G. Fisher.... 96 265. 71 Fred Zimmer ... 96 19 77 
H. C. Flinder....105 17 88 


o 
Heating Groups Organize in Twin Cities 


A preliminary committee to perfect plans for or- 
ganization of a local group in the Twin Cities to co- 
operate with the Committee of Ten has been designated 
as the result of a meeting of representative members 
of the related industries at the Minnesota club, St. Paul, 
September 18. Oliver J. Grimes, managing director of 
the Committee of Ten, outlined the aims and activi- 
ties of the Committee and proffered the facilities of the 
Committee in perfecting the local organization. 


The meeting, which was attended by some thirty rep- 
resentatives of solid fuel and related equipment men, 
unanimously approved the organization of a local group, 
with the thought that such a body should represent not 
only the Twin Cities but serve as district headquarters 
for such co-operative effort throughout the territory in- 


cluded in the Northwestern Retail Fuel Dealers’ Asso- 
ciation. 
J. A. Maher, manager of the Maher Coal Bureau, 


served as chairman of the meeting and was designated 
chairman of the general organization committee. 
Among other members of the committee selected at 
the meeting were: W. F. Megeath, of Combustioneer, 
Inc., representing stokers; 
Heating & Piping Contractors’ Association, Minneapo- 
lis, representing heating and piping industry; George B. 
Benton, of Minneapolis-Honeywell Regulator Co., rep- 
resenting heating accessories and controls; Charles Fitts, 
of the American Radiator Co., 
radiator industry. 


Elmer Anderson, secretary, | 


representing boiler and | 
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Universal Swing Spout Faucet 


Adjustable from 4” to 1214” and 
adaptable to either high or low back sinks. Nickel or Chrome finish. 


Sold by leading Jobbers 


MILWAUKEE FLUSH VALVE CO. 


Milwaukee, Wis. 
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Jennings 


Pumps * 


Norwalk, Conn. 


JENNINGS RETURN 
LINE VACUUM STEAM 
HEATING PUMP 
In standard sizes for 
serving up to 300,000 sq. 
ft. 
Bulletin 85. The Nash 
Engineering Company, 


of radiation. Write for 


Wilson Road, South 
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1 HE number of people living on farms 
grows less each year but nearly half of the 
citizens of the United States still live in 
farm homes. And the last census showed 
a big increase in the number living in small 
villages. 


To THE women of the plumbing and 
heating industry, these facts are of inter- 
est. They mean that many millions are not 
even yet enjoying those pleasant standards 
of central heat and central plumbing which 
most city dwellers accept as a natural part 
of the 20th Century home. 


I WAS reading just now what a farmer’s 
wife had to say about her new water sys- 
tem. Frozen water troughs, chilled stock, 
decreased milk production, inadequate 
bathing facilities—all had given way to 
automatic water supply to be followed by 
washing machines, water heaters, etc. 


May of us take our plumbing and 
heating products without realizing how 
much they do to make life more pleasant. 
Just the thought of doing without them is 
enough to tell us how much we need them. 








A Message From Mrs. Liss 


To the Members of the Women’s Auxiliary: 

I am deeply grateful to the members of the auxiliary 
for letting me bring this national honor to my local 
auxiliary. I shall do all in my power to serve and make 
my office a success. We have a wonderful National auxil- 





Mrs. Robert Liss, second vice president, 
Women’s Auxiliary, VN. A. M. P. 


iary, but still it is only as strong as the locals make it. 

If all our local auxiliaries ‘‘stand by’’ during this de- 
pression and gloom in our industry and go to their friends 
and members of the other organizations to which they 
belong and talk ‘better sanitation and better plumbing 
fixtures for the home,’’ I am sure we can do a great deal 
to make prosperity return to us. 

(Signed) Mrs. Robert Liss, 


2nd Vice President, Women’s Auxiliary, N. A. M. P. 
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Ogden, Utah, Auxiliary Had Active Summer 


The Ladies Auxiliary to the Sanitary and Heating 
Engineers of Ogden, Utah, has enjoyed several parties 
during the summer. The first was in the form of a 
basket lunch and held by members and their families in 





South Fork Canyon. During the early afternoon all par- | 


ticipated in games. The evening was spent around a large 
bonfire, where the children enjoyed toasting marshmal- 
lows. 

Two weeks later, the ladies of the auxiliary entertained 
their husbands at the summer home of Mrs. Bachman in 
Ogden Canyon. Cards were played and supper was served 
later. Another interesting party was held by the ladies 
and their husbands at the Utah Hot Springs. 


Entertains Members of Indianapolis Auxiliary 


Mrs. Charles Trosky entertained the members of the 
Indianapolis, Ind., auxiliary at her home on September 
11. It was decided at this gathering that a luncheon and 
meeting would be held on October 8 at Whispering Winds. 
The meeting then adjourned for the social hour which 
consisted of cards and bunco. 

An evening party for members and their husbands was 
held at the home of Mrs. John Anderson on September 26. 


Suggests Auxiliaries Adopt Definite Objective 


Dear Auxiliary Friends: 

Now that vacation time is over and the season for 
activity is at hand, let us turn our thoughts to the work 
that should be of vital interest to us all: ‘‘The Upbuild- 
ing of Our Auxiliaries.”’ 

Since it is necessary that we have an ‘“objective’’ to 
work to, for without this we fail to justify the existence 
of our auxiliaries, and since there is to be no National 
auxiliary scholarship this year, your president suggests 
that each auxiliary select something worthwhile for its 
year’s work and keep busy and interested in this work. 

The Women’s Auxiliary, N. A. M. P., has again offered a 
prize to the state division showing the greatest gain in 
memberships this year. In order that our state may com- 
pete for this prize it is necessary that we gain new mem- 
bers through our local auxiliaries. Therefore, the Florida 
division is offering a prize to the local auxiliary showing 
the greatest gain in membership up to the time of our 
Florida state convention. Referring to this offer National 


President, Mrs. J. Preston Perham, asks that special care | 


he exercised in soliciting only members who are eligible. 

In previous years our treasury has been financed 
through the efforts of the ‘‘ways and means committee,” 
this committee functioning only at convention time. In 
order that this embarrassing situation may be eliminated 
your president suggests that each local auxiliary make an 
effort to raise a sum not to exceed five dollars ($5.00), 
(this sum to go to division treasurer) and to this end 
suggests a number of ways in which this may be accom- 
plished, such as, rummage sales, card parties, silver teas, 
and the sale of articles such as Christmas cards and 
birthday cards. 

Presidents of auxiliaries who do not hold regular meet- 
ings are requested to call a meeting in order that this 
message may be read, and your president hopes that all 
members will grant her the courtesy of their attendance. 

Please do not forget that the business papers are glad 
to publish accounts of your auxiliary activities, and an 
occasional photograph either in group or your individual 
workers will aid in keeping your workers interested. 

With warmest personal greetings and all good wishes 
for the success of each auxiliary in the Florida division, 
[ am, Mrs. Frank Williams, 
President Florida Division. 

























DOMESTIC ENGINEERING 139 











No. 616-628 


Accuracy in Small Things 


The making of the small things that go to make up a plumbing system 
receive as much attention in American manufacture as the finest faucet, 
bath tub filler or shampoo equipment. Insist upon American accuracy 
in all plumbers’ brass goods. 


AMERICAN 
SANITARY MFG. CO. 


ABINGDON, ILL. 
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PROVED EFFICIENCY! 


The Boiler return trap is the most 
important automatic element in a 
vapor system of heating. Don't 
gamble! The Marsh System Unit 
No. 10 Equalizer and Boiler Return 
Trap assures perfect circulation 
throughout the entire heating sys- 
tem, and the return of all water to 
the boiler. 


JAS. P. MARSH & CO. 


(Division of Commercial Instrument Corp 


Home Office: 2079 Southport Ave. 


Sales Offices in principal cities 
In Canada: The James Morrison Brass Mfg. Co., Ltd., Toronto 





Chicago 








SPENCER 
AUTOMATIC HEAT 


The Lowest Cost Heat You Can Buy. Burn 
low-cost No. 1 Buckwheat anthracite or small 
size coke. 


Write us for the Spencer plan which you can 


use to build more sales. Spencer Heaters save 
money for your customers and make money 


for you. 


4 0 hf | MW Dy SPENCER HEATER COMPANY 
ral | oe 4 ‘hk Willlamsport, Penne. 
4 Uagaizine Feed 


- 7 
BOILERS 
' JzE RS 


for steam vapor or hot water 


Spencer Heater Co. of Canada, Lid., 
Toronto, Ontario 
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your FITTING 


PROBLEM IS SOLVED 


when you say 


“SQUARE GEES” 


WP SQUARE “GEE” “4 
Pipe Fittings 


THE GRABL ER MANUFACTURING COMPANY 
Wew York . Chicago « CLEVELAND, OHIO « San Francisco . Los Angeles 
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How do You Spend Yours? 


WO contractors were handed $100 each to install 
valves on two identical jobs. Any remaining surplus 
would be theirs. 
One decided to save money on materials. So he spent 
$36 for valves which cost him $60 to install. This left 
him a profit of $4. 
The other decided that good materials would cost less to 
install so he spent $40 for O-B valves and they cost only 
$51 to install. This left him a profit of $9. How do you 
spend yours? 
Ohio Brass valves are so designed and machined as to 
give ‘an extra profit in the make-up’”’. 


OhigSrass Co. 


—_—— ae 
1169-V Mansfield, Ohio 
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Drains, Sewer 
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WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass., Kewanee, III.; 
Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities in the World 
Walworth Company Limited, 660 St. Catherine St., West. 
Montreal, P. Q. 


Walworth International Co., 19 Rector St., New York. 
Foreign Representative 


VALVES, FITTINGS AND TOOLS 
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New Trade Literature 


“Modern Heating for Modern Living” 

‘“‘Modern Heating for Modern Living’’ is the title of a 
20-page booklet just issued by The Timken-Detroit Co., 
Detroit, Mich., a subsidiary of The Timken-Detroit Axel 
Co. The booklet tells the advantages of oil burner heat- 
ing and it contains numerous illustrations that add to its 
value. Two designs for a modern-type basement are in- 
cluded. The booklet also contains a complete description 
of the company’s line of oil burners, including a cut away 


| drawing showing all working parts. 


Bulletin of Blowers and Gas Ranges 
The Roots-Connersville-Wilbraham Division of the 
International Stacey Corp. of Connersville, Ind., has just 


| issued four new bulletins covering its standard and heavy 


duty blowers and gas pumps. These bulletins are well 
illustrated, both exterior and interior views of the various 
blowers and gas pumps being used to show their con- 
struction and operation. Their value for reference pur- 
poses is greatly increased by the addition of specifications 
and data tables. 


Electric Temperature Control 

Barber-Colman Co. of Rockford, Ill., has issued a new 
bulletin, B-2, entitled ‘‘An Electric System of Tempera- 
ture Control,’’ illustrating and describing the use of elec- 
trical equipment for operating and controlling heating 
and ventilating appliances in the modern plant, building, 
or home. The bulletin features the alternating current 
two-temperature thermostat, the double or duplex ther- 
mostat and a compound thermostat for the control of 
direct radiation and unit ventilators or similar systems. 
The hygrostat, an instrument for controlling the relative 
humidity in a room by governing the action of a humidi- 
fier, is also illustrated and described in detail. Illustra- 
tions and descriptions of the packed, the packless and 
steam-line types of motor-operated valves, together with 
pressure capacity tables, are also included in the bulletin, 
whicn consists of 48 pages, 84% x11 in. in size, bound in 
mottled old rose paper with embossed title and illustra- 
tion in black and gold. 


Catalog of Automatic Gas Burners 

The Barber Gas Burner Co. of Cleveland, Ohio, has 
issued, its supplement catalog No. 31, describing and 
illustrating its manual and automatic gas burners for 
oblong and rectangular steam, hot water and vapor house 
heating boilers. Several installation diagrams are also 
shown in the catalog together with many tables and 
specification charts for rectangular boilers, which will no 
doubt prove both valuable and convenient for reference 


_for heating engineers and contractors. This company has 
| also published a four-page folder illustrating and de- 
' scribing its lines of gas pressure regulators and precision 
_ devices used in connection with gas stoves, ranges, water 


heaters, gas refrigerators, coffee urns, house heating boil- 


| ers as well as numerous other gas appliances of its manu- 


facture. 
Catalog of Accessories for Oil Burning Systems 
The Preferred Utilities Manufacturing Corporation of 


|New York City has issued an 80-page catalog, 9 x 12 in. 


in size, illustrating and describing a comprehensive list 
of accessories for oil burning systems, including its own 
products and those of many other manufacturers. Among 


_ the manufacturers represented are: Chase Brass & Copper 


Co., Inc., Waterbury, Conn.: 


Cook Electric Co., Chicago: 
Fulton Sylphon Co., Knoxville, Tenn.; Healy-Ruff Co., 
St. Paul, Minn.; McDonnell & Miller, Chicago; Minneap- 
olis-Honeywell Regulator Co., Minneapolis, Minn.; Wal- 
worth Co., Boston, Mass., and Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa. The last pages in the 
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catalog have been reserved for a data section with a | 


| 


large amount of valuable information such as: Oil fuel | 


specifications, B.t.u. contents of various fuels, Heating 
costs, Formula for estimating coal and oil consumption, 


Formula for estimating gallons of oil required for tons | 


of coal used, Radiator ratings, Oil flame temperatures, 
Minimum chimney flue sizes and heights for low pressure 
steam and hot water boilers, Table of tank capacities, ete. 


Folder of Andrew J. Morse & Son, Inc. 

Andrew J. Morse & Son, Inc., of Boston, Mass., have 
issued a four-page folder illustrating and describing their 
vacuum operated tank fittings, including flush valves, ball 
cocks and tank levers. The ball cocks are designed to 
eliminate noise caused by running water under high pres- 
sure and to insure quick filling under low pressure. 


Broadside of Acme Radiator Shield Co., Inc. 
Acme Radiator Shield Co., Ine., of Cincinnati, Ohio, 
has issued a broadside, 17x 22 in., illustrating and de- 
scribing its radiator cabinets and shields. The broadside 
is entitled “‘Modern Art and Beauty,’ and it is printed in 
several colors in a most attractive manner. 


Folder on Recording Thermometers 
The Foxboro Co. of Foxboro, Mass., has issued a folder 
illustrating and describing its recording thermometers. 
their construction and operation. The folder is 17 x 11 in. 
in size and it is printed in two colors on good paper. 


Underfeed Stokers for Heating and Industrial Boilers 

McClave-Brooks Co. of Scranton, Pa., has published a 
folder which illustrates and describes in detail its unit 
type, single retort, underfeed stoker for heating and in- 
dustrial boilers. In describing this stoker, the manufac- 
turer states that “it is built to burn all the coal and 
leave only the ashes.’’ 


Large Construction Projects 


Even though new construction is at a low ebb com- 


pared with recent peak years, the fact remains that new 
projects are being started every day. Listed below are 
just a few of the larger building operations, either con- 
templated or only recently started. 


Worcester, Mass.—Maginnis & Walsh, Statler building, 
Boston, are preparing plans for a dining hall to be erected 
on the campus of Holy Cross College. The project will 
mean an outlay of $300,000. 

Lynn, Mass.—Ripley & LeBoutillier, 45 Bromfield st., 
Boston, are architects selected by the United States gov- 
ernment to prepare plans for the proposed $750,000 post 
office on Oxford, Willow and Buffum streets here. Ed- 
ward Hoyt is an associate architect. 

Rochester, Minn.—The city council has just recently 
awarded the contracts for the construction of the new 
$200,000 city hall building. 

Marshall, Minn.—The Robb Company, 2643 Nicollet 
avenue, Minneapolis, has been awarded the plumbing and 








i 
} 





heating contract for the new high school with a bid of | 


$28,884. Total cost of the building is $225,000. 


Blackfoot, Idaho—-The Gooding Plumbing and Heating 


(o., Gooding, Idaho, was awarded the contract by the 
department of public works, for the construction of a 
new building at the asylum here, on a bid of $131,900. 
The plumbing contract on the building went to E. E. 
Marcoe of Pocatello, on a bid of $27,375. 


Duluth, Minn.—The City Council and the Board of | 
Trustees are considering sites and will soon have plans | 


prepared for the $550,000 Miller hospital. Dr. E. N. 


McGiffert, 605 Fidelity bldg., is on the building committee. | 
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SPRINKLER HEADS 


It's the way C. S. B. Sprinkler Heads are 
tested and sealed with fusing degree and 
date of seal that makes them standard for so 
many installations. 


This process is your protection. It elimin- 
ates trouble and makes you sure that 
complete and satisfactory service will be 
forthcoming from every installation. 


Standardize on C. S. B. 


C. S. B. SPRINKLER CO. 


86 Broad St. + Boston Mass. 


CLE-BAR 
WATER 
“<" HEATERS 


Get the details 
of the new Cle- 


Bar Sales Plan 
today! 








OU know- 


efficiency, the economy and the 
desirability of Cle-Bar Water Heaters. 


everyone knows — the 


They've always been easy to sell and 
they've always paid an attractive profit. 
Now, we make them even easier to sell 
with the new Cle-Bar Sales Plan 


Write for details today! Get in on these 


profits now. 











86 BROAD ST. 
BOSTON, MASS. 


CLEGHORN COMPANY 
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As you gain new business and the 
confidence of your customers by in- 
stalling welded pipe systems, perma- 
nently leak-free, you will develop in- 
creasing confidence in Airco Oxygen 
if you give it a trial. 


Its uniform quality and availability 
in any quantity should interest you 
if you are welding. If you are not, 
we shall be glad to explain how to 
gain customers, more business and 
even cut your overhead thru its use. 


Air Reduction Sales Co. 


Lincoln Bidg., E. 42nd St., New York City 








INCREASE 


YOUR 


PROFITS 


There’s agood margin for you 
And satisfied customers too! 


Sell Air & 
Dole Vacuum 
Valives 


Write for full information. 


THE DOLE VALVE COMPANY 














How tt looks tnstde 
Dole 2-B Vacuum 
Valves 





1913 Carroll Ave., Chicage 





Y SPECIFYING Heggie- Simplex 
Steel Boilers,architects and build- 
ing committees for many important 
structures have endorsed what Heg- 
gie’s 39 years have accomplished—the 
most modern of heating boilers, in 
which scientific design combines every 
essential with preeminent quality. 





HEGGIE-SIMPLEX BOILER COMPANY 
JOLIET, ILLINOIS 


Representatives in Principal Cities 





ROBERTSHAW 


THERMOSTATS 






For authentic advice on your 
temperature control problems, 
write the Robertshaw 
Thermostat Company, 


Youngwood, Penna. 
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Winona, Minn.—Plans are being prepared and bids will 
be received this fall for the construction of a grade school 
at Wabasha and Olmsted streets, to cost $225,000. 
Boyum, Schubert & Sorensen, 117 West Third street, 
Winona, are the architects. 


Superior, Wis.—The State Board of Regents will re- 
ceive bids this fall for the construction of a two story 
library building at the State Teachers’ College, to cost 
$150,000. 

Pierre, 8. D.—C. L. Breedlove, Madison, S. D., has been 
awarded the plumbing, heating and ventilating contract 
on the state capitol annex with a bid of $17,039. Total 
cost of the building is $300,000. 


Minneapolis, Minn.—Bids will be received in October 
by the Board of Education, for the construction of the 
three-story Sheridan schoo! at Broadway and Fourth 
street Northeast, to cost $500,000. 

Minneapolis, Minn.—-Plans have been prepared and bids 
will probably be taken this fall for the construction of a 
12-story club building at Twelfth street and La Salle 


| avenue, for the Knights of Columbus, at a cost of $1,000,- 


| 


000. Bertrand & Chamberlin, 616 Civic and Commerce 


| building, are the architects. 


| 





| 





Business Changes 
by Contractors 


San Francisco, Calif.——Ernest J. Richter has engaged 
in the plumbing and heating business at 350 Gough street, 
having moved his shop to that point from 1756 Mission 
street. 


Milwaukee, Wis.——-The Leiby Plumbing and Electric 
Company has moved into new quarters at 3106 W. Vliet 
street. The firm, which started on its present site eight 
years ago using a three-car garage as its headquarters, 
just recently added plumbing and heating to its electrical 
contracting line. The building and lot represent an out- 
lay of about $25,000. One of the features of the new 
building is the lamp floodlights which illuminate the 
facade. 


Wadena, Minn.—-The firm of Burrows Bros., plumb- 
ing and electrical contractors, has been reorganized un- 
der the name of the Burrows Plumbing & Electric Com- 
pany. C. A. Burrows has retired from the partnership 
and has sold his interest to his four brothers, C. L., M. 
F., E. R., and A. M. Burrows. The firm will continue 
in business in the same location as formerly. 


New Contractors 
and Incorporations 


White Plains, N. Y.—-With a capital of $5,000, the Men- 
dillo Plumbing and Heating Company has been organized 
and incorporated, to establish and operate a plumbing 
and heating engineering and contracting business here. 
The new concern is represented by the local law firm of 
Clark & Davis. 

Brooklyn, N. Y.—The Plaza Plumbing and Heating Cor- 
poration has been chartered, to establish and operate a 
plumbing and heating engineering and contracting busi- 
ness. The new firm is represented by L. J. Linder, 67 
Wall Street, New York City. 


Springfield, Ill.—On August 21 the plumbing and heat- 
ing contracting firm of Franz and Summers, 600 North 
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Left to right: Al, Smith; Perry L. Waters, Jr.; Perry L. 





Striebel. Photos taken at the recent annual outing 


Second street, was incorporated under the name of Franz 
Co., Ine. The company has been in business in this city 
for many years. The officers are Fred. Franz, Jr., presi- 
dent: Frank E. Christman, secretary, and William J. 
Franz, treasurer. 

Emmetsburg, Ia.——Robinson Brothers, of Des Moines, 
Ila., have opened a new plumbing and heating business 
here. 

New Brunswick, N. J.—-The Star Plumbing and Heat- 
ing Company, Inc., has been chartered, with a capital of 
$125,000, to establish and operate a plumbing and heat- 
ing engineering and contracting business. George J. 
Plechner, local attorney, represents the new concern. 

Menomonie, Wis.—Schoenoff Plumbing and Heating 
Company has filed articles of incorporation, listing capi- 
talization at 250 shares at $100 each. The firm will sell 
and install heating and plumbing fixtures, apparatus, etc. 
Incorporators are A. F. Schoenoff, A. E. Schoenoff and 
A. R. Vogtsberger. 








eonard 


WATER MIXING 
VALVE 


It's easy to understand why Leonard 
Thermostatic Water Mixing Valves are 
so well liked. They never fa'l down on 
the job. Wherever a con:tant supply of 
pre-determined tenperature water is need- 
ed, there you should install a Leonard. 


LEONARD-ROOKE COMPANY 


Incorporated 1913 
PROVIDENCE +. RHODE ISLAND 
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Waters, Sr.; Miss Mary Mack; Miss Josephine Morton; Mrs. 
A. J. Rieckus, and the Misses Helen and Marie Rieckus; Miss Loretta Braun: Mr. and Mrs. 8: C. Striebel and Arthur 


er Plumbers Association 


Articles of incorporation have 


been filed with the secretary of the State of Utah by 


the George W. Bruerto 
3289 South Highland d 
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dent of the Utah State 
Heating Contractors, and 
Association of Plumbing 
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ts the new firm. 


Sanitary 
First « « « 


Plumbing fixtures 
must be sanitary 
first, but they also 
should be simple. 
There's nothing 
simpler than the 
chain and stopper 
for the lavatory, 
tub or tray. Then 
when you specify 
BEAD CHAIN 
you have the sim- 
plest and most effi- 
cient combination 
possible. It's most 
attractive, too— 
gives character to 
every fixture. 
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AVENA 


IRON PIPE FITTINGS 


\ 1903-1931 
ERA QUARTER CENTURY 
\, OF SERVICE 


WENA: IRON-COMPANY 


RaveNA \ 


Improved “ Wilhelmi- 
COPPER BOILERS are 


built for Permanency ... 


NY. 








Every ““Wilhelmi”’ Boiler is built of the finest 


Lake Copper and the greatest of care is taken 
with the workmanship. Sturdy rings or ribs 
reinforce the inside of the boiler, eliminat- 
ing any possibility of collapse. 





“Withelmi’ Boilers ARE permanent 


HAYES MFG. COMPANY, Makers 


Paterson * New Jersey 























Have You Any 
Used ‘Tools? — 


No doubt you have. Chances are they 
are laying somewhere around your 
shop. Possibly new tools have re- 
placed the old. These old tools will 
bring you dollars if advertised in the 
For Sale columns of DOMESTIC 
ENGINEERING. Some plumber in 
some other locality may be waiting to 
obtain these tools, in good condition, 
at reduced prices. The very low rate 
of 8 cents per word makes the Classi- 
fied Page a good buy. 














Domestic Engineering 
1900 Prairie Ave. CHICAGO 
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Lines 
Connected by Ly7 | 


Pipe 


A QUESTION OF TIMES 

A speaker recently boasted that he had married a woman 
with a sense of humor. He had been late getting home and 
the next morning his wife asked: 

“Henry, what was that noise when you came in last night?” 

Hoping to pass the matter over by being funny, Henry 
replied: “That was only night falling, my dear.” 

“Oh,” commented his wife. “I thought it sounded like 
day breaking.” 





THIS HUSBAND HAS HUMOR, TOO 
Wife: “Dear, tomorrow is our tenth wed- 
ding anniversary. Shall I kill the turkey?’ 
Husband: “What for? He didn’t have any- 
thing to do with it, did he?” 





FAMILY BUDGETS 
“My husband and I attend to our budget every evening. 
It’s more economical.” 
“How so, dear?’ 
“By the time we get it balanced, it’s too late to go any- 
where.” 
—BOSTON TRANSCRIPT. 


ee 


AS IT HAPPENED 

She stood, hanging on a strap, in the 
crowded street car. The man seated nearest 
her arose and offered her his seat. 

She fainted. 

When she came to, she thanked him 

He fainted. 

-—HAVERSTICK’S. 


e ee 


OUR LEARNED POLICE 

A stranger applied at the police station for a lodging, 
and when asked his name, replied that it was Smith. 

“Give me your real name,” ordered the desk sergeant. 

“All right,” said the applicant, “put me down as William 
Shakespeare,” 

“That’s better,” said the sergeant. “You can’t bluff me 
with that Smith stuff.” 

—LEIGHTON’S GLOOM CHASER. 





GUILTY—WITH EXTENUATING CIRCUMSTANCES 

The Judge (sternly): “Well, what’s your alibi for speeding 
sixty miles an hour through the residential section?” 

The Victim: “If it please your Honor, I had just heard 
that the ladies of my wife’s church were giving a rummage 
sale, and I was hurrying home to save my other pair of 
pants.” 

The Judge: “Case dismissed.” 

SUPFFICIENT—IN MOST STATES 
“I want to know if I have grounds for a 
divorce.” 
“Are you married?” 
aa 


“Of course you have.” 





A woman's instinct, says a cynical man, is what tells 
her she’s right-——whether she is or not. 


- 





Politics, they say, makes strange bedfel- 
lows, That's because the voters are usually 
asleep. 
QUITE RIGHT 
“A reformer says he would change the name of Holly- 
wood to Follywood.” 
“The Helleywood!”’ —P. B. F. 


es os 


FISHERMAN TRUTH 
Boy: “No, Mister, I don’t want to sell this trout.” 
Angler: “Well, just let me measure him so that I can truly 


| Say how big the trout was that got away from me.” 


~~ - 
— 


When a man has just been turned down by the girl he 
wants to marry and he commences drinking—is it for sor- 


| row, or celebration? —L, Y T. 
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Bath a Day Movement 


177 


In 177 cities and towns 
in the United States, 
master plumbers as 
individuals, or through 
their associations, have 
distributed ““T he Story 
of the Bath” to public 
schools. Is your city 
among them? 


J74 HAVE been selected to teach health in one of the 
Portland (Ore.) schools,’’ writes a school teacher. 
“Would so much appreciate any pamphlets that would 
assist me in teaching the subject.’’ 
When such inquiries are received—and they come in 
daily—we send a copy of “‘The Story of the Bath’’ and 


refer the matter to the local or state association as a | 


publicity opportunity of great value. Perhaps there have 
been inquiries from your city. Ask your secretary. 

In addition to the use of ‘“‘The Story of the Bath,’’ there 
is the twenty-minute program we have prepared for the 
use of master plumbers before Rotary, Kiwanis, Lions, 
and such clubs. Write for a copy—there is no charge. 
Many contractors have used it. 


Little Sentences That Sell 


Write one of these BLACK BOARD EPIGRAMS on your 
window or bulletin board each day. Many master plumbers 
and heating contractors find them real business getters. 


Free advice is very often worthless. 
s 7 - 

David was a manly boy and Job was a boily man. 
7 “a * 

The tenor of a singer’s conduct should never be base. 
. * © 

Fools have an abundance of vanity. 
= @ +. 

The hair on a horse’s neck is his main protection. 
* * ” 

If a man has talent he can make use of another's 

venius. 

+ * me 

Facts are stubborn things that never apologize to any- 

body. 

. 7 o 

When money talks the cream of the conversation is rich. 
. + ca 

Nearly every time man displays his temper he loses it. 
* * * 


Shut your eyes when you look at the faults of a friend. 
« * & 


Some men are forever mistaking notoriety for fame. 
. « . 


No one who starts out to hunt trouble has use for a gun. 
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HOT WATER 


Fast, Clean, Low Cost 
with the 


Copper Coil, Coal Burning NATIONAL 
TANK HEATER 


Copper coil provides faster heating. No corrosion or cracked 
castings. No rusty water-bronze fittings. Burns coal at 
low cost at great saving over 
automatic heaters. Abundant 
hot water 24 hours a day with 
little attention. Aqua-Matic 
Regular outfit controls steady 
fire. An efficient well made 
heater with fire brick firepot, 
triangular grates, enclosed 
base. Three sizes. Write for 
special deal and 52-A Bulletin. 











THE NATIONAL PIPE 
BENDING CO. 


Est. 1883 


Storage Heaters, Instantaneous 
Heaters, Feed Water Heaters, 
Coils, Bends 


FRE FLO Heating Element 


174-K River Street, 
New Haven, Conn. 


PHILADELPHIA 


(Cut away view) 
Aqua- Matic Regulator 
attached. Red vitreous 

enamel jacket 


BOSTON NEW YORK 








Take 2 Profits 


on Every Septic Tank Job! 


————————— BYERY septic sewage disposal! in 


" — ——————————- 


. ei 
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it 


Sanikig wip 


vil 
mame 
| 


stallation you make should show 
two profits —one on the tank itself 
and one on the drainage. 


Take your second profit by sel 
ling and installing San-Equip Filter 
Pipe or a Drain Pool with every 
San-Equip Septic. These two new 
drainage units provide maximum 


1 








The San-Equip 
Septic— standard 
for safe disposal soil seepage. They are easier to 


(que install with a saving in labor. They 


_ assure a safer disposal service. 
San-Equip Filter po 


Pipe—provides 12 
times moredrain- 
age area per foot 


San-Equip Drain 
Pool—for com- 
plete drainage in 
a limited area 


Here’s your chance to make a 
profit on the entire septic system. 
Why be satisfied with only part of 
the sale? Write today for complete 
information that wi!l make your 
septic jobs more profitable. 


arerkquip 


“CERTIFIED” SEWAGE DISPOSAL 
8210 E. Brighton Ave. Syracuse, N. Y. 
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REPRESENTATIVES WANTED 


An exceptional opportunity is offered manufactur- 
ers agents, live heating contractors and heating sales 
firms, in REZNOR AUTOMATIC GAS FIRED WARM 
AIR HEATING APPLIANCES. 


The finest line of modern, fully engineered equip- 
ment ever offered the trade—for any requirement 
from an office to an airplane hangar! Write us to- 
day for complete information. 


Gas Heating for Forty 
Appliences Years 


REZNOR MFG. COMPANY » « Mercer, Pa. 

















What’s your requirement? 


It can be met by Gerstein & Cooper. 
From the smallest range boiler to 
the largest high pressure coppertanks 
ever built Gerstein & Cooper stand 
ready to fill your order and G& C 
quality will protect your reputation. 


Write for our catalog. 


GERSTEIN & COOPER CO. 


1 W. Third St. So. Boston, Mass. 
bk. N. Coxerair, Inc. 
New York, N. Y. 
Crerstrein & Coorer Co 
522 Park Avenue 
Baltimore, Md. 


(>. Mason Price 
Montreal, P. Q. 


[Troop Water Heater Co. 
Pittsburgh, Pa. 





W. are Prepared to give 
Prompt Service 
| On Your Requirements for 


Iron Water Closet Hoppers 
Traps a« Tanks 


also 


All Types of Plumbers’ 
Cast Iron Specialties 


JONES HOLLOW WARE COMPANY 
[' aa — Established 1 














MARYLAND... 








| there’s one real answer— 


YAGER’S 


YAGER’S Soldering Salts is the answer to 
any soldering problem. It’s no trick at all to do 
the very best kind of a job with YAGER’S. 


YAGERS 


ViDERIN Easier—quicker—and once you use YAGER’S 
you'll sti.k with it. That’s 
what we think of YAGER’S. 
We ask you to try a can at 
our expense. See if we’re not 


right. 





ALEX R. BENSON CO., Inc., Hudson, N. Y. 
For list of distributors see 1931 McRae Blue Book 
Sales Agents in Canada: Canadian General Electric Co., Ltd., Montreal and Toronto 


See 
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PATENTS 


Plumbing Department 


1,820,145. Thermostatic Valve. reorge P. Liaset, 
Seattle, Wash. 
1,819,521. Air Purifier. Huber H. Root, Medina, Ohio, 


assignor to The A. I. Root Company, Medina, Ohio, a cor- 
poration of Ohio. 

1,819,253. 
Ohio. 


Trap. Willard J. Luff, Cleveland Heights, 








1.819.521 











1,820,596. Floor Drain Trap. Samuel G. Brown, Lynn, 
Mass., assignor to Charles W. Lovett, Lynn, Mass. 

1,819,571. Faucet. Horatio A. Porter and Walter J. 
Porter, Springfield, Mass. 

1,820,796. Flush 
lottesville, Va. 

85,061. The Ornamental Design for a Bathtub. George 
Sakier, New York, N. Y., assignor to Standard Sanitary 
Manufacturing Company, Pittsburgh, Pa., a Corporation 
of New Jersey. 


Valve. Elbridge G. Haden, Char- 
















ewe ed 85.06 Lach oS” 
Te bh etd i Lae Aare 
re ia, or Ate e 





< 


< >? 
\ Sa ee 





’ eens a 
\ y 
6 WA, , 
} * é5>° er a 











84,974. The Ornamental Design for a Water Closet 
Bowl. George Brain, Tiffin, Ohio, assignor to Standard 
Sanitary Manufacturing Company, Pittsburgh, Pa., a Cor- 
poration of New Jersey. 

1,822,871. Heating James P. Morley, 
Michigan City, Ind., assignor to Bastian-Morley Co., La 
Porte, Ind., a Corporation of Indiana. 

1,821,584. Waste and Overflow Fittings for Lavatory 
Wash Basins, Bathtubs, Kitchen Sinks, and the Like. 
Charles F. Schultis, Cleveland, Ohio. ' 

1,821,260. Wash Basin Fixture. August C. Dobrick, 


Apparatus. 


| Chicago, Ill., assignor to The Imperial Brass Manufac- 


turing Company, Chicago, Ill., a Corporation of Illinois. 
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1,821,789. Apparatus for Cleaning Waste Pipes of 
Sinks, Etc. Charles J. B. Borgeson, Syracuse, N. Y. 
1,822,060. Siphon Valve for Flush Tanks. Samuel 


L. Powell, Blue Ridge Summit, Md. 























1,821,300. Siphon Jet Closet. Gordon P. Gavin, 
Kohler, Wis., assignor to Kohler Company, Kohler, Wis., 
a Corporation of Wisconsin. 

1,822,319. Boat Closet. 
many. 


Karl Schwarz, Rostock, Ger- 



































1,822,378. Toilet Bowl. Frederick A. Schossow, De- 
troit, Mich. 

1,821,229. Compartment Shower Bath. Howard A. 
Mullett and Herman E. Heine, Milwaukee, Wis., assignors 
to Bradley Washfountain Company, Milwaukee, Wis., a 


Corporation of Wisconsin. 


os TASCO=™ 


EMPIRE SEAMLESS SEATS 


are guaranteed for 5 years 











not to crack, chip, craze, 
peel or discolor and to 
give absolute satisfaction. 


STANDARD TANK & SEAT CO. 


heme CAMDEN »» ON. J es 
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The wennns HOT WATER GENERATOR 


Here is real brass hot water generator 
value. Simple, sturdy, easy to install, 
it provides a safe, economical, fast 
means of supplying an abundant quan- 
tity of hot water. Kept free of corro- 
sion and scale contamination. 


Made in Two Sizes 


No. 30 will heat 30 to 40 gallons 
No. 60 will heat up to 60 gallons 


If your Jobber cannot supply you write us. 


HARRISON MANUFACTURING CO. 
1610 South Seventh Street Philedeiphie, Pa. 











ACHESON 


“EBCO” DISHWASHING SINK 


. with built-in dish pan 


"1 New 
Selling Slant’ 


is the title of a booklet 
you may have for the 
asking. A new way 
to turn quick plumb- 
ing profits. There is no 
obligation—it is FREE. 
The D. A. EBINGER SANITARY 
MANUFACTURING CO. 
411 West TownSt. Columbus, O. 














Brass Fittings 
CLEAN THREADED 


PERFECTLY ALIGNED 
TESTED — 

















Ask Your Jobber 
ACHESON a hetateanthcnte 


RANKIN PENNA. 


ee nn oe = 


"AMERICAN SEAL” 








PIPE JOINT CEMENT 


Dry or Plastic . 


Gray or Graphite 





No more leaky installations! “American Seal” 
Pipe Joint Cement eliminates the possibilities of 
leaks. it is easy to use and will essure egeinst leek- 
age for all time. it will not dry out and what Is more, 
it Is unaffected by heat or cold. Be on the sale side 
eli the tUme—we “AMERICAN SEAL” on 


every job. 


ad William Connors Paint Mis. . a 


TROY 
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REAL SALES BUILDERS | Heating Department 


| 1,820,901. Boiler. John B. Bernhard, Stoneleigh, Md. 
| 1,821,669. Gauge Construction. Walter J. Rudolph, 
| Chicago, Ill., assignor to Jas. P. Marsh & Company, Chi- 
cago, Ill., a Corporation of Illinois. 

1,822,518. Oil Burning Apparatus. John M. Duggan 
and Henry A. Neder, Woodbridge, N. J. 

1,822,540. Oil Burner. Charles J. Ohlsson, Brooklyn, 
N. Y., assignor to Paramount Oil Burners, Inc., New 
York, N. Y., a Corporation of Delaware. 





NIBCO Tank 
Trims and Copper 
Tube Fittings have 
been helping ag- 
gressive plumbers 
to make sales in 
spite of the so- 
called business de- 
pression. Write for 





complete informa- 
tion about this 
profitable line. Ask 
for Bulletin A-200. 






































NORTHERN INDIANA BRASS COMPANY 
Elkhart, Indiana | 









































DONNELLY —S = 
PRODUCTS | — 


safeguard the home 1,821,080. Radiator. Severn D. Sprong, Brooklyn, 
N. Y., assignor to Engineering Products Corporation, Inc., 
New York, N. Y., a Corporation of New York. 




















Dependable valves for 

















sae Relief 1,822,844. Apparatus for Burning Liquid Fuel. Albert 
—— L. Klees, New York, N. Y., assignor to Combustion Utili- 
acuum ties Corporation of New York, N. Y., a Corporation of 
Write us for complete details. Maine. 
DONNELLY 
Outside Spring DONNELLY VALVE SALES CORP. 
Relief Valve MALDEN, MASS. 














DRASTIC een REDUCTIONS | 


The Bennett-Allison 
Automatic 
Oll Burner 





Enables dealers to 
meet any com- 
petition. The B-A 
is a quality built 
burner. Noiseless, 
economical, service 
free. 


Approved National 
Board Underwriters 









































U. S. Govt. buys 50 in 
competition with 11 other 
burners. Write or wire 1.822 047 


for dealer proposition in Oil Burning System. John P. Leask, Glen- 


" open territory. Learn brook, Conn., assignor to Peabody Engineering Corpora- 
about exclusive patentei ; - “ . : s 
features. tion, New York, N. Y., a Corporation of New York. 





1,821,773. Hot Water Heating System. Oliver H. 
Schlemmer, Cincinnati, Ohio. 
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ALL THAT A FAMOUS a 
HOTEL SHOULD BE! fe 


=> —" Metropolitan in its appointments and 
~ ~S | service ... unsurpassed in its location 
(being situated directly on the Atlantic 
Oceen). The largest resort hotel near- 
est New York 


OpenAll Year European Plan 










Z 


SaV5 Air Moisteners 
Everybody a Prospect! 


FOR STEAM-—HOT 
WATER RADIATORS 

AND FURNACES 
Made to fit all standard 
types and sizes of radi- 

ators, registers and 

















grilles. 
Fill with water and hang on Sete in hot air pipe 
ni . adiators under floor register 
For Radiators Ba ‘kk of Radi - or 
Out of sight F 
Made of For All Styles 
i “Armco” Rust- Most efficient, durable and ,, and Sizes of 
resisting Ingot sanitary humidifiers made. Pipe and Pipeiess 


' Galvanized iron Furnaces 
UARANTEED 


G 
Good profit to the trade. Write for catalog showing prices and discounts. 


SAVO MANUFACTURING COMPANY 
1400 Merchandise Mart Bidg. Dept. ¢ Chicago, I11. 











ASBURY PARK, N. J. 
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8 cents for 
each word in- 
cluding head- 
ing and ad- 
dress. Count 
seven words 
for keyed ad- 
dress. Mini- 
mum $2.00 for 
each insertion. 






KNGINEERING 


DOMESTIC 


CLA IFIED 
ADVERTT/ ING 
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One inch $4.00. 
Cash must ac- 
company order. 
Copy should 
reach us eight 
days in ad- 
vance of pub- 
lication date. 








Situations Open 





DISTRICT SALES REPRESENTA- 

tive. Well established line of Elec- 
tric Water Systems for Western New 
York, Long Island, Connecticut and 
Northern New Jersey. Must supply 
references. Only high type of salesmen 
able to handle this productive terri- 
tory need apply. A few other desirable 
territories elsewhere, Address Key 673, 
“Domestic Engineering,’ 1900 Prairie 
Avenue, Chicago. 





REPRESENTATIVES WANTED IN 

leading cities to handle highest grade 
line of radiator shields and radiator cab- 
inets. Our representatives earn $500.00 
to $1,000.00 peF month the year around, 
above expenses. Full selling plan fur- 
nished. Address Key 256, “Domestic En- 
gineering,” 1900 Prairie Ave., Chicago. 





DISTRIBUTORS WANTED — MANU- 

facturer with twenty years’ experi- 
ence building coal stokers for heating 
and power boilers is now widening dis- 
tributor organization and has open- 
ings in several important localities. 
Address Key 670, “Domestic Engineer- 
ing,”” 1900 Prairie Avenue, Chicago, 
Illinois. 





JOBBERS AND SALES AGENTS 

should communicate with us re: a 
money-making proposition now avail- 
able, Write us today. KOIL-LES 
HEATER COMPANY, Geneva, Illinois. 


Situations Wanted 





PLUMBER-STEAMFITTER — AGE 36, 

married, 14 years’ experience, compe- 
tent all branches. High school and 
I. C. S. graduate, small Missouri town 
preferred. Address R. M. Coleman, 
Dillon, Missouri, 





PROVEN PRODUCER 

with excellent personal reputation 
and powerful trade following avail- 
able as sales manager or direct rep- 
resentative in Metropolitan New 
York Market. Invites inquiries from 
fixture or specialty manufacturers in 
particular. Address Key 672, ‘“Do- 
mestic Engineering,” 1900 Prairie 
Avenue, Chicago. 





SITUATION WANTED —- BY GOOD 
office man. Many years’ experience 
in plumbing and heating office as 
bookKeeper, typist, buyer, estimator. 
Will go anywhere Moderate salary. 
Address Key 676, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago. 





PLUMBING AND HEATING  ESTI- 
mator. Technical education. Eight 
years’ experience. A. L. Miller, 908 
North Menard, Chicago. Mansfield 42838. 


Lines to Handle 








\ LARGE MANUFACTURER OF BOIL- 

ers, Radiators and complete line of 
heating equipment desires representa- 
tion, on a commission basis, in cities 
throughout the United States. A par- 
ticularly attractive proposition is avail- 
able to jobbers, manufacturers’ agents, 
or salesmen who have the connections 
and ability to distribute this line of 
material. Address Key 674, “Domestic 
Engineering,” 1900 Prairie Avenue, 
(‘hicago, TIlinois. 


For Sale 





Located in central Oklahoma, 
ers in ill health. 


FOR SALE 


Wholesale and Retail Plumbing 


Business, established 25 years. Did 
over $240,090 worth of business in 


$100,000. 
Own- 
Address Key 659, 
‘Domestic Engineering,’’ 1900 Prai- 
rie Avenue, Chicago. 


1930. Stock estimated 





FOR SALE 
6—4” Crane Safety Valves. 
3t—" Gate Valves. 


5S” Jenkins Automatic Globe Valves, 
1—_—10” Lunkenmheimer Globe Valve. 


2—3" Crane Globe Valves. 
I1—5” Globe Valve (no name). 
1—6” Globe Valve (no name). 


Address Key 671, “Domestic Engi- 
neering,” 1900 Prairie Avenue, Chicago, 


Illinois. 


Government Proposals 








TREASURY DEPARTMENT, Office of 


the Supervising Architect, Washington, 
b. C., September 11, 1931. Sealed bids, 


in duplicate, subject to the conditions 
publicly 
opened in this office at 2 p. m., October 
5, 1931, for furnishing all labor and 
materials and performing all work for 


contained herein will be 


new sump pumps, etc., at the United 


States custom house (New), Denver, 
Colo. The prevailing rate of wage 


shall be paid all laborers and mechan- 


ics employed on the project as pro- 


vided in the Act of March 3, 1931 


(Public No. 798). Drawings and speci- 
fications may be obtained from the 
custodian at the building or at this 


office in the discretion of the supervis- 
ing architect. Jas. A. Wetmore, Acting 
Supervising Architect. 


Miscellaneous 





PLUMBERS’ BIN LABELS 


f 
@ blu 


Send for samples and prices of card holders. 
bin labels and stop valve tags, and free book- 
lets: ‘‘How to Lay Out the Plumbing Shop”’ 
and “‘How to Train the Apprentice Boys.’’ 
Hadden Bin Label Co., Haddon Heights, N. J. 





Audel'’s Plumbers’ Guide 


The standard educator; tenches the 
theory and practice of plumbing, heat- 
ing, stenmfitting, gasfitting and sheet 
Answers your questions, 
Explains the new short cuts, modern 
methods and inside trade information. 
Fasy to understand. A complete refer- 
Fally 
illustrated, authentic, up-to-date, with 
Four volumes, pocket 
size; price $6 complete, payable $1 a 
month. Write today for FREE Plamb- 
THEO. AUDEL & CO, 


metal work, 


ence and home study course. 


plumbers code, 


ers Folder. 
65 W. 23rd St., New York. 





The Most Reliable 


PIPE COUPLING BUYERS 


Feme Met-m @eltista a, 


Write us about your surplus 


pipe couplings 


CAPITOLMFG.&SUPPLY CO. 


550 Nicholas Street, Columbus, Ohio 








FREE CATALOG SHOWING CON- 

tracts, daily and weekly time tickets, 
estimates, job tickets, etc. All kinds of 
printing for plumbers. Address Vernon 
Co., Collingswood, New Jersey. 


NEW AIR 
CONDITIONING 


Is spreading like wild fire. The public 
in general are asking about it— people 
want to know how it will serve them 
in comfort, satisfaction, and to be in 
style with the Jones’s, etc. 


Can You Answer Their 
Questions Fully? 
The INSTITUTE has specialized Air 


Conditioning Courses, for Forced 
Warm Air Plants, Steam and Water 
Plants, large Mechanical systems. It 
is the ideal thing for Shop Owners, 
their Sons, Partners, and all other 
tradesmen to prepare NOW, to be a 
good Salesman later. Please indicate 
your desires: 

© Home Study Instruction 

C1) Private Class Instruction 


This will be our twenty-second year 
Training Tradesmen, like yourself. 
Full information is free; check your 
Course, write today. Get in line for 
Fall business recovery. 
O Heating, Ventilating and Refrigeration 
Engineering 
O Special Warm Air and Forced Air Heating 
1 Steam and Hot Water Heating 
O Air Conditioning for Fan H. & Eng. 
0 Plumbing and Sanitary Engineering 
0 Contracting and Estimating 
THE ST. LOUIS TECHNICAL INSTITUTE 
4543 Clayton Avenue, St. Louis, Mo. 





Books for Your Trade Library 





101 PLUMBING AND HEATING 
TABLES. The book contains as com- 
plete a set of working tables as has 
ever been published. It answers quickly 
and accurately,, practically every kind 
of plumbing and heating question 
which could possibly be answered by 
a table, rule or chart. Is well indexed. 
Has 48 pages. Size 8&xll, bound in 
cloth, Price postpaid $1.00. 
DEAN’S SYSTEM OF GREENHOUSE 
HEATING ty Mark Dean. Explains 
in detail Mr. Dean’s system of heat- 
ing greenhouses with steam or hot 
water. Glass surface, sizes of flow and 
return pipes, radiating surface of 
pipes, ete, are all taken Into consid- 
eration. This book will be a great help 
to anyone who plans or installs green- 
house heating systems. Many tables 
are given. 46 pages, 5%x7%, cloth 
cover, Price postpaid $2.00. 


500 PLAIN ANSWERS TO DIRECT 
QUESTIONS ON STEAM, HOT 
WATER, VAPOR AND VACUUM 
HEATING. By Alfred G. King. Covers 
the science and general practice of 
heating including modern systems of 
modified heating explained in a series 
of plain questions and answers with 
tables, rules and general information. 
It makes a splendid text-book for the 
apprentice and an ideal reference book 
for master fitters. Has 253 pages, 6x9, 
bound in cloth. Price postpaid $2.50. 
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Burwhaus 


HOT WATER SUPPLY 














The HIGH PRESSURE 

BOILER comes in 4 to 12 sec- 

tions, 21’’ and 27” grates, with 

tank capacities up to 3,800 
gallons. 

















JUNIOR TANK HEATER 

takes on tanks of up to 700 gal- 

lons capacity. Can be ordered 

with brass water section for all 
brass installations. 

















Burnham LAUNDRY STOVE 

is the best of its kind. Tank 

capacity 40 to 80 gallons. Also 

made with brass water section 
when desired. 
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Cash In On 
The Bath Tub Race! 


FEXNHAT temper testing race, to get a bath 
before the hot water is exhausted. Leaves 
a grouch in a lot of families. 


There’s your chance to make happy homes 
and a profit for yourself. Show the unhappy 
home owners how little it costs to have a hot 
water supply that IS a SUPPLY. 


Furthermore, while you fix them up with 
dependable BLURNHAM hot water supply. 
your foot is in the door, so to speak. You can 
often get the overhauling of their complete 
heating system. 


There may not be a lot of velvet in hot water 
supply installations or fixing. But, isn’t it so 
that in these times any sure profit, be it big o1 


little, is receiving the glad hand? 


All right, then—let’s go. 


Send for Cataleg of Burnham 
Boilers for hot water supply. 
Tanks and equipment also in 
stock. 
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for you or give 
satisiactory service 


® VOGEL NUMBER TEN-A ®@ 


\ TOGEL Number Ten-A Closets are designed to give service under all 


conditions. in schools and institutions. and are sold so plumbers 


make a rood profit. 


There are no short cuts when a Vogel Closet is installed. [t must be bought 


through a plumber. and the plumber makes his profit. and the jobber makes his. 


The fact that Vogel Number Ten and Ten-A Closets are being installed 
in schools, factories, waiting rooms, and institu- 
tions of all sorts all over the country is proof of 


Endurance Test con- their economy and dependability. 
tinues. Now the count 
is 365,481 flushes, and 


only one washer renewed. This Literature imprinted with 


required but four minutes to 
suntess. Che sees ahead your name and address 

338,341 times before even this sent promptly upon request. 
one replacement was neces- 


sary— Equal to 130 years’ 
JOSEPH A. VOGEL COMPANY 


Wilmington, Del. St. Louis, Mo. 






























